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A Barrow packed in a carton. Pro- 
tected from damage and dirt. Cheaply 
stored, handled and delivered. The 
complete Barrow is..within the tray. 


SCIENTIFICALLY designed wheelbarrow of greater 

strength and more attractiveness. Designed for home use 

it has the same capacity as other garden barrows. Its 
load is so balanced over the wheel, that with a 200 pound load, 
only 36 pounds comes on the handles. As suitable for operation 
by women, or even children, as it is by grown men. 


Equipped witha 
self-oiling wheel. 
Painted red 
and black and 
VYarnished. 
Weight 341% Ibs. 
Size over all 
23 inches wide, 


50 inches long, 
24 inches high, 
Vou deliver it in 

the carton 
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THE TRADE MARK KNOWN IN EVERY HOME 























LANDERS, FRARY & CLARK, NEW BRITAIN, CONN, 


Chermal Jug 


the food carrier that created 
a new measure of value 


Upon its introduction a year ago the superior features of the UNIVERSAL 
THERMAL JUG were accorded immediate recognition. 


QUALITY. Improved insulating methods PERMANENCE. A lining that might be 
replaced in case of necessity and at small 
expense extended the life of the buyer's in- 
vestment. 


UTILITY. Three extra nested cups and UNIVERSAL JUGS at the fair price origi- 
cover with folding handles brought a de- nally adopted continue to grow in popu- 
eree of utility no other provided. larity. 


SI ALWAYS! 
throughout the Lf 
and always 


WORTH 


Quality Merchandise Creates 
Good Will 


eave unequalled temperature maintaining 
quality. 







Sell UNIVERSAL and You Sell 
the Best 








LANDERS, FRARY & CLARK 


" New Britain, Conn.,U.S.A. 
[ —_ 
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MR. P. L. JOHNSON 


25-YEAR CLUB IDEA 
MAKES STRONG APPEAL 
TO VETERAN DEALERS 





‘‘Count me in. I’ve sold 
Disston Saws for 35 years,” 
writes P. L. Johnson, Bishop 
Hill, Il. 





“T believe I am eligible to join the 
Disston 25-Year Club as I have 
been selling hardware for 41 years. 
I don’t believe my store has been 
without Disston goods since I’ve 
been in business.” L. B. Ream, 
Green Ridge, Missouri. 

Are you eligible to join? Has 
your store been selling Disston 
Saws for 25 years? If it has, send 
in your application. 

No expenses. No dues. A good- 
fellowship club to which you will 
be proud to belong. 

H. C. Scofield, Scofield Company, 
Sturgeon Bay, Wis., strikes the key- 
note when he says: 

»“Any movement that will band 
together the men who have been so 
long connected with the hardware 
business cannot help but be inter- 
esting. I have been in the hardware 
business for over fifty years and 
have sold Disston Saws during all 
that time. I do not see how a stock 
could be complete without them.” 

Come and join us. Just write a 
letter telling how long your store 
has been selling our saws. 

You will receive promptly a hand- 
some framed certificate of member- 
ship and other interesting features 
will follow. 


Published by HENRY DISSTON & SONS, INC., Makers of ‘‘The Saw Most Carpenters Use,’” PHILADELPHIA, U. S. A. 
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HACK SAWS SET RECORD 
FOR WASHINGTON MAN 


Gentlemen: 





Several weeks ago, in answering 
your advertisement in the Saturday 
Evening Post, I mentioned the 
trouble I was having in getting 
Hack Saw Blades that would stand 
up in cutting the steel rifle barrels 
upon which I was working. 


In reply to my letter you sent me 
two blades, one of which I have 
used to cut two hard steel barrels 
and which is still so good that I 
started in on a job which I thought 
would finish it in a few minutes— 
the sawing of a Ford axle shaft. I 
had previously cut two other shafts 
and had in both cases used up two 
new blades. Therefore, you can 
imagine my surprise when I fin- 
ished cutting this axle shaft with 
the same Disston blade with which 
I had already cut two rifle barrels. 
And this blade is still far from be- 
ing used up. I did not know it was 
possible to make such blades and I 
wish to thank you for your kind- 
ness in sending me the samples. 


Should you at any time desire to 
quote this letter in part or in whole 
in any of your advertisements, you 
are at liberty to do so, as I not only 
feel I owe you this much, but that I 
would be helping others like my- 
self, who, wanting better blades, 
might not know where to find them, 





and who would profit from my 
experience. 
Sincerely, 
P. L. LORRILLIERE, 
The Chesapeake and Potomac 
Telephone Company, 
Washington, D. C. 





An interesting letter, but not an 
unusual tribute to Disston Hack 
Saw Blades. Because there are 
solid, substantial reasons behind the 
performance of these blades. 

First—the Disston experience of 
saw making and steel making for 
two generations. 

Second—Disston made a special 
study of hack saws in relation to 
metal cutting. We started with the 
steel made it harder and 
tougher. We designed a special 
angle for the teeth that made work 
easier. We made every third tooth 
a “cleaner” tooth to carry out the 
metal chips. We set the teeth at a 
special angle to give better clear- 
ance. 

Such manufacture tells in  per- 
formance. And good performance 


means repeat sales to you. 

Look into this hack saw question. 
Are the blades you sell giving satis- 
faction? Why not insure that they 
are by selling Disston Hack Saw 
Blades. Your jobber can supply you. 








Another Disston tool improve- 
ment that makes for easier and bet- 


Unique ball-bearing lock 
holds this bevel secure 


Here’s a bevel to depend upon 
a tool that you can recom- 











ter work. This time a simple, prac- 
tical lock to hold the blade of a 
bevel. 

A ball-bearing lock! New in prin- 
ciple and new in the positive locking 
results it gives. 

We’ve cut open a bevel to show 
you how it works. Look at the 
drawing below. The only working 
parts are the rod through the han- 
dle with a wing nut on the outer 
end; the ball-bearing, and the bevel 
screw. 

To lock the bevel blade just give 
the wing nut a slight turn. This 
thrusts the rod against ball-bearing 
—wedging up the bevel screw. This 
action closes the slot in the handle— 
gripping the blade like the jaws of a 
vise. 

The blade stays where you set it, 
till you release the wing nut. 
Knocks or jars do not disturb the 
adjustment. Accurate angles are 


assured on any kind of work. 





mend to your trade without reser- 
vation. For, not only does it bear 
a name that every tool user knows, 
but it offers the greatest locking 
principle ever devised for a bevel. 





It is a hard-and-fast rule here in 
the Disston Factory that every 
product must stand squarely on its 
own merit. It must have quality 
and outstanding features of its own. 
No mediocre todl ever has or will 
masquerade under the Disston name 
as a quality tool. 

All of which means this: That 
you have in Disston Tools two 
strong points to tell tool users; first 
—the quality, workmanship and 
time-saving features of the tool it- 
self, and second—the Disston name 
and all that it stands for in value. 


Your jobber can tell you about 
the Disston line of tools. 
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F Our = Adnattisins Keeps Them 
Coming Direct to You 


Armstrong advertising in class publications is | 
sending a steady stream of mechanics in the Min- | 
ing, Plumbing, Industrial and Mill Supply fields 
direct to dealers for their Pipe Tool supplies. 


| 
Weare telling them to: “Buy from you instead of | 
| 
| 
| 





us,” and that they are co-operating is proved by 
the increased business that dealers are doing. 


For more than 60 years the Armstrong policy has 
been to make ALL Genuine Armstrong Pipe Tools so 
downright satisfactory that mechanics who try 
them will continue to buy them. 


Keep supplied thru your Jobber. “Dealer Aids” 
sent on request. | 








The Armstrong Manufacturing Co. 


| 
| 
Our Only Addresses: | 
| 
| 
| 





Main Office and Factory : 


Bridgeport, Conn. 
New York Office: 181 Lafayette St. 








& ARMCTRONG’ 


DIES \¥ ER tt ano STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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“A nickel rings up 
like a double eagle’ 


T’S simple—lIt’s sound— 
It’s workable. 


For the Three Point Plan is 
the result of long study of 
hardware retailing. 


Over a hundred Hardware 
Wholesalers, covering every 
state, have agreed to recom- 
mend it to their customers. 


The Mansfield Tire & Rub- 
ber Company is glad to co- 
operate with these firms in | 
bringing it before the trade. Too often we mistake activity for action. 


Because the cash registers are busy, we think we’re 
making money. 
But I found business can be good, yet profits be rotten. 


That’s another place the Three Point Plan helped my 
balance sheet. 

It automatically raised my average sale by building 
trade in big money items. 

Send the coupon today—It’ll pay 
big profit on atwo cent stamp. 

The whole thing is illustrated in 


my book, “Bill Howell— Hardware 
Merchandiser”, 












THE MANSFIELD TIRE @ aioe Co. 
Mansfield, Ohio 


I'd like a copy of Bill Howell— Hardware Merchandiser. 


Name ___. 


Sg 


— a ae 











The Cost of Distribution is Lower — The Standard of Quality is tigate 


MANSFIELD 


Built —Not to Undersell, but—to Weed ece: 
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It Met with 
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came on the market the best way to keep 
screen doors closed was to SLAM them 
shut with a spring. Children going in and 
out drove mothers to distraction. The 
visitor was ushered into your home by the 
crash of a screen behind him. 

Small wonder then that the Rose 
Screen Door Check met instant approval 
from dealers, jobbers and public. 

It is a matter of record that in the 
first months the Rose was on the market 
we could not supply the demand, though 
we made thousands upon thousands. 

Here is a wonderful item for every 
dealer. Every customer a prospect—a free 
demonstrator on your counter to illustrate 
your suggestion of a purchase— $2.00 is 
exactly his price—and a good profit for 
you in each sale. 

Get details from your jobber or write 


Frank Rose Mfg. Co. 


Hastings, Nebr. 

















Before the Rose Screen Door Check © 
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Kiddie Kar Stroller 























RUBBER 
BUMPERS 
FRONT AND 

REAR 





The All in One KIDDIE Vehicle— 
Walker, Stroller and Genuine Kiddie Kar 


The only vehicle really practical for the three uses 


It carries the famous Kippie Kar trade mark. Like all White ‘“Kippie”’ Vehicles, Kippie 
Kar STROLLER is backed by a sound stable sales plan which protects dealer profits. 
Your trade will buy better wheel goods—why not take the extra profit? 


H. C. WHITE COMPANY, North Bennington, Vt., U.S. A. 
New York Sales Office: Fifth Avenue Building 
Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White’s Koaster, Kiddie Tender, Kiddie Kar Stroller.. 
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the Merchant 


OU, the Merchant, are in business to make money. But 

you know, too, that every sale you make strengthens or 
weakens that confidence which the customer feels in you and 
your place of business. 

Therefore, in fairness to yourself, you cannot be indif- 
ferent to what merchandise you sell. 

We, toolmakers, recognize that also. And you will find 
in Quikwerk Tools, always, the opportunity for as great a 
profit as is consistent with the sort of quality that undeniably 
holds trade. 

Keep Quikwerks—They Keep Customers. 
We make standard Quikwerk 
Hand Tools—also the famous 
“Devil” Ratlway Tools of special 
steel. 

















THE WARREN TOOL & ForGE Co., 240 Griswold St., Warren, O. 
Picks Mattocks Sledges Hammers 
Bars Chisels Hoes 

Wedges Tongs 


uIAWer 


FORGED TOOLS 
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“No Thank Bon J Now Buy Osborn Brushes—at 
the Store Where My Money Buys More” 


That’stheanswerthatthousands Osborn Display Rack in a place 
of women are now giving the where people can see Osborn 
canvasser. The way business is Brushes. Give them good shelf 
growing in retail stores through- and counter display. Use the 
out this country proves that Window Trim. And above all 
Osborn national advertising is ask your customers to buy 
doing its job, and that these deal- Osborn Blue Handle Brushes. 


ers are doing theirs. Hundreds of dealers are doing 
Are you doing a good sales job? this—and their sales are doubling 
Unless you do youcertainly can’t and even trebling. 

expect to get your share. Write today for information. 


Do these things and you'll see Get started right in the brush 
business grow and grow. Putthe _ business. 


Twe Os Ban MANUTACTURING COMPANY 
CLEVELAD ND. " OHIO 


Direct Overseas Factory Representatives 


JOHN H. GRAHAM & COMPANY, INC. 
113 Chambers Street, New York City 






ele) | 





Osborn prints this state- 
ment 5,000,000 times 
each month for your 
benefit in its national 
advertising. 





+ 
* 









ishes 
‘ Kasepthtae by the Hee Handle 
“SN. =YOUR MONEY BUYS MORE WHEN YOU BUY AT THE STORE 
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~ SUPERR 


force without boosting your payroll. 
Get Williams’ “Superrench’” display board 
on the job. Never in the way, yet always 
in sight, these “Silent Salesmen” are 
working for you every minute of the day. 


And the “Superrench’”’ will sell on sight 
—no mechanic or lover of good tools can 
pass them by. Made of Chrome-Molyb- 
denum steel, heat-treated and nickel- 
finished with heads buffed bright. Un- 
usually thin and narrow jaws for work 
in close quarters. Positively guaranteed 
against breakage, no matter how used or 
abused. Ask for literature. ' 


J. H. WILLIAMS & CO. 
“The Wrench People” 


New York BUFFALO Chicago 





(Chrome-Molybdenum) 
WRENCHES 


ie ‘any 


E,RE’S a chance to add to your sales: 










Boards’ are 
free to deal- 
ers purchas- 
ing the 
wrenches 
they carry. 
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Two Suggestions 
For Selling More Hose Nozzles 


First—Display Mueller RED BAND Nozzles in the attractive box shown 
below. 








Second—Point out these four exclusive features that make the Mueller RED 
BAND Nozzle work better, last longer and give perfect satisfaction. 


1. Made of forged brass! It’s leakproof, strong and durable. With its extra 
large water way more ground can be covered in less time. 


2. Equipped with Mueller “Neverlose” threaded rubber hose washer. It stays 
put. It is never lost. 


3. It’s nickel finished. Won’t rust or tarnish. 


4. A distinctive trademark—a red band of “Duco”’—that won’t come off. 


Packed ten 
to the box. 
Order from 


The decimal unit 
your jobber. 


system makes it 


easier 

If he cannot 
—to order 

supply you, 
—to pack 

write us. 

—to price 
—to sell 


—to inventory 


This Display Box Your Silent Salesman ~ 
(Original in three colors) 

















JOBBERS MUELLER BRASS CO. 
Write for prices and full Port Huron, Mich. 
information. This will be (Associated with Mueller Co., Decatur, IIl., and Sarnia, Ont.) 
1920's outstanding nozzle. QUALITY BRASS GOODS SINCE 1857 
The Washer 
Trade Mark 


MUELLER RED BAND NOZZLE SELLS ITSELF 


Reg. U. S. Pat. Off. 
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CGor Farm and Home 


T= sooner you realize the CON- 
STANT—almost DAILY—need 
for a TRIMO PIPE WRENCH the 
sooner you will learn how it can 
save you money and keep things in 
order. Just look around and note 
only a few of the places where this 
rugged tool can be used with great 
convenience and economy—on gas 
electrical, and plumbing fixtures, 
washing-machines, vacuum- 
cleaners, radiators, autos, 
trucks, pumps, etc. There is no 
handier or more needed tool 
than the TRIMO. For nearly 
40 years mechanical experts 
have classed it as superior — 
read the reasons why in the right- 
hand column. Then insist on the 
TRIMO at your nearest dealer’s. 


TRIMO 


Monkey Wrench 


HE TRIMO monkey 

wrench is all drop- 
forged; has no castings. 
It is simple, has only 
three parts, is practically 
indestructible, and is the 
strongest by actual test. 
Seven standard sizes, 6 
to 21 inches. Fully guar- 
anteed. 
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CSor American Indy st 


we tool buyers, like rail- 
roads, oil companies, machine 
shops, etc., buy the TRIMO PIPE 
WRENCH in large volume, it 
must be evident that they 
have satisfied themselves 
about the FINAL economy 
of this sturdy tool. TRIMO’S 
all-interchangeable parts make this 
possible — especially the INSERT 
JAW in the handle, replaceable at 
small cost when worn. TRIMO 
durability is guaranteed by its 
pressed-steel frame that will NOT 
break. Drop-forged jaws with deep- 
milled teeth grip firmly, yet the 
wrench won’t lock, but releases 
readily. Constant adjustment in 
close quarters is insured by NUT 
GUARDS. Made in all standard 
sizes — steel and wood handles. 


TRIMONT MFG. CO. 


ROXBURY, MASS. 








TRIMO 
PIPE VISE 


HIS rugged tool has 

tempered, tool-steel 
jaws with fine-milled 
teeth which grip firmly. 
Yoke, frame, and base 
are of guaranteed mal- 
leable iron. Screw, head, 
and handle are of selec- 
ted steel. Patented ball 
device on handle. Made 
in seven standard sizes. 


a 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 2 


Mitre Box * 150 


he . ° 

re | 1. OFel-yamiatlibmerlalsigtieliielam-lir-leli-t- meade 
lumber of extra width and easy han- 
roiitare Mel mlelalem el (-1e1-1-p 


2. Will take stock up to 4"' in height. 


a Saw can be easily adjusted square with 
back and vertical with base. 


4. Machined surfaces of the saw yoke and 
swivel arm provide a perfect fit, in- 
Suring rigidity and accuracy. 


5. Swivel can be set and locked for all 
angles from 45° to 90°. 





—— eo a ee 


Mitre Box No. 150 willinterest 
both you and your customers 
because— 





1. It is an inexpensive mitre box 
to carry in stock. 


STANLEY 
Open Front Mitre Box No. 150 


2. Its low cost will make mitre 
boxes a popular tool, not only 
for carpenters, but for junior ; —————— 

Y 














y 
hanics. Stanley makes a complete line of wood- 
tha eens working tools in keeping with the high | 





quality of Bailey Planes. , 


SELL THE LINE | 


This trade-mark is a means of identification | \ 


=={ STANLEY ==" 
— Kn) — 


STAN LEY TOOLS 





THE STANLEY RULE AND LEVEL PLANT | 
NEW BRITAIN, CONN. ! 
New York Chicago San Francisco Los Angeles Seattle a 
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feer all 


/ this 7s what counts- 
\ FREED-EISEMANN 




















Dealers made money 
» sere ts 
N Oley 


i ~ the line was right 








~ and priced rzght 

~ Zenerous discounts 
\ protected territories 
a. - thorough co-operation 
A> —~minimum Service 
x troubles 
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~World’s Four Best Selling 
Lance I ooth Cross-Cut Saws 











Simonds Crescent- 
Ground Cross-Cut 
Saws—the nationally 
known and most ex- 
tensively used — are 
the best selling Cross- 
Cuts made. If you 
have a stock of these 
Saws you get more 
sales and consequent- 
ly greater profit. 
They are the most 
satisfactory Saws for 
your customers and 
for yourself. Every 
Simonds Crescent- 
Ground Cross-Cut 


Saw is fully guaran- 
teed. No. 325 


Crescent-Ground Cross-Cut Saws 





No. 22 





No. 133 





No. 324 











Simonds Saw and Steel Co. 
Established 1832 


Fitchburg, Mass. 
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ST 
NEW DESIGN—LOWER PRICES! 

















Announcing two new Dandy cherry 
seeders—a plunger type, crank oper- 
ated, and a wheel type, with self-set- 
ting jaws. These improved seeders 
are lighter, stronger, easier to oper- 
ate (will not stick or jam), and are 
priced lower than the ordinary old 
fashioned instruments. Light weight 
reduces shipping cost and 
orders may be placed for one- 
half dozen of each in a Case. 
Shipping weight 30 pounds per 


dozen packed. 


‘No. 50 Dandy Cherry Seeder— 
Rotary Plunger Type 


No springs—-crank operated. 

Light weight—-steel construction. 

Steel crank with revolving wood handle. 

Demountable steel table clamp. 

Steel seed extractor—tinned. 

Frame, pan and crank finished in green 
“Duco” enamel. 


Dealers’ price $10.00 dozen net, through 
your jobber or F.O.B. Mt. Joy, Penna. 





putom 





lsach seeder is 
packed mm an tn- 


dividual carton, No. 70 Dandy Cherry Seeder— 
tevelve to a case. 
Wheel Type 


The dozen 


may be Automatic jaw adjustment—no thumb screw. 
broken up Light weight—steel frame construction, unbreakable. 
into 6 of Steel crank with revolving wood handle. 


saat ~ tate Removable stamped steel separator wheel. 

norm ie Standard and crank finished in green “Duco” enamel. 
if so de- Wheei and hopper are tinned. 

sired. 

Dealers’ price $11.20 per dozen net, 
through your jobber or F.O.B. Mt. Joy, 


Penna. 


















£ 





NEW STANDARD CORPORATIO i oy MOUNT JOY PA.U-S-A- 





Manufacturers of Dandy Food Chopper and New Standard Freezer 
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The 

FOSTER 
Home 
Heater 



















Intense Radiation 
Plus Rapid 
Circulation 

Self Cleaning 
Fire Pot 

Attractive Mahog- 

any Finish 
Minimum Fuel 
Consumption 

Cleanliness 
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HEAT—BEAUTY—CLEANLINESS 
and FUEL ECONOMY : 


Here is real fuel economy—furnace comfort with a stove’'s fuel con- 
sumption. Don't you think this is going to interest your customers? 


ee 


The Foster will heat up to five rooms comfortably with a mini- 
mum of fuel. Furthermore, it will burn hard and soft coal, coke and 


wood. 


The Foster appeals to the housewife because of its cleanliness and sim- 
plicity. It is dusted with a cloth, in just the same way furniture is 


dusted. 


> Gap ab Un tes ob oe 


A Foster in your window will attract attention and sales. 


Write for Full Information 











THE FOSTER STOVE CO. Ironton, Ohio 
Makers of “‘The Foster Line’”’ 


Home Heaters, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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‘How to Sell More Lorain 
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& N ACTUAL demonstration of a household appliance is conceded to be 
| the best way to sell it. And most any oil stove prospect can be won over 

to a Lorain Burner Stove by the following demonstration which is as 
simple as the Lorain Burner itself. 


x 


Keep one Lorain Burner Oil Cook Stove in a convenient location for demon- 
stration purposes. Have oil in the glass tank, also a kettle containing water 
setting over one of the burners. When the customer has been taken to the 
stove, light the burner under the kettle, explaining each of the four simple 
operations of starting—Raising the Chimney, Turning up the Wick, Li¢ht- 
ing the Wick, Lowering the Chimney. 


Then, demonstrate the extreme simplicity of the construction of the Lorain 
Burner and explain its several unique and patented features by taking one of 
the Burners apart. 


Lift off the chimney and show the prospect the sturdiness and fine finish of 
the casing with its two combustion tubes. Explain how the tapered perforates 
prevent boil-overs from reaching the Wick. Show the prospect the indestruct- 
ible Inner Combustion Tube, made of Vesuvius Metal and guaranteed not to 
burn out for ten years. 








|\Burner Oil Cook Stoves 
: Demonstrate how the Patented Wick-Stop automatically stops the Wick at 


the correct burning-point and how the burner is then ready for continuous 
work—no further adjustments being required. 


‘“ Unscrew the Removable Head to show how quickly and easily the Wick is 
: made accessible. Show the wide clearance between the outer wall of the 
Oil-Chamber and the Wick-Sleeve, which together with the corrugated inner 
wall prevents wick-sticking. 


Finally, remove the Lorain Wick and show the customer that, although it has 
the smallest diameter of any Wick used in an Oil Cook Stove, never the less, it 
generates intense heat and gives more burning-hours. Tell her why the Lorain 
Wick seldom requires cleaning or replacement. During your sales-talk the 
water in the kettle will begin to boil proving your statements regarding the 
remarkable efficiency of the Lorain Burner. 


Your demonstration of the Lorain High Speed Oil Burner is over. The customer 
can see the fine finish of the stove and judge for herself the quality of mater- 
ials and workmanship. This is the final and ‘‘surefire’’ step in the sale of Lorain 
Burner Oil Cook Stoves. 


Showing the Seven Principal Parts of the Lorain Burner 
which can be Easily Taken Apart in Less than One Minute: 











1. Oil-Chamber, assembled - Patented Wick-Stop. 
with wick-Raising Device 
and Chimney - Raising 


Device. 


2. Lorain Wick, assembled 
with Wick-Sleeve. 


3. Removable Head. 


Inner Combustion Tube 
(Indestructible). 


Outer Combustion ‘Tube 


Chimney Casing. 
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Stove. 


N the top of the back-shelf of the stove shown in the 
picture on page two of this insert is a Display Card 
which accompanies each Lorain Burner Oil Cook 


things to do to boost your sales. 


Ist. 


2nd. 


3rd. 
4th. 


Sth. 


6th. 


LORAIN HIGH SP 


Always display stoves with 
shelves. 

Be sure Red and Blue Self- 
selling Label is bolted on 
shelf-back. 

Always have oil in one dis- 
play stove. 

Always have tea-kettle con- 
taining water standing on 
stove. 

When demonstrating stove 
always light burner and 
place kettle over flame. 
Throughout stove selling 
season keep one burner con- 
tinually lighted during bus- 
iness hours. This always 
attracts attention. 

Read carefully the Direc- 
tion Book which accom- 
panies each stove, and make 
sure that a copy of same is 
delivered with each stove. 
Display the attached card 
in the window, or on your 
demonstrator stove. 





GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


AMERICAN STOVE 
ST. LOUIS, MO. 


9th. 


Attached to this card is a sheet which tells thirteen 
Here they are: 


Have a nice assortment of 
various models displayed on 
the floor so that customers 
must pass them. 

Be sure to give the stoves 
at least two window dis- 
plays of a week each during 
the peak of the buying 
season. We furnish litho- 
graphed window-trim free 
of charge. 

When you mail out state- 
ments circular letters, etc. 
include a Lorain Burner 
Envelope Stuffer, furnished 
free. 

Always have several copies 
of Lorain folders lying on 
the demonstrator stove so 
that customers can _ take 
them home to read. 
During the peak of the buy- 
ing-season run a few ad- 
vertisements in your local 
newspaper. We furnish mats 
or electros free of charge. 
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Many famous makes of Oil Cook 

Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel—George M. Clark & 
Co. Div., Chicago, IIl. 

Dangler—Dangler Stove Co. Div., 
Cleveland, O. 

Direct Action—WN ational Stove Co. 
Div., Lorain, O. 

New Process—New Process Stove 
Co. Div., Cleveland, O. 


1926 


COMPANY 
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Sporting Goods Pull Profits 
That Are Easy to Land 


Are you interested in profits that are easily landed? 


Throw out a little bait (a good window display will do) and 
watch them bite! 


The advertisers in HARDWARE AGE will be glad to furnish 
“bait” too. 
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Increase your 


shot-shell profits 


HARDWARE AGE 


May 13, 1926 


Ce 
— 


by focusing your efforts 
on a simplified line 


If you can cut your cost of handling 
shells, you can add to your profits. 
That is perfectly obvious. One sure 
way of reducing the cost of handling 
shells and increasing your profits is 
by simplifying your stock. You can 
do that by avoiding duplication in 
types of shells and by not carrying 
loads so nearly alike as to be virtually 
the same in shooting performance. 


Keeping your stock free of dupli- 
cate and unnecessary items is easy 
with the US Simplified Shot-Shell 
Line as a guide. It becomes merely 
a matter of confining your purchases 
to loads included in the simplified list. 
If a load you now handle is not in 
this list, chances are that it is practi- 


cally the same as another one of your 
loads which is in the list. The un- 
listed load therefore may be con- 
veniently dropped. We will gladly 
help you pick out your unnecessary 
items if you will let us know the 
loads you carry. 


By adhering to the load list of the US 
Simplified Shot-Shell Line, you first of all 
simplify your buying. With fewer styles to 
order, you not only save time, but the dead- 
stock risk is minimized. Then, with fewer 
different items to handle, you simplify stock- 
keeping, stock-taking and selling. Overhead 
goes down. Finally, turnover is speeded up, 
thus multiplying profits. These are further 
increased by the fact that you obtain reduced 
list prices on all Climax Selexset loads as 
shown on the opposite page. 


UNITED STATES CARTRIDGE CO. 


111 BROADWAY 


- NEW YORK 


General Selling Agents: National Lead Con:pany, Boston, Buffalo, Chicago, St. Louis, Cincinnati, 
San Francisco; United Lcad Company, New York, Philadelphia; James Robertson Lead Works, 
Baltimore;Merchants Hardware,Ltd.,Calgary,Alberta,Canade;FraserCompany,Montreal,Canada, 








Simplified 
SHOT-SHELL LINE 
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A Load for Every Purpose 
—a Shell for Every Purse 


Everything required for a well-rounded-out stock of 12, 16 and 20-gauge shells 
is included in the US Simplified Shot-Shell Line. It is composed of the three 
popular types of shells and the particular loads in each that are preferred 
generally by shooters. There are thirteen Ajax Heavies loads, sixty-six 
Climax loads, and seventy-seven Defiance loads. The complete line follows: 



































Ajax. Heavies—the shells deluxe—are the AJAX HEAVIES 
last word in powerful long-range loads. A DeLuxe Shell Loaded with Latest Type List 
They’re packed with the power of the thun- sian x. om eee Burning Powder _ Per M 
. Dt thes cbddawtbhencus’0ésceevetese< r 
derbolt. Loaded with the latest type of icin ecienene seas EE *36.00 
progressive- 20 gauge (2:4 inch shell) Chilled: 4-5-6-74 Deseesece Sooo seeeseseeeseseses 56.00 
burning powder. CLIMAX SELEXSET LOADS 
Powders supplied: Bulk Smokeless (loaded in drams) Du Pont, De -ad Shot, Hercu- 
les E. C.; Dense Smokeless (loaded in grains) Ballistite and Infallible. In addition 
to the foregoing, Schultze bulk smokeless will be supplied in 12 gauge 3 dr.—1}!. 
ae co- 0z.—7 2c loads when specified. 
$$: > 
he - 12 Gauge—Length of Shell, 254 inches* 
13 Lo ds D ten” Shot Shot Pao 
r. T. Oz. Sizes er | 
a 234 22 1 Drop: 6-8-10 $42.75 
3 24 1 Drop: 4-5-6-7-8-10 43.7! 
3 4 11% Drop: 4-5-6-7-7 }2-8-9 45.75 
; 5 7s Chilled: 6-74 48.75 
*3 24 1%4 Chilled: 7% reo 
, Drop: 4-5-6 6.7! 
344 26 i” {Chitled: 4-5-6-734 49.75 | 
*31, 28 114 Chilled: 2-4-5-6 52.75 it 
# 16 Gauge—Length of Shell, 2;% inches | 
214 0 1 ‘Chiko et Te pg 
x iillec “5-6-7743 495.75 
Among medium-priced shells, the Climax : 24 I Chilled: 4-5-6-7 ' 3 48.00 
has long been a leader. It enjoys a world- 20 Gauge—Length of Shell, 2; inches* | 
wide reputation as a game-getter and is the 2 18 | 7< {Crithe La a os t 
standby of many experts at the traps. #214 20 ! Chilled: 4-5-6-714 48.00 
Loaded in all CLIMAX BB, BUSH, BUCK AND SINGLE BALL LOADS 
standard smoke- List | 
o Per M 
less powders. 12 gauge BB (3'¢ ers | 1% hoy a sa ty iy” Sy POO Ge $52.25 : 
12 gauge Bush (3 dr., Vy (7h Re ee es 51.25 
16 gauge Bush (2 %2 dr. 1 on, : be sc. ) Se ie hia ; ; ; . 51.06 
20 gauge Bush (2% 1% 0z., 7'4¢.). hiner 50.506 
*12 gauge Buck (314 ro 14 0,- No. 0-12 pe llets).... ode . $2.75 ; 
16 gauge Buck (2% dr., % oz., No, Ee Oe Pee ee 46.25 : 
66 Loads 20 gauge Buck (2 7, dr.. %0z., No. 3). re ee ee 47 .5¢ : 
12 gauge Single Ball (3 dr., 1 07. Det ie dance Ghee kd Weeks ee. - 53.06 , 
16 gauge Single Ball (2%4 dr., 14 08.)...... ccc cccccccccccvccess ‘2 50.00 ‘i 
20 gauge Single Ball (2 sty 56 Ds 48.00 s 
DEFIANCE LOADS : 
A Red-Paper Shell Loaded with No. 2 Smokeess Powder Only. ' 
12 Gauge—Length of Shell, 25¢ inches* a 
Powder Shot Shot List C 
Dr. Oz. 5 Sizes Per M 5 
234 1 rop: 6-8 $38.75 j 
The Defiance is a real high-grade shell at a ; ‘ “4 nce $2 nas c 
low price. Just the thing for the shooter : oy 46-735 | 43.00 7 
who wants a whale of a lot of shooting for 3 1% Chilled: 4-5-6-7! 3-8-9 44.50 
° * t7/ “hi e 17 
little money. 3% 1 a a g 
™ ‘ ae Drop: 2-4-5-6-7-8 : ihe 
med - paper Case. 3% i” {Chitled: 4.8-6.790 45.25 * 
Loaded with if 
smokeless 16 Gauge—Length of Shell, 2, inches r 
ated ov (Drop: 4-6-8 39.25 .* 
powder. 27 A Chilled: 4-6-7! / 42.25 & 
-y, P Drop: 4-5-6-7-8-10 40.75 ic 
2/4 Chilled: 4-5-6-712-9 43.75 a 
aad Drop: 4-6-8 40.00 ite 
_— i Chilled: 4-6-7! 7 43.00 rt 
20 Gauge—Length of Shell, 2'¢ inches + 
77 Loads eas Py, (Chihedes 37.00 + 
204 * Chilled: 4-6-7 14 40.00 } 
a 1 { Drop: 4-5-6-7-8-10 38.50 ; 
2% A Chilled: 4-5-6-7 14-9 41.50 + 
*Loads marked * furnished only in 234 inch shell. ir 
i}. 
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Every year the Boy 
Scout market grows 
larger. Every one of 
them must have his 
Scout ax and it is a 
wise dealer who knows 
that boys do a lot of 
looking before they 
buy. They will insist 
on the newest features 
which are to be found 
only in the Estwing. 
The “FIRST and ONLY 
handie strong enough 
for all jobs and light- 
est for its strength.”’ 




















When not in use the 
edge of the Estwing 
Scouting Ax is protect- 
ed by a hide-leather 
belt sheath. The only 
sheath that protects 
the edge and still al- 
lows use of the strike 
ing face. 


, a 2! a] | 


NBREAKABLE 










—_ 





The exclusive, patented features of the Estwing UNBREAKABLE 
Scouting Ax appeal to the practical side of the boy and are highly de- 
sirable to the huntsman and camper. 


The Estwing method of forging and tempering the head and handle in 
one piece from special tool steel is carried out successfully in the Scout- 
ing Ax. Side blows, splitting or prying do not harm it. The handle 
will not break or split. The head can not fly off or loosen. The face and 
edge are Estwing hardened and tempered to fit them for the hardest 
kind of usage. 

An attractive counter display carton is furnished free with your stock 
of Estwing Scouting Axes to help you present the exclusive advantages 
of this ax to Boy Scouts who come into your store. 

In addition to being the most durable Scouting Ax the Estwing is the 


most comfortable to use. “Lifetime” leather grip prevents the palm 
from getting sore. It is shaped for and clings to the hand. 









Estwing Unbreakable Hammers and Hatchets are guaranteed by free 
replacement that the thin, light, tempered-steel handle and genuine 
leather grip will never break or loosen. The Edge, Face and Claws 
have no superior, 


Rockford, [Illinois 


































Estwing Hammers 
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Every Boy Scout Wants It 





















OTHER 
UN BREAKABLE 


TOOLS 


Estwing Utilax 
Leather grip. Leather belt 
sheath. Nail claws and 
pry bar on end of handle. 
Indispensable for touring, 
camping, trapping,  boat- 
ing, home, farm, office, 
and store. It is ten tools 
in one. One-piece-forged- 





and - tempered-steel-head- 
and-handle, 


Estwing 
Half Hatchet 


The ideal carpenters hat- 
chet. One-piece-forged- 
and - tempered-steel-head- 
and-handle. Leather grip. 
Smooth or scored striking 
face. Built to stand up un- 
der use and abuse, 


a 





Curved and Straight Claw 
16 and 20 ounce head. 


20 ounce with smooth or 
scored face. One-piece- 
forged- and.tempered-steel- 
head-and-handle. Leather 
grip. The “FIRST and 
ONLY handle strong 
enough for all jobs and 
lightest for its strength.” 


ESTWING MANUFACTURING COMPANY 
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The new Kampkook No. 8 with built-in oven. Bakes, 
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broils, roasts just like the kitchen range. A fine heater 


for the camp home. 


With grate removed the oven is used 


as a wind shield protecting fire on all four sides and top, 





U.S.). 





making it actually wind proof. Ovefi may be tipped back 
and used as a warming closet. Retails at $11.00 (in the 





KAMPKOOK—a size for every outing 





Kampkook No. 10. Has 
three burners, all supplied 
by one master burner, 
open iron grates and fold- 
ing wind shield. Detach- 
able, easy-fill tank holds 
one half gallon. This size 
appeals especially to expe- 
rienced campers and is 
growing rapidly in sales. 
Retails at $14.50. 


The dealer who sells the full Kampkook line is always ready for the buyer who 
wants “something a little different.” Kampkook is made in four models from 
the No. 3 picnic or small party size at $7.00 to the large No. 10 three-burner 
size at $14.50. There is a Kampkook to meet the demands for every buyer for 


every occasion. 


Every model has all the fine features which have made Kampkook so popular— 
large size, detachable, easy-fill safety tank; quick, positive generation; flame 
spreading, non clog burners; folding wind shield. 


Kampkook’s reputation plus dominant national advertising have created a 
bigger demand than ever this year. Sell the full line and you will get the busi- 
ness. Beautiful display material free on request. Write for name of nearest 


jobber. 


AMERICAN GAS MACHINE COMPANY, Ine. 
Albert Lea, Minn. New York, N. Y. 
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Results —in-the-field and 
over-the-counter 


The success of the P) 


H. V. shell 1s due to the 
fact that it 1s specially 
and correctly designed 
step by step in every 
point of loading and 
construction to fit the 
peculiar characteristics 
of progressive burning 
powder, thus delivering 
its maximum effective 
ness. (P) Target is the 
shell for the hunter or 
trapshooter who pre- 


fers a bulk or dense 
powder load, Victor is 
the lower-priced smoke- 

less shell of (P) quality 

and Referee the clean 

shooting. Sem:-Smoke 

less shell at black pow 

der prices. I rifle am 
munition, P_ “Tack 
Hole’’ and ~(P H V 

Bi Game Cartridges 
are names ace-high with 
marks-men and hunters 
everywhere. 





AMMT. 





HE farhous- H. V. shell is entering its second season of 
outstanding selling and shooting success! Sinte first 
offered/’o the trade, its record for exceptional shooting, re- 
‘—~ 2 . \ 
sulting in phenomenal long-range kills, has become the talk 
>, — 4 \ 
of the ammunition-counter, and as man after man has 
° » ! ’, 4 4 \ 
“tried ’em out demand and reputation have ‘swelled into 
proportions that make this shell the heavy seller with deal 
i 
ers from|coast to coast. 


It is an inlaid fact that H. V.’s dominant growth in 
sales volume has not been at the expense of other Peters 
shells. Target, Victor and Referee also show expanding 
sales, each shell filling*a special and distinct demand. The 
®) line | shells, rifle, and~revolver—ammunition — is so 
complete, yet so well-planned and non-duplicating, that 
you meet any requirement of any shooter without a nickel 
of excess investment. This fact, plus strong évmend, sus- 
tained by a progressive advertising program, means more 
and faster turnover during the season, and consequently, 
greater/ profits. 


Ask us to show you how the ® plan puts 
“* high velocity’ in ammunition sales! 





THE PETERS CARTRIDGE CoO. 
Dept. A-22 


Cincinnati New York Los Angeles 
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The double column adver- 
tisement at the right is one 
of a series that have been ap- 
pearing in the leading Out- 
door Magazines for over ten 
years, and as a result there 
are no lures of any kind that 
are as well known and as 
universally used as the AL. 
FOSS PORK RIND MIN- 
NOWS. 





i 


“IT got my $50 worth 


They can be found in the Catching this one Bass!”’ 


So says Mr. C. T. Hunkapillar, of Pampa, 


tackle box of every bait- 
Texas, in sending in the above photo. 


caster who is not “de $6 ' 
re “ ad from I caught this 714-pound big mouth bass on one 

the neck up. of your Foss Pork Rind Minnows. 
“I consider this ‘baby’ a good catch! Have fished quite 


a bit for ten years, and it’s the best thing in the way of a 
bass I ever caught. That morning our party (three of us) 







PP ag will note that these caught about fifty smaller bass—almost all with Foss 
s. are not a lot of Andy Pork Rind baits. 
y “Anvil Club Lake, at Canadian, Texas, has just this 

Gump stuff, such as flows so year been made a club by its owner, Mr. J. C. Studer. I 

bought a membership, and I'll say I got my $50 worth 
freely from the pen of the catching this one Bass!” mt 
, 2 F GGLE 
tackle maker, but are the un- Al Foss Pork Rind Minnows V, or 54 02., $1.00 
solicited expressions from will get bass for you just as they do for others. When 
_ . you stock up for the big trip this year, insist on seeing 
satisfied and _ enthusiastic the name of the originator and patentee—Al Foss—on 
users of our lures. every lure box and pork rind bottle. It’s there for your 


protection. 


JAZZ wim Pues. as 
fy f , No. 9 
WIGGLER , fi i, f a 5g oz. °s Hook Only 


ey Ups fa “ge Tied with the follow- 





At least ninety per cent of 
all pork rind lures and pork 








rind strips are produced by f IW 27 yall ing flies: 
. C Leaf 24. Bucktans 
us. We dominate the field. , emer” =e, Bed, Brom, 
Black JAZZ 
FEATHERS WIGGLER 
Solid Red, Solid Yellow, % or 54 02., 50G 


Black with White Streamer 
Very effective, with small pork 
strip attached to curve of hook 


Imitators have tried from 
time to time to cash in on the 
popularity of the AL. FOSS 
LURES — how | successful 
they have been is well known 
to you—they are getting no- 
where fast. 















j 
ORIENTAL 
WIGGLER 

\% or %& 0OZ., 
$1.00. All Red, 


All White, or 
Redand White 


EEO ernrrx 


ow “Never a back-lash—every cast 
perfect—simply uncanny!”’ 


So says an angler who used one of these reels on a two- 


weeks’ fishing trip. 
} F SS This snarl-proof casting reel has a simple centrifugal device 
revolving within the reel arbor—a little policeman who raises his 


9514. . hand at the proper moment and stops a snarl from mepetng i. 
Make this test at your dealer’s:—Have him rig up this reel with line and if there 

Quincy Avenue is not room for you to actually cast, just hold the reel in one hand with thumb off 
of line. and with the other give the end of line a hard jerk. You will see that 

while the line will unwind and apparently snarl, it can be readily stripped off, 


— 
Cleveland, Ohio rewound and ready for another demonsiration. Then try this with any other reel 


appens., 
Like all other reels, the Al Foss Easy Control Bait-Casting Reel will ‘“‘hack-lash” 
under careless handling. But the line will net become snarled, it will readily strip 





Seer Tr Try 


—s 
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7 ina “ from the spool for rewinding and continued casting. 
Origi tor, Patentee and Man If dealer will not supply you, send $25.00, and try reel 30 days. Py nay if vee 
want to worry along with your other reels, send it back, and money w e returne 45c—Bass, Mesky 


ufacturer of the Pork Rind and Fly Spinner 


Minnow A L F O ‘em, ome sizes 


Originator, Patentee and Manufacturer of the Pork Rind Minnow. 


9514 Quincy Avenue Cleveland, Ohio 


~ an: Cbeue - a on ~* * 
on Se ae ee a oe oe ee ae ie oe ee es ve 


EI LT LLG LOL LL I A I LS - - - -— 


30 HARDWARE AGE May 13, 1926 





What you—who profit—should know 


about the 


NEW LIONEL 


100% Electrically Controlled 
Railroad 


HE dealer who carries the 1926 Lionel Line domr1- 
nates the Electric Railroad field. He offers to his 
public the supreme achievement of model railroad build- 
ing, the product of 26 years of research and successful 
manufacturing experience. Certain of the many distinc- 
tive points of Lionel leadership deserve special emphasis: 





Lionel Electrically Controlled Loco- 
* motives are the only ones in existence 
that do not require more current for oper- 
ating than hand-controlled locomotives. 
Patents covering this feature are now 
pending. 


All other Lionel Electrically Con- 


] Lionel Electrically Controlled Loco- 3 
* motives operate perfectly on direct 
current as well as on alternating current 
or batteries. 


2 Lionel Electrically Controlled Loco- 
* motives were tested in the Lionel 
Labora:ories for several years before 


being offered to the public, to insure their 
being 100% perfect in the hands of all 
users—for Lionel has never marketed a 


* trolled Accessories, such as Switches, 
Crossing Gates, Warning Signals, Block 
Signals and Train Controls are perfect in 





product that was not a complete success. design, workmanship and operation. 


The Lionel Dealer is assisted by a great national advertis- 
ing campaign. His sales are assured; his profits substan- 
tial. Send for the Lionel Catalog and Dealer Proposition. 


Lionel Train Outfits Retail from $5.75 up 


THE LIONEL CORPORATION 
48-52 East 21st Street New York, N. Y. 


Western Coast Office, Showroom and Service Station, 788 Mission St., San Francisco—M. Sweyd, Representative 


JIONEL!:2°° TRAINS 








— “MULTIVOLT” TRANSFORMERS 
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It vd to do eitieie with 
" the “world’s largest”- 


INCE 1872, the Gendron Pioneer trade 
mark has always been a standard of the 
highest quality. Today, the Gendron Wheel 
Co. is the world’s largest maker of children’s 
vehicles. Every article is made under one 
roof, under the strictest specifications ever 





Seriping and Decorating. Every set forth in the manufacture of children’s 
Operation Carefully Done by Hand ° e 
, vehicles. (Gendron resources give you the 


highest possible quality for your money. 
That’s why every Pioneer vehicle is 100% 
right. 


The world’s largest makers of children’s vehicles 
always give you the newest and the surest sellers, 
when you want them. If you have not received 
your copy of the Gendron catalog, send for it today 
—it is really a buying guide in children’s vehicles. 





Spraying on Several Coats of High NEW YORK OFFICE 
Grade Enamel, Insuring Smooth, 7 East 17th Street 
Glossy Finish 
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Here’s the Dealer Tie-up 


that Sells Harmonicas! 


| 





How Hohner is Creating Millions of Prospects and 
Helping the Dealers Turn Them Into Customers 
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fAck tor 2 copy?) 


helpful instruction 
book, 
charts, pictures,and 


play a Hohner Har- 


tha 











containing 


musical selections, 
will enable you to 


monica with an ease 


in@@Ask for a copy] 


ny enjoyed by those 
‘|| who play the Hohner 


, listen to. Played alone, or 


| musical instruments, they 
~ arecapableof interpreting 


We hear a great deal 
about close harmony 
these days—on the 
stage,in the movies, 
over the radio. But in 
music and sentiment. 
appreciationand under- 
standing, nothing can 
equal the close harmo- 


Harmonica. 


Hohnér Harmonicas are 
a joy to play and a joy to 


in conjunction with other 





all that is best in music, 
whether it be popular, 
classical or operatic coy 
position 


Anyonecanlearntop 
a Hohner with the aid o 
the Free Instruction Book. 
available at all leading 
dealers. If your dealer is 
t of copies, write to 
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ACK of every successful sales 
campaign there is a basic idea 
—a definite factor that is directly 
responsible for the popularity and 
steadily increasing sale of the pro- 
duct. The Free Instruction Book, 
shown at the right, is the “big idea” 
behind the national advertising cam- 
paign of M. Hohner, Inc., that is 
selling Hohner Harmonicas to the 
tune of 15,000,000 annually. 


Through magazines, newspapers, 
billboards, radio and other mediums, 
M. Hohner, Inc., is broadcasting the 
‘good news of good music” to mil- 
lions of people of all ages. In every 
advertisement, as in the one shown 
at the left, the reader is urged to “go 
to your dealer and ask for the Free 
Instruction Book.” Obviously, this 
big national advertising campaign is 
creating millions of 
interested 











prospects; and it is 
up to the dealers to serve 
those interested prospects and 
turn them into satished customers. 


There is only one way in which 
that can be done—have a supply of 
Free Instruction Books on hand to 
accommodate thé inquiries and a 





| ates boys and girls to play a | 

musical instrement means laying the 
fowudation for mech happiness and con- |} 
tentment 


No instrument is better adapte 
versal ase than the Harmonia 
time soon come when everyone will feel 
it is an important part of his equipment, 
PETER W DYKEMA, 
Proteases of Munie Education “ . 
lee ¥ ~* Se Onion 
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FREE INSTRUCTION BOOK 


This attractive and helpful book 
of 16 pages, fully illustrated and 
containing six popular musicalse- 
lections, is featuredin all Hohner 
advertising. A request for a copy 
at your store means a sale. 


complete assortment of Hohner Harmonicas totake care of the sales. 


We have made it very easy for you to tie-up with the big 
Hohner sales campaign, Mr. Dealer; the next move is up to you. 
If you want to get your share of the harmonica business that is 
now available, just drop us a postcard for a supply of the Free 
Instruction Books and we will deliver them direct, or through 


your jobber. But do it today! 


M. Hohner, Inc., Dept. 66, 114 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 








Fascination 
Inspiration 
Education 
Entertainment 


Accuracy 








Health 
Portability 
Durability 
Convenience 


Popularity 
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When you see the “Red 
Top,” illustrated at right, 
you will be amazed that 
we are able to offer such 
an attractive coaster for 
such a reasonable price. 





It has speed-type rubber 
tires; roller-bearing steel 
disc wheels; and the sides 
of the box are detachable, 
making it a “buckboard” 
coaster. This is a most 
popular feature. 


Send for circular! 

















The 
Class 


of the 
Scooters 







| Skip-o-long 


Strong and fast. Brightly enameled in 
green, red and yellow. Has rubber roller 
brake which works against rear wheel, 
which is where a real brake should be 
applied. Has dressy black rubber mat on 
foot board; mudguard, and convenient 
standard. 
Send for circular 














You can’t fool anybody on Quality. When your customers won't 
be —_ with less than the finest coaster wagon made, sell 
them the 


KELLEY KAR 


“The Rolls-Royce of Coaster Wagons” 


It has fat, automobile-like oversize balloon cord semi- 
pneumatic rubber tires; easiest-running ball bearing 
steel disc wheels. It is sturdily and finely built, to 
stand punishment and always look attractive. 











It is the only coaster offering the popular system of \"*\ 
individually registering license-plate numbers, no two 
of which are alike on KELLEY KARS. This sys- 


tem makes owning a 








KELLEY KAR like 
owning an automobile: 
it prevents theft, and 
assures prompt, direct 
servicing from factory. 


Send for 


circular 


BURNHAM MANUFACTURING COMPANY 


Also makers of “‘Skeezix”’ and “Skeeter’’ play wagons and scooters for little tots. 


Charles City 
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STAINLESS STEEL 


CLUBS 


the day of the big “drive” on the new 


Burke Stainless Steel Clubs. A full 
page advertisement in the Saturday Evening 
Post, an elaborate and compelling set of 
display material, and a series of clubs that 
will fascinate any golfer—these are the 
reasons why, with a little cooperation, you 
can, on May 22nd, get off to a flying start so 
far as this season’s profits are concerned. 


Full details of the new Burke 
Stainless Steel Clubs, which have 
taken golfdom by storm, prices, 
etc., will be sent on request. 


THE BURKE GOLF CO., NEWARK, OHIO 








cane YL rnin 
BURKE 


“WBS - BAGS: BAL 


Burke Stainless Steel 
Mashie No. 5. One of the 
line of ten Stainless Steel 
Clubs. They don’t rust, 
corrode, or tarnish, and 
are four times more dur- 
able than ordinary steel. 














FALLS CITY. 


Minnow Buckets and Tackle Boxes afford the 
hardware jobber an opportunity to enter the 
profitable sporting goods field with a line that 
assures all-round satisfaction—enthusiastic com- 
mendation from the fishermen, lucrative returns 
for the retailer, and because of its recognized 
leadership, volume in: sales and benefits for the 
wholesaler. We are constantly introducing new 
models and always holding to our standards of 
workmanship and materials. The “Wade-In” is 
our most recent addition. Designed for waders 
and particularly for trout fishermen, it is carried 
under the arm by a strap or rope through the 
side loops and provides a bait carrier that per- 
mits absolute freedom of movement. Everywhere 
it has met with enthusiastic acceptance by expe- 
rienced anglers, and in the short time since its 
introduction, has come to be one of our most 
popular numbers. 


ANG 9 
MI iL 





We are always glad to furnish you with any 
information concerning our products. 


Manufactured by 


Stratton & Terstegge Company, Inc. 
Louisville, Ky. 


L. K. Grundy, Sales Representative 
Eastern Office: 725 So. Preston St., Louisville, Ky. 
Western Office: 419-420 Central Bldg., Los Angeles, Calif. 
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Scooters Toy Barrows 
Tot Bikes Knee Scooters 
Hand Cars Doll Carriages 
Velocipedes Juvenile Autos 
Coaster Wagons Express Wagons 
(steel or wood) Toy Auto Trucks 
(Indestructible) 
Cycle Velocipedes 


BLue STREAK 













ie One of the 
a Toledo Blue 
ef Streak Family 


of Five 


Race Cycles 


Variety in size, 
equipment and 
price 





A Handsome Girl on a Handsome Steed 


Your Jobber can supply you 
with the Toledo Blue Streak Line 


Write for the new 1926 Blue Streak Catalog 





Yhe-TOLEDO METALWHEEL CO. Yoledo, O 
" Makers of Dependable Wheel Goods since 1887" 
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The Choice Again/ 












KoKoMo Line has been a knockout, with- 

out question. KoKoMoS, for years the 
favorite of children everywhere, are the choice 
again this season. And the KoKoMo story is 
being told to millions of children every month 
through national publications. 


[ke new Lightning model of the tamous 












If you are interested in a product that main- 
tains such a prestige year after year, drop us a 
line and we will be glad to tell you more 
about it. 





MARION Sheath Knife, No. 3361 | 


fe good quality—yet moderate price—of 
MARION Sheath Knives give them an ap- 
peal that makes them easy to sell. Tourists, 
fishermen and farmers want them as much as 
hunters, campers and scouts. Six popular pat- 
terns. Forged from cutlery steel. Each provided | 
with cowhide belt sheath. | 

















KOKOMO 
STAMPED METAL CO. 


Kokomo, Indiana 















MARION Warranted 
Pitching Shoes 


Scientifically designed 
and built. Correctly bal- 
anced. Numbered and 
colored by pairs. Attrac- | 
tively packed 1 pair to a | 
box, with official rules | 
Priced within reach of all. | 


CRE-CO-ITE Camp 
Axe No. 112 


For tourists, scouts, all outdoor men and general util-, 
ity. Best competitive quality and reasonable prices 
make all CRE-CO-ITE axes, hatchets and hammers’ 

fast sellers. And the liberal discounts make them big | 
money makers. Ask your jobber, or write us. 
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TAYLOR-WAG 
THE ALL-STEEL SAFETY WAGON 
FOR YOUNGER CHILDREN 















TAYLOR-WAG is just the type wagon parents are looking for 


MARION TOOL WORKS, Inc. when they tell your clerks, “I’ll try some place else, thanks.” 


Subsidiary of Chicago Railway Equipment Co. The Safety Back Support and the in between size make it the 
Marion. Indiana, U. S. A all-around wagon—safe for the younger children to ride and 
’ , ° 7 . 


play in—sturdy and fast as a coaster. 















Mail a “try-out” order for 3 today, the cost is only $10.50 for this quan- 
tity and the retail price is $5.45 each ($6.45 west of Denver). Make 
this profit while learning how easy it is to sell TAYLOR-WAGS. 





OTHER PROFITABLE COMPETITIVE COODS — MARION 
Sheep, Grass and Hedge Shears, Grass Hooks; Chain Coods; 
Tongs; Plate Class Push Plates. | THE FRANK F. TAYLOR CO., Norwood, Cincinnati, Ohio 


Manufacturere of TAYLOR-TOT and other TAYLOR Developing TOYS. 
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Improved! 


Threaded collar — 
; — formerly of alumi- 


aul num—is now made 
of brass, heavily 
nickeled. Cup cap 
ean’t bind. 


OO OO 


x 






~ 
Stock and Display Aladdins NOW! 


Selling Season Is Here! 





Order from Jobber at Once! 


Millions of Ads Appearing Everywhere 


peaaaaoaoaoonaeoneo® 


f 
7 


EW low retail price—now being heavily advertised—has put the “K.O.” on : 
» ALADDIN 


cheap imitations. Also the millions of Aladdin ads this year are frankly | {hpoustries, 
, INC., Dept. P, 


exposing the inferiority of shoddy jars and explaining the many PATENTED ff ooo Ww Vine st. 
* Chicago, Ill. 
‘ 


quality features found only in Aladdins (and protected by 119 broad patent claims). 
J ( ) Am now handling 


Stock and sell genuine Aladdins—don’t get caught with any cheap unsalable jars which, . mn + sage ry 
after all, only breed kicks and dissatisfied customers. A word to the wise is sufficient! - lets. 
; [] Send advertising cuts. 
“De Luxe” Aladdin Jars—polished aluminum lined with heavy ovenware glass: No. 410. Z ( ) Am interested in Aladdin Jars. 
gal. size, $8.50 retail; No. 208, 2-qt., $7.50 retail. SOc. more in Far West. $2.50 more » My Jobber’s name is 
in Canada—at retail. ; 
> 


Sign on margin below or 


MAIL COUPON TODAY! 9a / wmeerss 
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ales 
all ready 
for YOU! 





(THERE are two wonderful things about the 
Abbey & Imbrie line: 1. When the customer 
asks to see any of it the sale is already half made 
—all you need do is close. 2. Every item is a 
mover—not a loiterer. 


For Abbey & Imbrie’s years of providing “Fishing Tackle 
That's Fit for Fishing’ have brought the experience that tells 
us exactly what will sell and what won’t—and to eliminate 
the “won’ts.” , 


Have You the Abbey & Imbrie Catalog? 


130 pages of helps, hints, descriptions of live thandise. 
No matter how much of the Abbey & Imbrie line you carry 
in stock, or how little, you need this catalog as a reference 
book. Many of your customers have already sent for 
it and are becoming familiar with its contents. Be ready 
for them when they come to buy. 


Abbey é.Imbrie 


97 Chambers St., Dept. A-5, New York City 
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Summer is the 
RUSTING 


Time for Guns 
PUSH 
HOPPE’S 
Nitro Powder 
Solvent No. 9 


Place the cartons of Hoppe’s Nitro Powder Solvent No. 9 and of 
Hoppe’s Gun Cleaning Pack on the counter to remind your gun 
owning customers of this fact. 

It’s gun and rifle insurance for your weapon-owning patrons to 
clean bores and rifling with Hoppe’s No. 9 as 
a final RUST and After-Corrosion precaution. 

Use Hoppe’s Lubricating Oil on lock mecha- 
nism and coat bore and all exposed metal 
— parts with Hoppe’s Gun Grease. 


HOPPE’ 


UBRICATING 
OIL 





HOPPE’S Lubricating Oil 
(“Never Cums’’ ) 


Cieans and preserves exposed metal sur- 
faces. Lubricates and prevents RUST 


HOPPE’S Gun Grease 


Keeps Firearms Free from Rust 


net, 


WYLES wEvOWWERS. PIS 
SCYCLES, FigHing RE 
AND LIGHT MACHINERY. 


FRANK: A. HOPPE, Inc. 


For more than 20 years the Au- 
thority on Gun Cleaning 





Philadelphia, Pa. 


Representatives: 
Edw. W. Simon Co., Inc., 258 Broadway, New York City 
H. L. Bowlds, 217 Mason Opera House Bidg., Los Angeles 


2314-K N. 8th St. 























STOP THAT RUMOR 


Metalcraft Corporation Is 
Not Going Out of Business 


An unfair rumor is being circulated by a 
large competitor that our plant was shut 
down and that we were going out of busi- 
ness. 


The truth is just the other way— 


We Are Very Much in Business 


Volume of orders booked this year is far 
ahead of 1925 and increasing steadily. 

As evidence of our growth we point to our 
new and enlarged factory with railroad 
facilities. Here we have added a number of 
new items that make METALCRAFT a dis- 
tinctly different line with a better appeal to 
wheel goods buyers, who appreciate quality 
at attractively low prices. 

You can send your orders to METAL- 
CRAFT with confidence that they will be- 
taken care of promptly and satisfactorily. 

Illustrated Catalog gladly mailed. 


Metaleraft Corporation 


4215 Clayton Avenue St. Louis, U. S. A. 





“Sandy Andy” 
Sand Pails and Sprinkling Cans 


A @UALITY line of unmatched value, far su- 
perior to the usual run of 

this merchandise. Five popular 
nunbers «f Sand Pails and 
two Sprinkling Cans. Deco- 
rated in deep, rich colors. 










Send for 
Free Cata- 


log No. 3. 
Illustrating this whole 

No. 17-B line in actual colors; 
also our entire line of 
‘‘Sandy Andy’’ Toys and 
Games. 


Wolverine Supply & Mfg. Co. 
Factory at Pittsburgh, Pa. 
Genera] Sales Office: 200 Fifth Ave., N. Y. 
Room 406 Gramercy 3453 


No. 47-B 




















Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 
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Leadership 


What Western 


Means to 
Western Dealers 














AMMUNITION 


WORLDS 
CHAMPION 
AMMUNITION 








Faster Selling ~ 


More Sales —~ 


Quicker Turnover ~ 


Outsells 


pecau? 
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An unparalleled string of victories has made 
Western the World’s Champion Am- 
munition. 


Rifle, shotgun and revolver champions have 
established world’s records and have won 
an impressive list of International, National, 
Zone and State Championships, relying on 
Western accuracy. Each year the list grows 
greater. 


Outstanding, exclusive improvements that 
have won leadership for Western in the field 
of ammunition development have made 
these victories possible:— 

The famous Super-X long-range shotgun 
shell, the popular Xpert shell, the Lubaloy 
non-fouling bullet that increases the ac- 
curacy and lengthens the life of high-power 
rifles, the deadly Open-point Expanding 
bullet, .30-30 High Velocity, .30-’06, 
.38 S. & W., and the accurate little Marks- 
man L. R. .22. 
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Not only the choice of champions, but pre- 
ferred by several million shooters—Western 


outsells because it outshoots! 


To Western dealers Western leadership is a 
factor that pays profits. You not only pass 
on to your customers the same remarkable 
accuracy that has made Western ammuni- 
tion the choice of the world’s best shots, but 
you éstablish your store as the place to buy 
the newest and best in ammunition. 


If you want to make more money by selling 
more ammunition, sell Western. Turnover 
is rapid. The line is simple. A small list 
of shells and cartridges will answer every 
_ demand. 


Western Outsells because it Outshoots! 


Western dealers hold to Western. Ask 
us for prices and the name of the nearest 
Western jobber. 


WESTERN CARTRIDGE COMPANY, 531 Broadway, EAST ALTON, ILL. 





WORLDS CHAMPION AMMUNITION 
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TWO FULL PAGES 
one right after the other 


Saturday Evening 


Post 
May 15 


Liberty 
May 22 


Lots More to Come 

















Shaler Selling Cabinet 


ae 








“MAIL THE Coupon. It will bring you—Free— 
a supply of colorful window display material and tell THE COUPON 
you how to get the attractive Shaler Display Cabinet BRINGS THE 
~ res oe oe = what rere to make a dotted SELLING HELP 
ine from Shaler’s big national advertising to your store. YOU NEED 


This advertising is teaching motorists the wonderful 
usefulness of the Shaler Vulcanizer. They are ready 
to buy. The display material in your window brings 
‘em in to buy. The Shaler Selling Cabinet, with its 
demonstration of the outfit, its operation, and a . « A. SHALER CO.,1503Fourth St., Waupun, Wis. 
sample vulcanized repair, closes the sale. Besides the Peinks setil dhs Pits Piel Btintind end lt vs bow 
initial profit you are sure of steady, extra repeat to get the Selling Cabinet. 
profits on the automatic sale of Shaler Patch-&-Heat sis 


Units, year after year. 
Addn $s 


C. A. SHALER CO., Waupun, Wis., U. S. A. \ ity... 


World’s Headquarters for Tire “Repair Equipment Jobber's N 
ooveT § iNdaic 
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Safest - 


for the Hardware Trade 
























Safest because of unvary- 
ing quality. 

And because of quality, a 
constant asset to the Hard- 


ware Man’s reputation and 
business. 





And best of all, a tremen- 
dous seller because quality : 
is combined with genuine 
competitive price. 













Vi DIA 


THE COLUMBIA TIRE AND RUBBER CO., Mansfield, Ohio 
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‘This ‘Timer 
‘Has pveryening, L 


T™ amazing timer has the fea- 
tures that appeal to the timer- 
wise Ford owner — 12 of them! 


He wants performance — high 
efficiency—trouble-free service. In 
the Milwaukee Oil-less he gets 
them—plus the exclusive, patented, 
Wipe-and-Break Principle, Self- 


Centering Feature—and 10 others. 


This timer needs no oiling — no 
cleaning — no attention. It pro- 
vides absolutely accurate timing 
and even firing, under all conditions. 


It is always in true alignment 
with the camshaft. Self-Centering, 
an exclusive advantage, makes 
uneven firing impossible. 


MILWAUKEE 


Oil-less 
TUMUER 528. 


This super-power, care-free timer operates on the same et 
ciple as the Milwaukee Timing System. It retails at—$2.75. 


Attractive discounts—ask your jobber’s salesman. 


Display Free. Writeus direct forthis sturdy steel 
display that holds a Milwaukee Oil-less Timer out 
of stock—andsells it. Handsomely lithographed— 
attractive for both window and counter display. 


MILWAUKEE MOTOR PRODUCTS 


Incorporate 


MILWAUKEE, U.S. A. 
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Milwaukee Oil-less Timer— 
Self-Centering, Self-Lubricating 
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“Wipe-and-Break” 
Principle 


This patented design 
combines sliding cam 
action with the positive 
make-and-break of tung- 
sten points. A definite 
wiping action takes 
place between the points 
when pressed together. 
This keeps points clean 
and prevents pitting. The 
graph shows one of the 
four sets of firing points. 


Feature No. 1 





















MILWAUKEE 
Timing System 


Contact action shoots a 
flaming spray of sparks 
into the cylinders. Each 
coil builds up its highest 
voltage and produces 
hottest possible sparks. 
No. 400, for 1926 > ag 
and Trucks—$8.75. No. 
500, for all Fordsons— 
$8.75. No. 300, for 1925 
$8 75 and earlier Fords—$10.00 


The New Milwaukee 





The Bakelite Case 
Milwaukee Roller Timer 


Dependable roller type. 
Short-prooft case. Bronze 
brush assembly— precis- 
ion-gauged. Dependabil- 
ity established by many 
years of unfailing service , 
in all parts of the world. | 
Millions sold. 












Oil-less Timer 


This timer operates 
on the same principle 
as the Milwaukee 
Timing System. Self- 
'\) centering—not affected 
-!) by wobbly camshaft. 
by No oiling, cleaning, 
or attention. Oper- 
ates perfectly through- 
out its long life. 

















Hartford Balloon Hartford Heavy 
Cords Service Cords 































HARDWARE 








May 13, 1926 





HARTFORD 
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F YOU want expert advice on how 
to make your tire department 
profitable, talk to the hardware deal- 
er who has made a real success of it 
—the man who sells Hartford Tires. 


Here is the net of what he will 
tell you— 


“Don’t fool around with tires that have 
no standing in the estimation of your 
customers. I carry Hartford Tires because 
they have been delivering exceptional ser- 
vice for 27 years. They are established. 
They have a good reputation. 


“I know enough about merchandise dis- 
tribution to know that the manufacturer 
who has a means of getting his goods to 
me at a small cost, is able to give mea 
better proposition. Hartford Tires are dis- 
tributed through the leading hardware 
jobbers of America. That means economy 
in handling. I get the benefit. 


- 


T >. 
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What the Hartford Tire Dealer Has to Say 
About Tire Profits in the Hardware Store 


“I took the trouble to look into the way 
Hartford Tires are manufactured. I found 
that only the finest materials are used and 
the methods are up-to-the-minute. There 
is no waste. Everything is scientifically 
right, 

“Then I want to carry a line of Tires 
that will enable me to have a tire for 
every customer’s need. I want to give 
him the right tire for his car. The Hart- 
ford Line is complete. The right tire for 
every type of service. 

“When it comes to price, I can offer 
Hartford Tires in competition with any 
prices in effect at any time and still make 
a good profit for myself. 

“If you want to make a real thing out of 
your tire department, take my advice and 
stock Hartford Tires and Tubes.” 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 


HARTFORD TIRES 


Hartford Cords Hartford “H” Tread 
(High Pressure) Clincher Cords 
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Extension 
handle 


for both Jacks. Body is 
of steel tubing; tel- 
escopic rod is *%"' cold 
rolled steel. 36" long 
when fully extended. 
Locks in place on the 
jack. Allows perfect 
control without stoop- 
ing, reaching under 
car or soiling hands 
and clothes. 


* 





(MILLERS FALLS) 
AUTOMOBILE. JACK 
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MILLERS FALLS 


AUTO JACKS 





MILLERS FALLS 


For regular tires 
No. 145 


Adjustable base permits 
three ranges of height be- 
fore screw is raised. Quick 
release device is another 
exclusive Millers Falls 
feature. 2toncapacity.9'4"' 
minimum height; lifts8%"". 


* 


TOOLS 


SINCE 
























For balloon tires 
No. 130 


Double lift type—goes un- 

er an axle only 6%4"' off 
the ground. 10'4"' lift. 2ton 
capacity. Simple in con- 
struction — safe, stable, 
sturdy. All working parts 
enclosed—dirt proof. 


s 
































Good Jacks. .Good Sellers 


or child can lift the wheel of any car 
with one of these jacks. And the price 
is right for a big sale. Both jacks have 
been nationally advertised—both have 
been nationally accepted. They are good 
jacks—good sellers. 


ILLERS FALLS Jacks have won a rep- 
utation for strength, safety, simpli- 
city, and convenience that keeps them 
moving quickly off dealers’ shelves. The 
extension handle is a very big advantage 
—so is their ease of operation. A woman 


Have you a supply of our folders on 
Jacks? They will help your sales. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street, New York 


9 So. Clinton Street, Chicago 
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McKay Popularity 


There are two big reasons for the 
steady sales of McKay Red Bead 
Bumpers. 


First: They add to the beauty of 
the most beautiful car. 


Second: They protect that beauty 
for the life of the car. 


Sell beauty and protection by selling 
McKAYS 


UNITED STATES CHAIN & FORGING COMPANY 
UNION FRUST BUILDING, PITTSBURGH, PA. 


rye poeta Ae > Go ee ee : 
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—— 
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Today more mo- 
torists carry tire 
chains as regular 
equipment than 
ever before. You 
can sell McKays 
all summer. 
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NATIONAL 
BALLOONS 


NATIONAL SHOCK PAD BALLOONS make an 
immediate and lasting impression. But the first impres- 
sion is as nothing compared to the unequalled satisfac- 
tion these tires give in terms of comfort, safety, freedom 
from trouble, and in the confidence of extra mileage. The 
building of prestige and profits for the dealer is the nat- 
ural result because NATIONAL BALLOON tire users 
receive the longer mileage unobtainable in any other tire. 
This superiority is due to the SHOCK PAD. NA- 
TIONAL BALLOON Tires are the only balloon tires 
in which this SHOCK PAD feature can be obtained. 
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The SHOCK PAD is an inner wall of live rubber, 
vulcanized as an integral part of the tire. It adds 
greater strength and ability to withstand road shock, , 
at the same time it imparts greater resiliency. It : 
protects the inside of the carcass against internal 
frictional heat in the same manner that the outside 
rubber tread protects the carcass against the wear and friction 
of the road. The smooth inner*surface protects the tube against 
chafing and pinching. The SHOCK PAD is the most important ‘ 
single improvement made in tire construction in the past quarter : 


of a century. 


Remington Cords 


Remington Cords are acknowledged leaders among high 
pressure cords. Remington Heavy Duty Cords particularly ' 
excel in bus, taxi and truck service, where strength, durabil- . 
ity and dependability are vital factors. The exclusive SHOCK 
PAD feature gives Remington Cords an advantage possessed 








by no other tire—an advantage that is of the greatest value x] 

‘ to every Remington dealer. . 
3 THE NATIONAL TIRE & RUBBER CO. ‘ 
; East Palestine, O. ® 
ang Pe AOE 5 3 RB Ree ; ofp: PR tae 2 PEPER er sities ar olla ee: d 

SROs ek ae PB Ee ERO ES OR FEN See SS ‘ 

The National Tire & Rubber Company—Dept. H. ’ 


East Palestine, Ohio 


Gentlemen: Send me without obligation a copy of “The Plan, the Plant, and 
the Purpose back of the SHOCK PAD, a new NATIONAL idea in Tire Con 
struction,’’ and details of distributor’s agreement. 
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—NOW READY 





PRODUCTS 


FOR FORD CARS 














1926 


Touring Cars, 


Exact duplicate of original equipment 


in weight, construction and quality. 

Entire top made from one piece of 

cold rolled strip steel. No rattling or No. 7 Commercial 
tearing; exceptionally “Strous and Fender 

durable. Finished in lustrous black These rear fenders match front fen- 


enamel baked on. 


Order Now and Keep in Stock 


Models 


—for Roadsters. 


Coupes and Sedans 





ders when Model T Chassis 1926 Fords 
are converted into trucks. 

A big seller in the commercial truck 
field, Every new truck needs ‘em. 
Peerless is the only one that manu- 
factures them. 








‘ 
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Peerless Honeycomb 
Radiator 


For ten years the leader in Ford re- 
placements. Its large cooling area makes 
it an ideal radiator for Ford trucks. 
Won't freeze and burst in winter-—doesn't 
boil in summer. You'll have a_ hard 
time to keep ‘em in stock. 








De Luxe Fenders 


The one-piece top fender that is still the Exact duplicate of Ford radiator except 

¥ ‘ a that it has more pure copper downspouts 
most beautiful fender ever designed. and special Peerless rider cradle that 
Makes the car look lower and longer. takes up road shocks. These two big 


Makes old model cars look like t 


newest models. 


Peerless Tubular 
Radiator 


improvements do not make it cost any 
more than the ordinary kind—sells for 
same price. 


he 











Peerless Tool Kits and 
Tool Boxes 


Tool kits are used by carpenters, plum- 
bers and mechanics; they are also a 
good home item. Tool boxes go on run- 
ning board of Fords—a handy place for 
tools and extra supplies. 





Order from your Jobber. 


If he cannot supply you, write 
direct. 


The Corcoran Mfg. Co. 
4904 Section Ave. 


Norwood Cincinnati, O. 
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LANCASTER 
TIRES IN 1926 


Reports from Lancaster Dis- 
tributors are enthusiastic over the 
Lancaster sales this year. The 
public recognizes the unusual 
value built into Lancasters, and 
their use increases steadily. 


This year’s output is the best 
we have built. Nothing better 
than Lancasters was made last 
year, but the constant spirit of 
improvement, the _ continuous 
effort at betterment, has made 
the 1926 Lancaster even better. 


The man who sells Lancaster 
Tires sells the greatest satisfac- 
tion as well as the greatest econ- 
omy. His customers are a real 


asset. 


Merchants who want to give 
their customers the most gener- 
ous money’s worth at a good 
profit to themselves are invited 
to write us about open territory. 


‘’ - & -. See 


a oe a 





The Lancaster 


Tire and Rubber Co. 


Established 1915 
Columbus Ohio 
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A New Selling Plan on 


Chi-Namel 


NEW, simple and exclusive merchandis- 


ing plan that goes with Chi-Namel Auto 
Finishes, will double or triple your sales on 
this line. 
Chi-Namel Auto Finishes are easily applied, 
FINISHES self-leveling and make a first class job. 


With the free monograms (for which Chi- 
Namel has exclusive rights) and the advertis- 
ing and display material that goes with the 
plan, you can make Auto Finishes a paint de- 
partment feature-——not merely a side line. 


All Chi-Namel products are money making 
paint specialties. Each is backed by real sell- 
ing help. If you are running your paint de- 
partment for real profits, quick turnover, re- 
duced investment, you need Chi-Namel mer- 
chandising. 


Write today for details. 


THE OHIO VARNISH CO. 


9001 Kinsman Road 
' N amel CLEVELAND 


AUTO FINISHES 
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You Cait 
the Velche 
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to Selli 

HE “Velchek” Display Board is\a/ 

, the job. When you are busy sellin 
thing else, the Board is steadily attrdacti 

attention of every person who enter§\in 

store. The customer, waiting his turh ta \b 

served, “hefts” a “Velchek” hammer, or thumbs 

the keen edge of a chisel—the chances are h \ : 

buy! | | 

3 Note how sensibly the tools are arranged on this\ i 
= “Velchek” Board. The tools most often used \ 
are placed nearest the level of the eye and within — i 

easy reach. Every detail, including the eye- P 

catching color scheme, has been worked out to 1 

increase Velchek tool sales for you. The Velchek : 

board is free. You'll get all the information 

simply by mailing the coupon now by return 0 

mail. 

The Vichek Tool Co. ; 

3000 East 87th Street ¢ 

Cleveland, Ohio 


The Vichek 


ES, Sey es pe ae geass z pee Ee EEE” Tool Co. 
Bees. Be e eS 3000 E. 87th St. 
Cleveland, Ohio 


Please give me full in- 
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BADGER 
Cord Center 
“V".-Type Fan Belts 





BADGER 
Radiator Hose 
3-ply Fabric—Red Cover 
3-ft. Lengths 





BADGER 
Tire and Tube Repair Kit 


EXTRA QUALITY 


TUBE 
REPAIR KIT 


 &> 
Tale) = e742 


“ 
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BADGER 
Tube Repair Kit 
Shop Size 
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BADGER 
Straight-Line Fabric 
Flat Fan Belts 


BADGER 
lord Hose Connections 
Red Cover—Fabric 
Fibre—Black 





BADGER 
Tube Quick Repair Kit 
Standard and Junior Sizes 





BADGER 
All Cord—Gum Coated 


Tire Plaster—4” 
Counter Display 
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“V”’ Type Fan Belts 

























Flat Fan Belts 


Radiator Hose 


Ford Hose Connections 


Tire and Tube 
Repair Kits 


Tube Repair Kits 


Shop Repair Kits 


Tire Plasters 


Blowout Boots 


Patching Cement 


Moulded Flaps 


Flexible Dise 
Couplings 


Generator Tubing 

















BADGER 
Fabric Blowout Boot 
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We 


PRESENTING 


| BADGER 
_ Automotive Rubber Accessories 


& lagen completeness of this line of Automotive Rubber Acces- 
sories will at once be apparent from a study of the 
illustrations shown on these pages. 


Whatever the requirements of the Trade may be, whether 
for Tire and Tube Repair Kits, in various types and sizes, 
Emergency Patches, Tire Plasters, Blowout Boots, Fan Belts, 
of various sizes and types, Radiator Hose and Connections, 
Repair Cements, ete.,_the demand may satisfactorily be met 
with the BADGER Line. 


And in every feature of the line, QUALITY predominates, 
reflecting the high standing of the factory behind it. Further- 
more, in price it is quite consistent, at the same time pro- 
viding a substantial margin of profit to the Trade. 


Factory distribution is effected solely through the Wholesale 
trade, and through which channel the Dealer trade is being 
served. 

Requests for prices, samples, etc., from established Whole- 
sale Distributors will receive most prompt attention. 











THE BADGER RUBBER WORKS 
MILWAUKEE, WISCONSIN 























SOLVENT CEMENT 


5 Ane 
B AUTO TUBE 
RUBBER GOODS 





BADGER ; BADGER BADGER 
Air-Drying Tire Flaps Universal—Generator—Magneto 
Solvent Repair Cement Individual Sizes 100-Foot Rolls Flexible Dise Joints 
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New Features 


For New Profits 


PYRENE advertising in 23 representa- 
tive magazines of national circulation is 
sending customers into the stores for 


The IMPROVED 


rou’ 


EXTINGUISHER 
AND 


PYRENE LIQUID 


Why not cash in on this demand? 


Get your share of PYRENE bus- 
iness by keeping these extin- 
guishers displayed out in front. 


You can make your tie-up with 
PYRENE national advertising 
more effective by putting 
PYRENE dealer helps to work 
for you--a PYRENE display 
tells its own sales story. 





i ee 
— 
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ey 
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PYRENE advertising is contin- 
ually selling the consumer—is backing 
you up. Dealers have always m ade money 
selling PYRENE extinguishers and 
always will. They are favored for their 
dependability. Their new features mean 
new profits. Every home and automo- 


bile owner is a prospect. 


A PYRENE DISPLAY 
Tells Its Own Sales Story 


A PYRENE sales representative or your 
Jobber’s salesmen will gladly explain how 
these improvements have made a-good 
extinguisher better. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


“Fortify for Fire Fighting” 
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He Will Buy ~ If You 
Show Him a Cletrac 


OUR tractor prospect will “sign up” if 

you show him a Cletrac. A complete 

demonstration of one of these remark- 
able machines seldom fails to make: a sale. 
Backed by a reputation acquired during ten 
years of dependable performance— and sup- 
ported by a consistently planned, inquiry- 
getting campaign of National Advertising, 
Cletrac Tractors are popular in every field. 
They spell quick turnover— large sales and 
sure profits for the dealer. 


CLETRAC ‘°K’? 
THE LAST WORD IN TRACTOR CONSTRUCTION 


This latest Cletrac model represents the highest 
development in tractor construction. It is the only 
tractor made with the instantaneous “Snap-Shot” 
oiling system. A great improvement that permits 
the lower track wheels to be thoroughly oiled with- 
out stopping the machine. 


Cletrac “K” pulls practically its own weight—deliver- 
ing 90% power efficiency. A 15-25 H. P. tractor with 
a wealth of power—sure-footed traction—and low 
fuel costs. Pulls a three-bottom, 14-inch plow. 


CLETRAC ‘*w’”’ 
PRICE REDUCED $325.00 


Cletrac “W” is the popular power plant that offers 
the farmer the best tractor value on the market. 
With its price recently reduced, sales of this quality 
12-20 H. P. Tractor have increased remarkably. It 
handles all farm work with ease—and with plenty 
of power to spare. Pulls a two-bottom, 14-inch plow. 

If you are interested in a dealership—in an exclusive field — 

that means big sales and profits, find out what Cletrac offers 


you. Write us—or wire us—today, for open territory a 
the detuils of our Cletrac Plan for Dealers. 


The Cleveland Tractor Co., Cleveland, Ohio 


- ii <i, 
Cletac ™ Cates "> 
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This Neatpak 


Container (pat. app’d. for) 
Solves the Problem Exactly 


§ ter sliding drawer effect enables you to 
sell any sheet from any box on your 
shelf quickly and easily without moving 


| ; Packed 
the box from its place or disturbing the eva 


10 boxes to 





arrangement of your stock che carton 
You do not have to shift the sand paper yr ai 
from box to counter container. You don’t ee 
: containers 
have to order any certain allotment. 
No waste. Every sheet is good until sold. 
It remains in its box—-clean, flat unhandled, uncurled, free from dust 
and dirt—till the last sheet is gone. Then you just throw the empty 


box away and put a full one in its place. 


: YOU’LL BE SURPRISED 
MAPBRAND Flint Paper and Emery Cloth is now priced by-the- 






| 
. | United States Sand Paper Company, Dept. A 7 
hundred-sheets—Retail Selling Prices—so you know in advance just Williamsport, Pa, ° 
what your profits will be. i Please send immediately prices and full information 
GET OUR DISCOUNTS j concerning your new methods of selling Sand Paper. 
Name _. ] 
UNITED STATES SAND PAPER COMPANY | Address. 
WILLIAMSPORT, PA., U.S. A. Sere : 
Wily jooders iIName Is 

New York: 86 Warren Street Philadelphia: 102 N. 3rd Street | 
Boston: 261 Franklin Street Detroit: 120 Woodbridge St., E. | Jobber's Address: i . 

L 


Chicago: 547 W. Lake Street San Francisco: 41 Spear Street 








SANDPAPER S 


REG. U. S. PAT. OFF. 
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eo MYERS 
: WATER SYSTEMS 
Yhe Complete Self-Oiling Line for 


(A REGISTEREO TRADE eo. 


Every Service. 


The home builder today, regardless of where he lives or the style of 
home he contemplates building, thinks in modern terms. Labor saving 
conveniences are now a part of his plans, and running water invariably 
comes first. | 

SELF- by [s your water svstem husiness keeping pace with this rapidly grow- 

DEEP WELL ing demand—a demand that offers splendid opportunities for profits, 
and one that vou or some one else in your territory must meet with 
suitable equipment ? 

Undeniably, Myers \Water Svstems—a style and size for every ser- 
vice—stand pre-eminent in their domain. Designed, developed and im- 
proved to provide economical, and more important still, dependable and 
long lasting water facilities for all kinds of requirements, they permit 
of a wide range for sales activities in this particular field. 

Small capacity hand and power outfits for ordinary homes, cottages, 
bungalows and similar installations where water needs are not so pro- 
nounced—equally successful stvles with greater volume for homes, 
farms, country estates, summer resorts, golf courses, creameries, dairies, 
public and private buildings where the daily consumption of water is 
large. Whatever the demand—there is a Myers Water System for the 
purpose. 

Many new dealers are being added to our agency lists daily-—have 
you written us for literature and prices? Your inquiry will receive 
prompt attention. We will quote direct or have one of our representa- 


tives see you. 


| 4 Take te then 
PUMPS — WATER ‘ MY - E RS DOOR HANGERS 
| MYERS SELF-OILING THE THE F,, E. M ¥ ERS & E BRO. co. ‘CO. 
SYSTEM FOR ASHLAND, OHIO. 
Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every 


DEEP WELLS WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN. FACTORY end 
ae pO HANGERS STORE LADDERS Etc. 








FIG. MYERS SELF-OILING DIRECT WATER 


2139 FIG. _— SYSTEM FOR SHALLOW WELLS OR CISTERNS 


MYERS SELF-OILING 2211 
' SHALLOW WELL 
_@ WATER SYSTEM 


MYERS 
JUNIOR 
SELF-OILING 
DIRECT WATER 
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Good Buildings Deserve Goo 


What is the use of having screen doors 

unless they screen ” ” unless they shut 

r unless they close without annoying 
slams, bangs and creaks? 


Here’s the way to do it. Look up the Corbin dealer. Tell him you 
want Corbin Screen Door Checks on every screen door. Then watch 
them do their duty—quietly, quickly, surely. It is the only way to make 
screen doors useful as well as silent—and they should be both. 


Best of all, Corbin Screen Door Checks are inexpensive—and you 
can easily attach them yourself. Put them on today. 


%E NEW BRITAIN 


The American Hardware Corporation, Successor 
New York Chicago Philadelphia 





26,000,000 
homes need these 
Checks. This Corbin ad- 
vertisement will spread 
the gospel next month. 
Get ready now to get 
your share of the busi- 
ness you deserve. 
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Wickwire Bronze 


eco 
Scoeeccess ee: 
eco “ +++ 


33 gauge filler 
No. 34 gauge warp 


18 Mesh, No. 34 gauge each way 
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No. 
Wickwire Pre 
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White Metal Finish 
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Cortland Black Enameled 
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Our other Brands Screen Cloth 





















































12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 


16 Mesh 











































































































































































































~ 
4 


d the name WICKWIRE 











ills. 


Every process is under our expert 
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Hearth Steel produced in our own fur- 


In our own m 
Write your Jobber for Full Information and Prices 


service is woven into t 
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WICK WIRE BROTHERS 
is drawn 
supervision. Only full gauge 
, both lengthwise and crosswise. 
guarantees 


used 


e wire 





a little more, 
but— 
It is 
worth it. 


quirement an 
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No screen cloth is better than its ma- 
Each brand meets every standard re- 


terial. 

Screen Cloth 
Th 
BROTHERS 
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THE doors on thistwo- 
car garagy are 
equipped with Co- 
BURN SLIDING oor 
HARDWARE Set No. 
444-12. All neces- 
sary hardware (in- 
cluding track) for 
equipping new doors 
or transforming old 
hinged doors to the 
type of sliding door 
shown is contained in 
Set No. 444-12. 
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|]. Well-known and-well- 


advertised 


2. Packaged in complete 
sets 


3. POSSESSES a combination 

’ of superior features found in 

no other make of sliding 
door hardware 


3 reasons why 


COBURN SLIDING 
DOOR HARDWARE 


Sells Faster and 
Gives Satisfaction! 


We: are making a special drive to in- 
crease the sale of Coburn Sliding 
Door Hardware for private garages. An 
advertising campaign has been carefully 
planned to influence everyone who installs, 
specifies or buys garage door hardware. 
Nearly three and a half million advertise- 
ments will appear in architectural and build- 
ing contractors’ magazines. Over three and 
a half million advertisements will appear in 
newspapers. In all, over seven million 
Coburn sales messages going out in 1926 
to those who specify, install and buy garage 
door hardware! 





The 
COBURN 
Round Trough 

Track 


All Coburn Track is of 
the round trough type. It 
was invented by Coburn 
and is the strongest and 
most rigid type of in- 
closed track that can be 
made. The round troughs, 
in addition to being 
stronger, center the trolley 
wheels, reducing friction 
and eliminating door 
wobble. 


Other Coburn 
Features 


Coburn Hangers for 
Garage door use are made 
with Cast Iron Wheels; 
Case-hardened, Cold- 
rolled Steel Stud and 
Roller Bearings; Drop 
Forged Steel Pendant and 
Stamped Steel Petticoat. 

Coburn Brackets are 
the only Cast Iron 
Brackets made. They 
are twice as strong and 
more rigid than _ the 
wrought steel brackets 
usually used. 

Only Coburn Sliding 
Door Hardware has all 
these features—features 
which make sales and as- 
sure satisfaction. 























A complete set of sales aids is available 
to Coburn dealers to help them tie up to 
this extensive advertising campaign and 
cash in on it. Sales aids include folders, 
signs, sliding door models and a new cata 
log. ‘This Catalog has been designed to be 
used as a sliding door reference book by 
hardware dealers. By consulting it, a dealer 
can recommend to his customer the best type 
of sliding door to use in any opening—from 
china closet to warehouse. Complete data 
on the amount and type of hardware re 
quired in every case is also given in the 
catalog. 


And behind this advertising and _ these 
sales aids, to further increase sales and 
profits, is the Coburn reputation and su- 
periority of product. Coburn is the original 
sliding door hardware. It possesses a com- 
bination of superior features which sell it 
in preference to any other make of slid- 
ing door hardware on the market today. 
These structural advantages are briefly de 
scribed to the left. 


All Coburn Sliding Door Garage Hard- 
ware is packaged in complete sets to save 
the dealer’$ time in handling and to facili- 
tate stocking. Packaged Sets contain all 
necessary hardware including track and 
complete instructions for installing. 


Join the dealers who are making money 
on Coburn Sliding Door Hardware this 
year. Send the coupon 
below for a copy of our 
new Catalog No. 140 and 
full information. 
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COBURN TROLLEY TRACK MBG. CO. 
MAIN OFFICE AND WORKS: 


BRANCHES: 
PHILADELPHIA 


“Sa Vee aes 







Holyoke, Mass. 
CHICAGO 


Dept. B2 


NEW YORK BOSTON 








Coburn Trolley Track Mfg. Co., Dept. B2, Holyoke, Mass. | 
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| Please send me a copy of your new catalog No. 140, samples of 
| dealers’ sales aids and complete information. 
| 
i 
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INVENTORS AND MAKERS OF PRESENT TYPE —~— = 
SLIDING DOOR HARDWARE SINCE 1888 ©. 
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Machine Screws 
Stove Bolts, 
Tire Bolts 











S American Screw Co. : 
S PROVIDENCE, RI. S 
e WESTERN DEPOT rs 





7 225 WEST RANDOLPH ST., CHICAGO, ILL. - 
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New! — WirDor “Bolt-Fasts” 
Really solve the problem of making 
casements absolutely weathertight 


ROBABLY you ve had trouble with hardware that didn’t 
hold casements tight shut, allowing wind and rain to creep 
in around the edges. 

Now you can be sure that it will never happen again. This re- 
markable new item of the well-known Win-Dor Casement Hard- 
ware line will draw even a warped casement absolutely tight 
against the frame. That’s why it’s selling on sight everywhere -— 


And it carries a mighty nice margin. 
It is called the “Bolt-Fast” because it takes the place of both 


bolts and fasteners. Note its unusual design:—Tapered, self-find- 















































Details showing how screw-lug slides ; 3/0 , y 
through tunnel joining parallel slots. ing nose;3/16” cam-action secured after bolt enters strike by rotat- 
alpen ef: yas re ing eccentric shank. Generous handle gives easy leverage. A 
around as window is moved and thus casement can be drawn so close to the frame that it will hold 
interfere with closing. Note tapered nose. 
tight a sheet of letter paper. : 
A \\ Made in five sizes from 21%” to 18” in length. All standard 
mn hardware finishes. Write for complete information, prices and 
4 \\ liberal new discounts. Get your share of the profits this ready- 
| seller is producing daily. 

















ontmcbeonicder CASEMENT HARDWARE 


nose is thinner than the shank. Thus 





when shank is rotated, and flat side 
on nt ee sang THE CASEMENT HARDWARE COMPANY 
— 224 Pelouze Building - Chicago, U. S. A. 


CASEMENT HARDWARE HEADQUARTERS 
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He is your business partner 


He considers first and foremost your interests. 

He is truthful and honest in his dealings with you. 
He is not provincial, but his experience is nation-wide in scope. 
He is not opinionated, but brings to you unbiased facts, news, 
and reports. 

He has a finger on the pulse of your trade’s activities. He pro- 
mulgates helpful information. 

He is in close touch with manufacturers,-producers, distributors 
—those from whom you buy. 

He deals with none which has a tendency to mislead or which 
does not conform to business integrity. 

He is a consultant that “‘sits in’’ with you regularly. His sugges- 
tions are profitable to you. 

He holds a fellowship in a select association with exacting stand- 
ards of membership. 

He has pledged himself to determine the highest and largest 
function of the trade which he serves, and to strive in every 
legitimate way to promote that function. 

HE IS THIS PAPER. 

Your paper. A member of the Associated Business Papers, Inc. 
















































THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 








The A.B.P. comprises a group of business papers that reaches 54 
fields of trade and industry. Membership requires the highest 
standards in every department of publishing, circulation, editorial, 
and advertising. 






The advertisers in this publication demonstrate by their presence 
here that they are awake to modern methods of selling as well as 
& production— methods that cut costs and standardize operations. 







The Hardware Age is a member of The A. B. P. 
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A BARROW TO DELIGHT THE HEART 
OF ANY GARDENER 


The Bull Frog No. 6144 garden barrow illustrated above is 
a low-priced barrow with the good looks, stamina, and 
superlative construction features that usually cost a lot more. 


Bright red, striped and stenciled, heavily varnished, stand- 
ard size, it looks well in any garden. The easy-running 
“Never-Break” wheel, the strong selected well-seasoned 
frame, the leg braces which form shoes for the legs, the 
ample reinforcement where the strains come, make this 
No. 644 a big intrinsic value. It has the nice hang and 
balance which distinguish Bull Frog barrows for all pur- 
poses. Ask your jobber or write us for specifications and 
catalog of Bull Frog barrows, carts, scrapers, for all garden, 
construction, factory, mine, mill, contracting, and industrial 


needs. 


Built The Toledo Wheelbarrow Company 
f : Toledo, Ohio 
or Branch Offices and Warehouses 





Chicago 


} ' ] Philadelphia 
ork 233 North 12th St. 337 River St. 
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Advertised One Vecto 
Price | It’s going over big 


OO THAT IS what Mr. Forrest Longley of 
. Norway, Maine, wrote us about Vecto. 
And he goes on to say that Vecto made 

F.0.B. BUFFALO, N.Y. $600.00 additional profits for him in three 

[a | months. 
4 ts ; oT i Vecto business is additional business. 
“#8 | Most of the Vectos that Mr. Longley sold 
never saw the inside of his store. One sale 
brought another so fast that the Heaters 
were delivered from the station right to 
the job. Consider the small amount of time 
required for installation and the generous 
profit on each sale. Here is a product that 
can be relied upon to speed up any mer- 
chant’s business. 
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Millions of homes 
are cold | 


Millions of HOMES in America are still using old-fashioned 
heating devices. That’s the market for the Vecto! Large 
enough to keep Heating Merchants busy for years to come. 


The Ideal Vecto Heater warms an entire home for the 
usual cost of heating one room. It’s a self-contained unit. It 
requires no basement for installation. Its decorative beauty 
is permanent. For more or less heat only a turn of the Control 


Handle is required. 
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made 19 more sales” 


Do these four things and sell every Ideal 
Vecto Heater we can give you in 1926 





DO SOME local advertising in your 
newspaper, in fair or local exhibits, and 
install the Vecto Window Display. 
KEEP ONE Vecto in your shop for 
demonstration purposes. 


AND WE will refer each prospect to you 4 OFFER Vecto on the Partial Payment 
Plan-——for that’s how people like to buy. 


1 SEND US your Vecto prospects’ names 2? 
and addresses. We will send each one a 
series of beautiful, illustrated letters and 
books containing the Vecto story. 3 


as our authorized distributor. 


Don’t overlook this opportunity for bigger 
business and increased profits 


| igen YEAR we could not 
nearly serve the national 
demand for Vecto Heaters. This 
year our production facilities are 
vastly increased but we shall be 
taxed to the limit to meet the 
public need. But that’s what we all 






ple, bigger business, bigger profits. 


A new booklet has just come off 
the press showing how Vecto is 
bringing perfect warmth to thou- 
sands of home owners. 


The coupon below will bring you 
your copy and show you why 













want — better service to the peo- Vecto will increase your profits. 


AMERICAN RADIATOR COMPANY 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, Baltimore, 

,. Washington, Richmond, Buffalo, Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta, Chicago, 
Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis, Omaha, Kansas City, Denver, 

San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 


Makers of IDEAL BOILERS and AMERICAN RADIATORS and other products for heating, 


ventilating and refrigeration 








New book just off 
the press—mail 
this coupon 
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; RO ooo mee ae 
; | AMERICAN RADIATOR COMPANY 
ie Direct Mail Advertising Dept. 106 

¥ 1807 Elmwood Ave., Buffalo, N.Y. 

: 1 GENTLEMEN: Please send me copy of your new Vecto 
Z { | Booklet. 

: — 


Address 





State 





City 
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(0). have anticipated a big de- 
mand for Aloxite Scythe Stones 
—the hardware jobbers have plenty 
in stock and so have we. 

Your customers know and so 
do you—that the Aloxite Scythe 
Stone cuts faster, cleaner, has 
less tendency to fill or glaze and 
lasts far longer than the old time 
natural stone. And of course it 
gives the scythe or grass hook a 
much better edge, quicker. 

These are all very good reasons 
why the Aloxite Scythe Stone 
is in such demand—a demand 
that you should be prepared to 
meet. ) 


Order Now from your Jobber or Direct 


- 


ALOXITE SCYTHE STONES ARE PACKED 
IN SPECIAL ONE DOZEN DISPLAY BOXES 
OR IN THREE DOZEN BULK PACKAGES 











® ALOXITE 
at Scythe Stones 


dine 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


P * i os oad 
rz PTE Gg EE ON EPS 
SALES OFFICES AND WAREHOUSES IN 


. SONI S Le an etre pee 
atcha inlet titan. nel A New York : Chicago : Boston : Philadelphia : Cleveland : Detroit 
= Cincinnati : Pittsburgh : Milwaukee : Grand Rapids 
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Ask your Jobber for 


WHEELING 


BARBED WIRE 


ERE is barbed wire your trade will like. It is 

one of Wheeling’s “mine to market” prod- 
ucts which means it is Wheeling made from the 
ore to reel. Furthermore, it is made on new 
equipment and shows its better quality by its 
good looks. Tell your jobber you want Wheeling 
Barbed Wire—Two or Four Point, Round or 
Flat Barbs. 3 


WHEELING STEEL CORPORATION 
WHEELING, W. VA. 





‘‘From Mine to Market’’ 





BARBED WIRE WIRE NAILS 
BRIGHT WIRE WOVEN FENCE WIRE GALVANIZED WIRE 
























The Management Is the Company 


When you have decided that Peerless is the fan for you to sell, Mr. Toman’s 
work is by no means done. Giving you every bit of selling help possible, by fur- 
nishing the most appealing kind of window display and advertising material, by 
framing the right kind of sales policy, and by personal advice that draws upon a 
broad experience in appliance merchandising, is a very important part of Mr. 
Toman’s cooperation. 


Peerless dealers have the double advantage of the best selling help available and 
the highest quality fan we know how to make. 





o< 


The exclusive Air Blast Blade that creates a_ the oscillating mechanism which automatically 
strong, even velocity of air across the entire releases if the oscillating movement is ob- 
face of the fan—the gimbal, or oscillating structed—the three speed switch—the Peerless 
bearing, fitted with ball bearings to insure guarantee—all help you sell Peerless fans and 
easy, quiet operation—the simple clutch in keep the good will of those you have sold to. 


-_ 


> 


a> 
>: 


>. 


The Fan season is on the way. Get in touch With Peerless and be ready for it 
with Peerless Silent Air Blast Fans. 


THE PEERLESS ELECTRIC CO., WARREN, OHIO 


Do You Do Business with Men or an Institution? 
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The man the dealers know best, who has the closest 
contact with them, whose interests are theirs, and 
whose success is their success. 


PHIL F. TOMAN 
General Sales Manager 
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The vertical shaft of the 1900- 
Whirlpool washer is equipped 
with Timken Tapered Roller 
Bearings. They carry the thrust 
load, save power, work more 
smoothly, need almost no lu- 
brication, and keep this mount- 
ing always mechanically perfect. 


Because of Timken Bearings 
the 1go0-Whirlpool washer 
does more work at less cost, 
with less attention and service. 


j3N3 Roller ¢ 














Because of Timken Bearings 
the 1g00-Whirlpool establishes 
ready contact with millions ot 
Timken-educated householders. 


Thus Timkens do double duty 
tor you. Timken-equipped 
products are better mechani- 
cally, and this is accepted be- 
cause of Timken reputation. 


THE TFTIMaABN ROLLER 
BEARING CO., CANTON, O. 
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A group of 1926 
Bassick advertise- 
ments appearing 
regularly in The 
Saturday Evening 
rey gym. Post and Good 
> é be i Bosak. And Housekeeping — 

nl bar - where millions 

Bassick‘ Sasters read them. 
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O trouble for easy rolling Bassicks to 
make friends with people that use them. 


Likewise, it’s no trouble for you to sell easy 
rolling Bassicks—when the road is laid for 
you by such advertising as shown above. 


Give the advertising every chance to work 
for your benefit—stock and display Bassick 
Casters. You’ll win. 


“ Casters 
The BASSICK COMPANY 
BRIDGEPORT, CONN. 


Reg. U. 8. Pat. Off. 


For thirty years the leading makers of high grade casters 
for home, office, hospital, warehouse and factory 
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The Original Steel Drawer Nail Counter 






Every Store 


Needs a 
Duluth 
Nail Counter 


If you sell nails you need this counter. It stores a 
larger assortment in a smaller space than any other 
method known. You can carry 54 sizes and over 100 
Ibs. of each size within four feet of your scale. 
Every size can be marked plainly on the handles. 


Linoleum Top 
Standard Equipment 


The indestructible linoleum top will stand more 
abuse and give more service than any top you can 
buy. It is standard equipment on all Duluth coun- 
ters and is furnished without extra charge. Many 
merchants are using two or three of these practical 
counters after trying the first one. 


Every Upright Rests 
: On the Floor 


You don’t need to be afraid to load a Duluth coun- 
ter. Every upright rests on the floor. There is no 
sagging or bulging when loaded with over a ton and 
a half of nails. Each bin slides easily on the hard- 
wood tracks. No jerking or pulling; a twelve-year- 
old boy can operate the bins. 





No. 477-A 
27 Sizes of Nails, Over 100 Lbs. of Each 


No. 478-A 
18 Sizes of Nails, 
18 Divided Drawers for Brads 





Front View 
Showing Oak Panels 


Write To-day 


It will cost you less to*own this counter than you 
think. It will save time and space as well as keep 
your nail stock in the best possible shape. No mixed 
nails, no barked knuckles, no high lifting to fill. 


Ask About the Complete — 
Duluth Merchandising Service 


The services of our store engineering department are at 
the disposal of interested merchants. We will gladly make 
an analysis of your merchandising problems and without 
obligation on your part, recommend necessary changes. 

Our recommendations will be sound, unbiased, and wholly 
dependable. They may be the means of opening up new 
channels of profits for you. The divided payment plan en- 
ables you to buy Duluth Equipment out of income. 


It Costs Less to Have Duluth Than to Get Along Without It 





DULUTH SHOW CASE CoO.,, 


BUSINESS ANALYSIS—STORE PLANNING--INSTALLATION—SAMPLING 


CHICAGO OFFICE 
180 N. Wabash Ave. 


General Offices 
DULUTH, MINN. 


NEW YORK[ OFFICE 
101 Park Ave. 
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Atianta 
Memphis 
Chicago 
Minneapolis 








written. 


ESTABLISHED 1857 


MR. HAPPY 
MAN 
SAYS: 


“A good hand saw 
tapers from heel to 
point, but if that kind of 
taper were the only thing 
that good carpenters de- 
manded this little sermon 
would never have been 
It is the balance 
of that grinding job that 
helps make ‘Atkins Silver 
Steel Saws’ 
They are ground not only 
to taper from butt to point, 
but they are carefully 
tapered from teeth to 
back. That two way taper 
takes grinding skill. It 
is found only in ATKINS 
SILVER STEEL 
SAWS.” 


Send for booklet 


“‘The Man Behind 
The Counter’’ 


E,.C.ATKINS &;.CO. 


THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 


New Orleans 
New York City 
Portiand,Ore. 


LIF 








different. 

























San Francisco 
Seattle 

Paris. France 
Vancouver, B.C. 


ATKINS 


SILVER 
STEEL 
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239 West 39th Street, New York City 


GEORGE H. GRIFFITHS, GENERAL MANAGER 
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The Atlanta 
Convention 


In this issue of HARDWARE AGE 
you will find a complete report of 
the Atlanta Convention. At the 
various sessions, many important 
problems, vitally affecting the wel- 
fare of your business, were dis- 
cussed and analyzed by the leaders 
in the hardware industry. It will 
be well worth your time to read 
this issle carefully. 


What Readers Say 
About Us 


“Allow us to compliment you on 
your magazine. Think it is similar to 
some of the goods we used to see ad- 
vertised as improving with age. We 
find very interesting material in each 
issue.”’ 

(Signed) H. H. HEYDON & SON, 

Chatfield, Minn. 


“IT have read HARDWARE AGE for 
many years. No hardware paper is 
half as good.”’ 

(Signed) TINDAL HARDWARE CoO. 
sedford, Ind. 


“Continue to send me HARDWARE 
AGE, I shall always enjoy reading 
every page of it.” 

(Signed) C. E. LANGBORD, 
Charlotte, N. C. 























74 HARDWARE AGE 


< Jae 





APPRECIATION Of the charm of forged iron 
hardware is spreading. McKinney Forged 
Iron Hardware is forming the tangible 
means of gaining the artistic result 1n iron so 
much desired by the architect, the builder and 
the home owner. 


The advent of McKinney Forged Iron has 
been a sensation in the hardware industry. 
First, because it moved this lucrative business 
into the legitimate channels of hardware dis- 
tribution. And, second, because the entire line 
was conceived with an eye to the practical 
which makes it easy to stock, easy to schedule 
and accurate in application. 





The following terse facts reveal its possi- 
bilities. First, every McKinney piece is au- 
thentic in design. Second, any design selected 
may be carried out in detail throughout the 
entire house—McKinney Forged Iron Hard- 
ware includes hinge straps, H. & L. hinge 
plates, drop ring and lever handles, entrance 
door handle sets, rim and mortise latches, door 
pulls, push plates, knockers, shutter dogs, case- 
ment sash fasteners. Third, the charm of 
artistic craftsmanship has been combined with 
a practical knowledge of modern builders’ 
hardware requirements. Whatever type of con- 
struction is contemplated, it will be found that 


McKINNEY 


May 13, 1926 


McKinney Forged Iron Hardware is applicable 
without change. 
* * * 


One must naturally feel assured that 
McKinney Forged Iron Hardware exemplifies 
the true spirit of the earlier metal workers. The 
first sight of the ruggedly beautiful hinge straps 
by McKinney, the gracefully scrolled knocker 
and the whole array of forged iron pieces 
carries a delightful thrill of pleasure. You are 
satisfied. No need to pass second judgment. 
Here is the true spirit of the iron itself, caught 
in the shaping and finishing of every piece. A 
home adorned with McKinney Forged Iron 
Hardware need ask nothing finer. 


One further point ought to be stressed about 
McKinney Forged Iron: it is rustproofed and 
completed in three different finishes, Dead 
Black Iron, Relieved Iron and Rusty Iron. 


From the standpoint of the builder its ease 
of application is a tremendous asset. ‘There are 
no handed items. The trim fits standard locks. 
Only two sizes of square-head screws are used 
and a small open-end wrench is supplied to 
make application easy. 


Send today for your copy of the catalog en- 
titled “Forged Iron Hardware by McKinney.” 
It shows all pieces 
and gives all di- 
mensions. In ad- — 
dition several 
pages present 
suggestions for 
trimming doors, 
casements, shut- 
ters and cabinets. 





FORGED IRON 
HARDWARE 


MAIL THIS COUPON 





Forge Division, McKinney MANuFAcTURING Company, Pittsburgh, Pa. 
Please send catalog entitled “Forged Iron Hardware by McKinney” to 
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Atlanta Joint Hardware Convention 
Attracts Approximately 700 Attendants 


HE annual joint convention of the Southern Hardware Jobbers’ Association and the American Hard- 

ware Manufacturers’ Association was held in the Atlanta-Biltmore Hotel, Atlanta, Ga., May 4 to 7. 

Approximately 700 delegates and guests registered. As will be seen from the following pages, the 
program of business sessions was varied and productive of much worth while discussion that should help 
clarify the numerous problems affecting the industry. Sessions were well attended. True Southern hos- 
pitality was everywhere evident, and the convention was recognized as an unqualified success. The picture 
below gives you a glimpse at some of Atlanta’s points of interest. 
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Left to right—Jos. 
Hdwe. Co., Ltd.; Geo. W. 


Orgill, Orgill Bros. Co.; A. 
Eckhardt, Henry Disston & Sons, Inc.; James N. Mackin, E. 
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R. Sisson, Henry Disston & Sons, Inc., 


retiring president, Old Guard; P. 
C. Atkins & Co.; I. S. 
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M. Atkins, Monroe 
Kemp, Evansville Tool Works. 


Big Hardware Trade Opportunities In South, 
Says Mark Lyons, President Jobbers Ass’n 


Lyons, McGowin-Lyons Hardware Co., Mobile, Ala., presi- 


"[‘irone, optimistic and entirely logical in his contentions, Mark 


dent of Southern Hardware Jobbers’ Association, gave in his 
annual message to this organization an outline of general develop- 
ment in the Southern States and predicted a big hardware trade for 
that section. In part Mr. Lyons said: 

“It seems to me that there is no other trade so closely allied 


to development as the hardware trade. 


And by development I mean 


the complete cycle—the investment in materials; the machinery and 
tools used in actual construction; the operation of the industry, and 
the maintenance of the homes of workers thus engaged. 


“From the hardware point of view 
this brings us down to about three well- 
defined fundamentals to which we must 
adhere—namely, the demand necessary 
to maintain established industry, which 
includes the complete cycle; the demand 
for work under way, and the antici- 
pated demand for projected enterprises. 

“Turning these three phases over in 
my thoughts, I cannot silence a note of 
optimism. Let us study them seriatim 
and see if there is any room for pes- 
simism in the opportunities facing the 
hardware trade: 

“First—The demand necessary to 
maintain established industry. 

“The only yardstick with which to 
measure the amount of demand neces- 
sary to maintain established industry 
is a summary of the work turned out 
by existing facilities. Glancing over 
the last statistics available at present, 
it seems that in 1923 the total value 
of the manufactured products of the 
South was $9,460,000,000, while the 
farm crops and products amounted to 
$10,590,000,000. It seems further that, 
in addition to the facilities then ex- 
isting in the South, contracts for $558,- 
000,000 were let in 1923 and $676,000,- 
000 in 1924. This covered only build- 
ings costing more than $10,000. 

“‘As to the first phase then, the hard- 
ware industry can depend upon as pros- 
perous a condition as existed in the 
year just closed, with which the trade 





generally was certainly well pleased. 

“Second—The demand for work un- 
der way. 

“The vast amount of development 
over the entire South has been so gen- 
eral in its scope that the individual de- 
velopments of one particular section 
may well be used as the indicator for 
other sections. Naturally the section 
with which I am most familiar is that 
portion which we might call the Mobile, 
Ala., trade territory. To go into de- 
tail concerning the rapid strides of 
progress in this territory would be far 
too lengthy. But the point is that I 
am personally acquainted with the 
growth we are enjoying here, and I 
know it to be basically sound—port de- 
velopment, manufacturing enterprises, 
new schools, good roads—in other 
words, the essentials of progress. This 
adds conviction to the claim that the 
Southland is progressing constructively 
and on a fundamentally sound basis. 
It is simply an awakening of the people 
to the vast resources that are theirs. 
They have come to a realization of the 
wonderful possibilities for agricultural, 
manufacturing, commercial and hydro- 
electrical development. 

“Another point of vital importance 
is the centralization of markets which 
will result from the construction of 
good roads. . With ¢entral points of 
purchase easily accessible to the farmer 
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Mark Lyons 


he will rely less upon the ‘General 
Store’ of his community and more upon 
the better equipped establishments of 
his nearest town. This will work some- 
what of a hardship on the small rural 
dealers, but will be a boon to those who 
have been compelled to exist on ‘short 
rations’ and will increase the business 
of the hardware establishments pre- 
pared to meet their needs. 

“So, in all of this construction work 
now going on—good roads, new build- 
ing and industrial development—we 
still find hardware to the foremost, 
satisfying the increasing needs of ‘a 
progressive people. 

“Third—the anticipated demand for 
future development. 

“The South has about one-third of 
the country’s area. In this area are 
to be found more natural advantages 
for industrial and agricultural devel- 
opments of almost any variety than in 
any other equal area in the world; all 
of which require hardware in their ex- 
ploitation. It has three-fifths of the 
coastline of continental United States, 
which makes for more shipping, which 
in turn requires construction, mainte- 
nance and repairs, using hardware in 
every phase.” 
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Left to right—Bob Raymond, Evansville Tool Works; A. H. Deveney, A. H. Deveney & Co.; W. S. Pinder, Virginia-Carolina Hdwe. Co.: 
S. L. Webstcr, Sands Level & Tool Co.; Sam Finkle and C. J. Hendryx, E. C. Atkins & Co. 


Colonel Knight Discusses Growth and 
Economic Importance of Florida 


constant, continuous growth and development for such a 

length of time as in Florida,” Peter O. Knight, Tampa 
Hardware Co., Tampa, Fla., and general counsel of the Southern 
Hardware Jobbers’ Association, told the jobbers and manufacturers 
present at the joint meeting in the Atlanta Biltmore, May 4. 
In part he said: 

“In 1884, when I located in the little trading post of Fort Myers, 
Florida was such a wilderness and its transportation facilities so 
limited that it took eleven days for a New York paper to reach 
Fort Myers. When I moved to Tampa, six years thereafter, Florida 
was still so sparsely settled and undeveloped that one small bank 
with only $300,000 of total banking resources was all that was 
necessary to take care of all the commercial requirements of south 


¢ SD exmata is no state in the union where there has been such 





Florida, (the east and west coast included). 


“Florida has so rapidly developed 
that today the banks of Tampa alone 
have forty times more deposits than 
all the banks of Florida had when I 
located in Tampa; and now the de- 
posits of the banks of Florida are four 
times greater than the deposits of all 
the banks of the entire sixteen south- 
ern states in 1881. It tells the story. 

“Florida has a monopoly. Wheat, 
rye, oats, barley, corn, potatoes, cab- 
bages, apples, pears, peaches, plums, 
etc., can be grown anywhere and every- 
where in the United States; but the 
spot that can produce citrus fruits, and 
vegetables in winter when fabulous 
prices are paid for them by the citi- 
zens of the north, is so small that a 
postage stamp on the map of the 
United States will cover it. And when 
we reflect that this is a nation of one 
hundred and seventeen million people, 
increasing at the rate of one million 
per annum in population and twelve 
billion dollars in wealth, and that the 
spot of productivity can never be in- 
creased, the significant force of this 
statement becomes startling. 

“Unfortunately, last summer specu- 
lators from all over the United States 
rushed into Florida, took advantage of 
our situation, and, against the wishes 
and advice of the conservative element 
of Florida, created an unusual real 
estate boom. Happily, it has passed 





away, and Florida is now upon a nor- 
mal basis. 

“Business in Florida in all lines is 
now from thirty to one hundred per 
cent greater than at this time last 
year. Reliable state statistics show 
the state to be worth, in wealth alone, 
one billion dollars more than at this 
time last year; and all of our records 
indicate that this will be the greatest 
year in material development of any 
that Florida has had. The only thing 
that troubles the conservative Florid- 
ian is how the necessary facilities can 
be provided to take care of the con- 
stantly increasing population. 

“The thought, however, that I want 
to talk about is to tell you the reason 
why we have had and are having this 
extraordinary prosperity. 

“It is not because of our matchless 
climate, our magnificent soil, our in- 
comparable natural resources and ad- 
vantages, but because of the conserva- 
tism of Florida’s citizens. While the 
rest of the country for many years has 
been engaged in trying to pass laws to 
make water run up hill, to make the 
unnatural natural, to enable the fool 
to compete with the smart man, to en- 
able the little fish to eat the big fish, 
to enable the man with the shortest 
pole to get the persimmon instead of 
he man with the longest pole, the peo- 





Col. P. O. Knight 


ple of Florida have believed in the 
law of the survival of the fittest, and 
that you could not, by man-made laws, 
change God-made laws. And we have 
hewn. more strictly to the principles 
upon which this great republic was 
founded than any other state. 

“When our forefathers founded this 
country, they held that man had cer- 
tain inalienable rights, the right to 
live, to be happy, to have, hold, and 
enjoy property;-and that it was the 
purpose of a properly constituted gov- 
ernment to secure man in.those rights; 
that man’s rights were only bounded 
by the equal rights of the other man; 
that man did not derive his rights from 
the government, but that, upon the con- 
trary, the government derived its just 
powers from the consent of the gov- 
erned; that a man ought to have the 
right to exercise his activities and his 
ambition to any degree that he saw fit, 
the sky being the limit, provided he 
acted within the bounds of decency and 
did not infringe upon the equal rights 
of the other man. We believe that the 
principal function of a government is 
to secure man in the enjoyment and 
ownership of his property after he has 





(Continued on page 98) 
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Left to mght—J. R. Guildener, Wagner Mfg. Co.; Jack Sutter, Greenfield Tap & Die Corp.; J. A. Stahr, C. A. Miller and E. C. Sohrweide, Aluminum 


Goods Mfg. Co.; E. R. Barrett, Pruitt-Barrett Hdwe. Co.; Houston Dudley, Gray & Dudley Co. 


George I. Wright Opens Discussion 
on General Hardware Trade Conditions 


ware industry, G. F. Wright, of the G. F. Wright Steel & 


() PENING the discussion on business conditions in the hard- 


Wire Co., Worcester, Mass., said all basic industries are more 
or less dependent on each other and that he would comment on some 
of the other industries which have bearing on the hardware 


business. 


He was the first of four speakers to contribute on this subject 
at the opening joint session Tuesday night, and was followed by 


D. S. Brisbin, H. J. Strugnell and W. D. Biggers. 


Mark Lyons, 


president of the Southern Hardware Jobbers’ Association, presided. 


Mr. Wright said in part: 


“Ours is primarily an agricultural 
country. Agriculture is our biggest in- 
dustry and we must look to the farmer 
to see what we may expect for a large 
share of our business. 

“The production of cotton last year 
was the largest crop in our history 





G. F. Wright, G. F. 
Wright Steel & Wire Co. 


and on the whole the cotton crop 
brought fair prices. Grain crops were 
generally good and brought good re- 
turns. The quality of the tobacco crop, 
while not as good as usual, found a 
ready market and a good profit. The 
humble potato proved very profitable 
to the potato raisers of the country. 
“Some sections of the country did 


not fare as well as others, owing to 
severe drouth and other local condi- 
tions, but generally speaking, the agri- 
cultural interests of the United States 
had a very successful year. 

“While it is too early to predict what 
the coming season holds in store for 
the farmer, it is the consensus of opin- 
ion among those who study this matter 
carefully that the outlook is bright, 
and with the bountiful rainfall over 
the country this spring and,last win- 
ter, there will be bumper crops of cot- 
ton, grain and tobacco this fall. None 
of us can predict prices that will pre- 
vail on these commodities, but I would 
call your attention to the fact that in 
all the history of the land there never 
has been a panic or severe hard times 
caused by bountiful crops. With agri- 
cultural prosperity, it is safe to predict 
that with it will come good business 
for the various products in which we 
are so vitally interested. 

“In the building trades, there is good 
business generally. Building permits 
issued in 440 cities during the first 
quarter of the year showed an increase 
of 2 per cent over the same period last 
year. This indicates reasonable assur- 
ance of employment in the building 
industry for the next five or six months 
at least. In twenty-five cities where 
the greatest volume of building is in 
progress, the figures for the quarter 
showed an increase of about 9 per cent. 

“The automobile industry with its 
tremendous appetite for steel and 


many hardware items is of vital im- 
portance to us all. We hear reports 
of this concern or that concern laying 
off 3000 or 5000 men, and stories that 
the automobile business is shot to 
pieces. Now it is true that the auto- 
mobile industry has its ups and downs, 
its lean months and its fat months, but 
if it ever really goes to pieces we shall 
all know it. 

“We are all happy in our knowledge 
that labor in all walks of life in our 
country is now well employed; in fact, 
better than at any time since the war. 
Wages are the highest ever known. It 
is logical, I believe, for us to expect 
that so long as wages and commodity 
prices stay about where they are to- 
day, there will be no serious economic 
general depression. It is a notorious 
fact that as long as the American 
people have the money, they will buy 





F. S. Kretsinger, Ameri- 

can Fork & Hoe Co., 

veteran of many conven- 
tions 


everything within their reach, and as 
long as commodity prices maintain 
their present ratio to wages, business 
should have very little to contend with 
other than purely seasonal fluctuations 
or unimportant changes in the buying 
habits of the people.” 
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Left to right—G. B. Baldwin, A. Baldwin & Co.; John M. Williams, Fayette R. Plumb, Inc.; R. J. Smith, O. B. North Mfg. Co.; R. N. Barber, 
P. Wall Supply & Mfg. Co.; S. L. Levy, Black Hdwe. Co., and H. G. Reinicker, J. K. Wilson Co. 


Must Consider Jobber’s Salesman, 
Brisbin Tells Opening Session 


considered at the convention is the jobber’s salesman, D. S. 
Brisbin, of the Columbus-McKinnon Chain Co., Columbus, 
Ohio, said the jobber has plenty of good sources of supply, plenty 
of dealer helps, and other merchandising material from the manu- 
facturer’s sales promotion department, but he asked has the job- 
ber salesmen, who are on their tiptoes, who sell the dealer into 


[| ) considered’ that one of the most important problems to be 


believing in jobber distribution. Mr. Brisbin spoke at the opening 
joint session on Tuesday night. 


“Has the jobber salesmen who select 
a few dealers in their territories to 
develop into outstanding merchants,” 
said Mr. Brisbin. “Has the jobber 
salesmen who picture business building 
possibilities to them; salesmen who get 





D. S. Brisbin, U. S. Chain 
& Forging Co. 


the hardware dealer to dress up, stock 
up and ask the prospective customer to 
buy goods that perhaps he did not ask 
for; salesmen who ask the dealer to let 
them help, even in the evenings; sales- 
men who get the dealer to use reason 
appeal in selling, and tie up the manu- 
facturers’ policy sales campaign; sales- 
men who tell their dealers they will 
have to get busy because the common 





enemy is at hand—the mail order, 
Woolworth and 25-cent to $1 stores; 
salesmen who tell the dealer ‘You would 
not get a haircut in one barber shop, a 
shampoo in another, and a shave in 
still another,’ but who tells him his job- 
bing house is one of service, that car- 
ries a full line of everything, and that 
he, the dealer, may concentrate on his 
purchases with his house; salesmen 
who tell his hardware dealer that the 
old way of doing business is over the 
dam and that his house is going to help 
him increase his profit; salesmen who, 
by reason of his cooperation with his 
dealers, is not subject to price competi- 
tion; salesmen who sell quality and 
policy. 

“A prominent executive is authority 
for the statement that less than one 
salesman in seven is able to help deal- 
ers solve their selling problems. He 
says that very few men on the road 
bother themselves with the business 
affairs of their customers or have suf- 
ficient merchandising knowledge to 
discuss intelligently the vital problems 
so close to every dealer’s heart. 

“Most dealers are vitally concerned 
with the problem of turnover—obtain- 
ing the largest volume of sales pos- 
sible with a minimum investment of 
stock. 

“The salesman who has given care- 
ful study to merchandising problems 
can usually offer suggestions that will 
better the previous record. In thus co- 
operating with the merchant, he not 
only makes a permanent friend, but 


increases his own earnings by adding 
to the dealer’s profits. 

“The newer salesmanship as we see 
it consists more of helping the mer- 
chant to sell than in urging him to 
buy. Plans that move the goods along 
to consumers at a profit insure re- 
orders which mean_ sustained and 
growing volume in the territory. 

“The executives present at this meet- 
ing can well afford to see that their 
sales forces are trained along these 
lines. If the sales manager is too busy 
to get out among the trade and spread 
the 1926 policy of his house, then hire 
an additional man to do the work. 

“Summarizing, I would say: The 
manufacturer’s plans are away ahead 





N. A. Gladding, E. C. 
Atkins & Co. 


of the jobber and dealer; so is his 
capacity. The common enemy, mail 
order, chain store, and twenty-five to 
one dollar is something that manufac- 
turer, jobber and dealer must reckon 
with. Whether we think so or not, it 
must be remedied, and pardon me in 
saying that in my humble opinion I 
have suggested a means that will go a 
long way. There can be better hard- 
ware dealers only if the jobbers make 
better jobbers of themselves.” 
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Left to right—K. E. Hormann, Penn Hdwe. Co.: L. G. Crouch, Smith-Wadsworth Hdwe. Co.; W. F. Barnes and L. D. Root, New York Wire 


Cloth Co.; D. E. Farrar, Corbin Screw Corp. 


Strugnell Predicts Good Business 


season, H. J. Strugnell, Remington Arms Co., Inc., Bridgeport, 


P) ‘season, H.3 good business, nothwithstanding the backward 


Conn., said he found an optimistic spirit prevailing among 


jobbers. 


He was the third speaker at the opening session presided 


over by Mark Lyons, McGowin-Lyons Hardware Co., Mobile, Ala., 


president of the Southern Hardware Jobbers’ Association. 


Mr. Strugnell said: 


“Conditions are so much better than 
they have been. Bank deposits are 
larger; money is easy, and interest 
rates low; collections have been good. 
The big mail order houses, the chain 
stores, department stores I think are 
all showing a_ satisfactory business. 
Most of that business—in fact all of it, 
with the exception of some department 
stores, is done on a cash basis which 
indicates that there is plenty of money. 
While there has been some curtailment 
in building, there is still a great deal 
of it going on over the country. If the 
jobbers and dealers will get after their 
customers and look after collections in 
getting the money in, they are going 
to be better off than ever before. 

“The New York papers have been 
commenting more or less upon the con- 
dition of the stock market as to the 
effect it is going to have on business. 
I think that should be discounted great- 


In part, 


ly. A good many of the stocks have 
had big tumbles, but we know that all 
stocks in which we are concerned are 





Liew Soule, Hardware Age 


at Opening Convention Session 


in a sound financial condition; the 
chain stores, the mail order houses, 
the dry goods stores have suffered par- 
ticularly, and yet their business has 
increased and there is no reason at all 
why those stocks should have tumbled 
as they have done. 

“A great deal of money has been let 
out for good purposes—for the up- 
building of the country. I think any- 
one who has any idea that the stock 
market is an indication of hard times, 
coming close at hand, is mistaken. 


“Another reason [ believe that busi- 
ness should be good, particularly in 
the hardware industry, is, because of 
the small carry-over. I have had a 
great many reports from men through- 
out the country, and outside of a few 
sections in our particular line of busi- 
ness, stocks are very low. 

“Reference was made here a little 
while ago to the dealer getting help 
from the manufacturer. The jobber 
salesman can aid his concern most if 
he will take advantage of the helps 
that are offered him. Too many of the 
salesmen do not pay enough attention 
to what is being done for them, and 
if they will become better acquainted 
with the help that is offered to them, 
they would profit considerably.” 





Left to right—James N. Mackin and N. A. Gladding, E. C. Atkins & Co.; R. W. Hatcher, Milledgeville, Ga., president, National Retail Hardware 
Association; J. &. North, North Bros. Mfg. Co.; T. James Fernley, secretary and treasurer, National Hardware Association; R. W. Shapleigh, 
Shapleigh Hdwe. Co., and S. Horace Disston, Henry Disston & Sons, Inc., president, American Hardware Manufacturers’ Association. 
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Left to right—J. M. Wood, Waterbury Co.; H. F. Kerber, Bethlehem Steel Co.; E. E. Yoder, Barker-Jennings Hdwe. Co.; 
W. H. Rattenbury, Landers, Frary & Clark, and John Budge, 


and Sullivan Mfg. Co.; 
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H. A. Dean, Towers 
Palm Beach Mercantile Co. 


W. D. Biggers Tells Convention that 
Business Conditions are Favorable 


conditions and the outlook for future good business, W. D. 


] ) consitions optimistic in his analysis of present business 


; Biggers, president, Continental Screen Co., Detroit, Mich., 
reviewed briefly outstanding factors in business conditions, such as 


building conditions, freight loadings, and agricultural progress. 


part, Mr. Biggers said: 


“Practically all business leaders look 
favorably on the present conditions 
and a continuation, of good business. 
Jobbers and dealers are carrying mod- 
erate stocks of merchandise, and prin- 
cipally goods that are always in de- 
mand. Very few merchants have any 
surplus stock on hand. This enables 
the merchant to turn his stdck more 
frequently and to use his investment 
to better advantage. The unseason- 
able spring weather of the past six or 
eight weeks has had the effect some- 
what of lessening the seasonable de- 
mand. These conditions, however, have 
not been so unusual as to actually cur- 
tail demand, but rather means a later 
business than usual on seasonal goods. 

“The general business conditions 
throughout the country are favorable, 
and fundamentally conditions are 
sound. It is true that we have had 
some unpleasant experiences in Wall 
Street in the speculative element. The 
country needs more workers and less 
speculators, and the experience of the 








At left—John Hazen, 


In 


past few weeks should have a bene- 
ficial and sobering effect upon hun- 
dreds of business men. 

“Building construction is well under 
way, and while there is a declining 
tendency as compared with the peak 
of the previous year, yet there is a 
tremendous amount of building going 
on in all parts of the country, and in- 
dividual territories should be watched 
closely for the benefits to be gained 
through the large volume in this in- 
dustry. 

“Freight carloading shows conclu- 
sively that there is a large volume of 
business being moved week by week, 
and as this business is all practically 
spot business very little of it is in the 
realm of speculative business; it should 
indicate that there is a good and 
healthy movement of all classes of mer- 
chandise. 

“Agricultural production, which al- 
ways has to be reckoned with when 
studying general conditions, has been 


Pittsburgh Steel Co. 
Hercules Powder Co., with A. G. Gilfillian, Ed. K. Tryon Co. 
retired from American Steel & Wire Co., present for Old Guard Dinner 





Above—C. W. Hymer and T. W. Fox, 
At right—George Markham, 


adjusted to such an extent that the 
farming industry as a whole is now in 
the best general position that it has 
been since 1920, and during the past 
year agriculture as a whole has made 
further progress toward normal stabil- 
ity. Farmers have paid off a substan- 
tial amount of indebtedness, and an 
increased sale of fertilizers, machinery 
and building materials indicate that 
the farm has been more productive. 
Farmers by experience of former years 
have learned that it is necessary to 
diversify not only their crops but their 
method of farming, and while it is too 
early to predict what 1926 will have 
in the way of crops, yet the weather 
conditions of the last few weeks, which 
have looked unseasonable to some of 
us who desired quick turns of our mer- 
chandise, may find that this has been 
in a general way of great benefit to 
the farmer and fruit grower, which in 
the end will bring greater prosperity 
to all lines of business. 

“On the subject of general prosper- 
ity I Want to say that the American 
worker is drunk with prosperity, not 
drunk from ‘booze.’ The worker and 
his family have more time, more op- 
portunity and greater means to enjoy 
the comforts and pleasures of life than 
they have ever had in the past or than 
they have in any other country.” 
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Left to right—B. D. Chenoweth and W. Partridge, H. P. Chenoweth Co.; J. H. Hoke, W. C. Farr and R. A. Smith, McKinney Mfg. Co., and 
R. W. Geer, Moleta Co. 


McKinney Gives Manufacturers’ View 


of Jobbers Holding Special Sales 


J. P. McKinney, Jr., McKinney Mfg. Co., Pittsburgh, Pa., 


fat a manufacturer’s viewpoint on jobbers’ special sales, 


and a member of the Manufacturers’ Association Executive 
Committee, expressed the opinion that such sales had a tendency 


to bring down resale values permanently on staple lines. 


He said 


this was particularly evident when sales were run for a month or so. 
His talk opened the Thursday morning discussion on price cutting 


and special sales. 


D. A. Merriman, American Steel & Wire Co., 


presided over this meeting. J. W. Tabor, a Texas jobber, followed 


Mr. McKinney, who said in part: 


“Judging from the widespread use of 
the Flier or printed special price sheet 
it would seem that a good many hard- 
ware jobbers feel that this method of 
merchandising is profitable. As I have 
always been in the manufacturing busi- 
ness it would seem rather presumptu- 
ous to say that they were entirely 
wrong. 

“As a manufacturer of a staple item 
it seems to me that this ‘special sale’ 
idea has a good many of the features 
of the ‘Spanish Bull Fight,’ with some 
staple item playing the sad and inglo- 
rious part of the ‘Bull.’ As a _ good 
lively bull with lots of go is necessary 
for a good fight, the staple item taking 
this part is usually one with a ready 
demand and a well defined market. 

“During the fight the bull is deco- 
rated with as many darts and other 
pointed scenery as possible, the suc- 
cess of the fight depending partly on 
the quantity of decoration the bull car- 
ries at the end of the fight. The staple 
item is also expected to gather up 
enough decorations in the form of other 
business to show a profit—writing off 
the bull as a total loss. However. 
there is one very sad feature—unlike 
the bull whose troubles are over for- 
ever, the staple item must struggle on 
for existence with very little profit. 

“The most important thing, how- 
ever, from the point of view of both 
the jobber and the manufacturer, is 
the effect of such sales. My observa- 
tion has been that in many cases profit- 
able resale prices have been destroyed 
on many staple items due to the effect 
of special sales. A glance through the 
advertising section of any newspaper 





will make one realize the hold special 
sales idea has in retail merchandising. 
Yet I do not believe that these sales 
have had the harmful effect as the 
special prices put out by the hardware 
jobber have. 

“One of the reasons I have heard 
given for the length of the special 
sales of the jobbers is that jobbers’ 
salesmen were unable to cover their 





J. P. McKinney, Jr. 


territories in a shorter period. It seems 
to me that the same argument would 
be good in the retail field. We see de- 
partment stores spending thousands of 
dollars in newspaper advertising for 
special sales of one or two days’ dura- 
tion, yet I suppose it would be literally 
impossible for all customers of any large 
store to get inside the building during 
that time. 


“There is no question that an _in- 
creased volume of business, even at a 
reduced price is profitable to both the 
manufacturer and jobber. It is dis- 
tinctly unprofitable, however, to drive 
regular resale prices on staple items 
down to a special sales basis, as is be- 
ing done. It would, therefore, seem 
that if the stimulation of special sales 
is necessary in the hardware jobbing 
business that the bad effect of such 
sales would be greatly lessened if ‘spe- 
cial prices’ were made for a shorter 
period. . 

“There is one side of the problem 
that I believe should be given consid- 
eration. It has been stated that ‘Mod- 
ern merchandising is not so much a 
competition between companies in the 
same industry, as a competition be- 
tween industries.’ This competition is 
for the consumer’s dollar. 

“Real increase in volume and profits 
for the hardware manufacturers, job- 
bers and retailers will in the long run 
depend on how much additional busi- 
ness can be brought into the hardware 
store. Special sales will not increase 
the total volume of business as in many 
cases the reduced prices are not even 
vassed on to the consumer. 

“As the jobber’s salesmen are in 
very close touch with the retailers they 
are an exceedingly effective force for 
better merchandising. 

“The real solid basis for increase in 
volume of business will depend upon 
the realization by all of us who are in 
the hardware business, that the real 
competition is with all other merchan- 
dise and concentration on campaigns to 
bring more business into the hardware 
stores.”’ 

J. L. Pitts, Brown-Roberts Hardware 
Co., Alexandria, La., president, South- 
ern Supply and Machinery Dealers’ As- 
sociation, said the only cut prices he 
liked, would be if he were the only one 
cutting the price or if he were the only 
jobber getting the cut price. Mr. Pitts 
said cut prices did not increase profits 
or volume on hardware as hardware is 
sold only when there is a need for it 
and then it can be sold regardless of 
price. 
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Top Picture—Officials of the Old Guard for 1926 

tc J to Ae «4. 1. L. E. Davis, Harry Speck, R. E. Mann, H. J. Strugnell, C. L. Reierson and W. G. Shelton, Remington Arms Co., Inc, 

razer, Henry Disston and Sons, Inc. 3—J. E. Stone, Stanley Works, Wm. M. Brezette, Phoenix Horse Shoe Co., and Wm. E., 

Mu arphy, Horse Association of America. 4—R. T. Suddendorf, Witt Cornice Co.; W. C. Wente and F. H. Wente of Walter L. Wente & Son. 

. B. Cragg, H. S. Warren, R. E. Greenwood and_ Solon Rogers of Simonds Saw & Steel Co. 6—J. L. Donnelly, W. H. Joesting and R. W. 

Norris of Western Cartridge Co.,. with R. M. Miller, Railev-Milam H“we. Co.; F. I. Clark, Iver Johnson Arms and Cycle Works, and F. E. 
Morancy, Western Cartridge Co. 7—Howard Heitman, Butler Laboratories, Inc., formerly official hardware convention reporter. 
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Left to right—P. F. King, L. S. Pickup, Mrs. Sol Levy, J. E. Stone, Mrs. Tillman Calvert, R. M. Parsons and James Hutchinson, all of Stanley 
Works, and Mrs. W. W. Crandall, B. E. Strader, Peters Cartridge Co.; G. E. Barton, Ames Tool & Shovel Co.; Geo. Crane, Red Jacket Mfg. Co. 


Grow Your Own Executives 


the Manufacturers’ Association, P. F. King, of Stanley Works, 


ee ee the routine business of the executive session of 


New Britain, Conn., gave an instructive talk on the training 


of men in the ranks for executive positions. 


Many manufacturers 


present requested a copy of this talk, which is given here practically 


in full. 


S. Horace Disston, vice-president in charge of sales, Henry 
Disston and Sons, Inc., Philadelphia, and president of the American 
Hardware Manufacturers’ Association, presided. Mr. Disston made 
a-brief introduction and said he intended to get right down to 


business. 


Retiring secretary and treasurer, Fred D. Mitchell, read 


his last report and announced that his successor would be Charles 


F. Rockwell of Meriden, Conn. 


This business was followed by the 


talk of Mr. King, who said in part: 


“In the present age of materialism 
the ‘go-get-him’ spirit sometimes gets 
out of hand and we place so much em- 
phasis upon the material side that we 
forget and get the cart before the 
horse. We act as if business were an 
end in itself instead of a means to an 
end, as if we lived to do business in- 
stead of doing business to live. 

“Long before business as we know 
it came into being man was living and 
the only reason for its coming in was 
that it might serve him better, make 
him happier and I feel that that is 
something which business should do. I 
think it does it generally. Of course, 
we all get considerable satisfaction in 
life out of the work which other large 
groups are doing, the use of things 
they produce, and make, but that will 
not compensate us unless we get a real 
satisfaction out of what we are doing 
ourselves, because we spend most of 
our waking hours in our own particu- 
lar line of endeavor. We have it by 
Divine authority that man must not 
live for bread alone. Money, of course, 
is absolutely necessary to cater to the 
physical side of his nature, but there 
is a something else, a something with- 
in, more important, which craves rec- 
ognition and a chance to grow. There 
is no man, I believe, that does not look 
forward to the time when those things 
which are now beyond his grasp may be 
here. He needs the lure of opportunity. 

“TI really feel that the leaders in our 
industry have recognized these things 











over a period of years and their atti- 
tude toward their associates has been 
such as to build up a spirit in which 
it is easy for a man to grow. 

“I feel that a right atmosphere ex- 
erts influence on individual growth just 
the same as climate does on animal 
and vegetable growth, but will not do 
of itself. There must be something 
else. 

“Every year prior to graduation time 
one of our organization goes out and 
meets the prospective graduates from 
high schools and colleges and we take 
in a number of them, even though we 
have no immediate need for them. We 
just put them in the business in any 
place we can use them at the time. 
They are not subjected to any real sys- 
tematic training. They are just given 
a chance to show. Periodically, we 
make personal inventories and we find 
out how they are handling the job, also 
how they have registered in the minds 
of a number of associates with whom 
they come in contact. In that way we 
not only get a line on their ability but 
find out how they are apt to fit in our 
organization, whether they will in- 
crease or decrease the teamwork. 

“We place a good deal of stress on 
teamwork and we think it adds a great 
deal to the efficiency of our organiza- 
tion. Now I realize that the plan of 
bringing in for important places people 
who have shown their ability else- 
where might very well give us an equal 


or possibly a greater amount of mate- 
rial success. But our plan has worked. 
And I think the other plan would re- 
sult in a loss to us in one great essen- 
tial, and that is the esprit de corps of 
our organization. 

“We do not do anything that ap- 
proaches paternalism in the handling 
of our people. We just give them every 
assistance to bring about their own 
growth. We do, however, make it pos- 
sible for anyone in our organization 
to gain a proprietory interest in our 
business by allowing them to subscribe 
for stock on a favorable basis and pay 
for it on the installment plan. We 
think this broadens the interest and 
it is taken advantage of to a very large 
degree, so much so that our annual 
meetings are really pretty large affairs. 

“Another thing we do which I think 
has a great deal of influence upon our 
people, something that I know is used 
quite generally but in many places I 
have learned it does not work out very 
well—-with us it has been really valu- 
able, so valuable that we wouldn’t con- 
sider discontinuing it—I refer to the 
suggestion box plan, which no doubt 
some of you use. Perhaps some little 
detail in the way we handle it may be 
of interest. 

“We have a committee composed of 
representatives of the general office, 
sales, manufacturing and engineering. 
That committee has a secretary who is 
the only one in the organization who 
has access to the suggestion box. 
All of our help are urged to put on 
paper any suggestion whatever per- 
taining to the business. The secretary 
collects those and transcribes them to 
another blank sheet and submits them 
anonymously to three or four people 
who from their position or experience 
would be best qualified to pass upon 
the worth of those suggestions. The 
anonymous suggestions with the re- 
ports from these three or four people 
are passed on the suggestion commit- 
tee which either accepts or rejects. If 
the suggestion has to do with comfort 
or convenience or safety an award is 
fixed right there. If it has to with a 
mechanical improvement effecting a 
saving, the cost department estimates 
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Left to right—D. W. Macomber, Peck, Stow & Wilcox Co.: H. R. Davies, Hoopes & Townsend; R. C. Murphy, Fairmount Tool & Forging 
Co.; E. J. Newey, Newey Sales Co.; R. P. Boyd, Savage Arms Co., secretary, Old Guard; F. Herbert Smith, Nicholson File Co., and newly 


elected president, Old Guard, Fred M. Huggins, Lalance & Grossjean 


the saving and an award is made based 
upon the saving. 

“Recently we had two problems 
which bothered us for some time and 
the people whose business it was to 
solve them had not made satisfactory 
progress and we invited suggestions on 
those two particular problems and re- 
ceived quite a number from _ places 
where you would never think they were 
thinking of that. And out of that we 
got the answer to those two problems 
resulting in the payment of $400 to 
the suggestors, making them feel good 
and immediately giving us something 
enabling us to improve our process. 

“Of course, we take advantage of all 
the athletic activities that may inter- 
est our people, not merely to amuse 
them and solidify the organization by 
improving acquaintanceship, but we 
feel that in those various activities 
outstanding characters show _ them- 
selves, fellows who want to lead, who 
are willing to work hard to lead. They 
come above the surface and they are 
worth while to keep an eye on. They 
are arranged by the people who are in- 
terested, and not from the _ people 
above. So if at an outing our president 
finds himself in the potato race, he has 


& Co. 


had nothing to do with it and he goes 
through with it. 

“Every department of our work 
ties in definitely to some one man, 
but he has the advantage of dis- 
cussing the major problems of his de- 
partment with others who might be 
2ble to contribute something to a solu- 
tion of a question and he does not need 
to pay attention to them if he does 
not feel so disposed, but at least it 
does not hurt him and in the meantime 
four or five people are becoming ac- 
quainted with all the details that enter 
into that branch of the business, so that 
if one man passes out others in that 
department will know what to do. 

“‘We have such committees as the ad- 
visory council, composed of the major 
executives who deal with the major 
problems of the business. We have the 
sales committee, the new goods commit- 
tee, which decides on modification of 
our line or additions to the line, indus- 
trial committee, and so forth. We have 
quite a number of them. However, we 
are careful to see they do not get out 
ef hand and defeat the purpose for 
which they were instituted—namely, to 
contribute to the efficient conduct of 
cur business.” 


Hardware Delegates Visit Stone Mountain— 
Enjoy Interesting Entertainment Features 


EVERAL bus loads of hardware delegates and their ladies made 
the trip to the famous Stone Mountain, about twenty miles out- 
side of Atlanta, on Wednesday afternoon, there being no session 


of the joint convention. 


At the foot of the mountain, in the 


sculptor’s studio, a guide displayed a model of the historic memorial 
to southern soldiers, explained the method of carving the huge monu- 
ment and gave many interesting points regarding the work and 


the difficulties encountered. 


The entertainment features were exceptionally good at this con- 
vention, with characteristic southern hospitality in full swing. 
Wednesday evening the Yaarab Shrine Chanters gave a concert, 
followed by a ball in the ballroom of the Atlanta-Biltmore Hotel. 
Thursday afternoon there was a card party and tea dance; Thurs- 
day evening a theater party, and on Tuesday a sight-seeing tour 


was provided. 


The Stone Mountain trip and the several other entertainment 


features were thoroughly enjoyed and well attended. 





Mfg. Co.; Jos. Orgill, Orgill Bros. Co., and J. E. Haviland, J. E. Haviland 


Southern Jobbers Re- 
Elect Mark Lyons Pres. 


L. M. Stratton and John L. Keith 
Chosen as Vice-Presidents— 
B. Morrison, R. J. Ogillbie 
and T, R. Frazer Selected 
for Advisory Board 


Mark Lyons, McGowin-Lyons Hard- 
ware Co., Mobile, Ala., was reelected 
president of the Southern Hardware 
Jobbers’ Association, at the close of this 
organization’s joint annual convention 
with the American Hardware Manu- 
facturers’ Association held at the At- 
lanta-Biltmore Hotel, Atlanta, Ga., 
May 4 to 7. L. M. Stratton, Stratton- 
Warren Hardware Co., Memphis, Tenn., 
was chosen first vice-president and 
John L. Keith, E. L. Wilson Hardware 





L. M. Stratton 


Co., Beaumont, Tex., was selected as 
second vice-president. Charles H. Ire- 
land, Odell Hardware Co., Greensboro, 
N. C.; B. Morrison, Fones Bros. Hard- 
ware Co., Little Rock, Ark.; R. G. 
Ogillbie, Thomas Ogillbie Hardware 
Co., Shreveport, La., and T. R. Frazer, 
King Hardware Co., Atlanta, Ga., were 
elected to the executive committee. 

John Donnan, W. S. Donnan Hard- 
ware Co., Richmond, Va., continues as 
secretary and treasurer and Col. Peter 
O. Knight, Tampa Hardware Co., as 
general counsel. 
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S. Horace Disston Extends Greeting to 
Southern Hardware Jobbers 


Speaking officially as presi@ent of 
the American Hardware Manufactur- 
ers’ Association, S. Horace Disston, 
vice-president in charge of sales, Henry 
Disston & Sons, Inc., Philadelphia, Pa., 
extended hearty greetings to the mem- 
bers of the Southern Hardware Job- 
bers’ Association at the opening session 
of the joint convention in the Atlanta- 
Biltmore Hotel, Atlanta, Ga., May 3. 
Mr. Disston’s greeting was: 

“T bring to our friends, the southern 
jobbers, hearty greetings. We have 
always enjoyed these meetings with 
you. We look forward from one year 
to the next for this opportunity. While 
we don’t always agree, we are striving 
always to do what we think for the 
best of the industry. 

“Nevertheless, we have many prob- 
lems to solve and we are going to go 
about solving them, certainly, in our 
own ways, but always looking toward 
a business Utopia.” 


F. Herbert Smith Elected 
President of Old Guard 


F. Herbert Smith, Nicholson File Co., 
was elected president of the Old Guard 
succeeding A. R. Sissons, Henry Diss- 
ton & Sons, Inc., H. A. Dean, Tower 
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S. Horace Disston, Manufacturers’ President 


Memphis, Tenn., Next Year 
for Joint Convention 


The next annual joint convention of 








May 13, 1926 


Co., had charge of arrangements and 
was official convention check indorser. 
W. A. Parker, Jr., Beck & Gregg Hard- 
ware Co., took care of the entertain- 
ment features. 

The local reception and hotel com- 
mittee was in charge of William Akers, 
King Hardware Co., Atlanta, and Pal- 
mer J. Smith, of the Beck & Gregg 
Hardware Co., handled the finance com- 
mittee work. T. R. Frazer, also with 
King Hardware Co., had charge of 
auditing and S. C. Dinkins took care 
of those who wished to play golf. 


Secty. Donnan’s Tribute 


to Departed Members 


A touching tribute was paid to the 
memory of members who “have been 
gathered to their Glorious Reward by 
the Great Unseen Hand,” by Secretary 
John Donnan of the Southern Hardware 
Jobbers’ Association. 

Mr. Donnan said in part: 

“These men, in their short span here 


on earth have done their work well and 


standard toward: which their 


the Southern Hardware Jobbers’ Asso- | 


ciation and the American Hardware 


| Manufacturers’ Association will be held 


& Sullivan Mfg. Co., was chosen first | 


vice-president, and George H. Hillman, 
Winchester Repeating Arms Co., was 
selected as second vice-president. These 
officers and the new executive commit- 
tee were chosen during the joint con- 
vention of the Southern Hardware Job- 





R. P. Boyd, Secretary, and F. Herbert Smith, 
newly elected President of the Old Guard 


bers’ Association and the American 
Hardware Manufacturers’ Association 
at Atlanta, Ga., May 3 to 7. 


at Memphis, Tenn., the early part of 
June, 1927. Exact dates and other in- 


formation will be announced later. The | 
location of next year’s joint meeting 


was decided by the proper committee 
at the close of the 1926 joint conven- 
tion in Atlanta, May 3 to 7. 


Head of Local Committee | 


W. C. Holleyman, Beck 


& Gregg 


Hardware Co., Atlanta, Ga., was exec- | 
utive chairman of the local convention | 


_per, National Enameling & Stamping | > kn 1 
/no memorials to their lives is neces- 


W. A. Corry is chairman of the new | 


executive committee and will be as- 
sisted by Edward J. Newey, Newey 
Sales Co., T. E. Parnell, J. T. Powell, 
George E. Eddy, Lockwood Mfg. Co., 
and Col. Frank Guildner, Sargent & 
Co. 


R. P. Boyd, Savage Arms Co., was 
reelected secretary and treasurer. 


committee for the joint convention in | : 
greater heights in the Great Beyond, 


Atlanta, May 3 to 7, assisted by special 
committee chairmen. George H. Har- 





W. C. Holleyman 


their sterling characters will ever be a 
fellow 
men’may strive. True, God-fearing, 
and upright, they have passed from 
their mundane tasks to rise to even 





— Donnan, Secretary- 
reasurer, Southern Job- 
bers Association 


and our loss has been Heaven’s gain. 
“To those of us who knew them well, 


On this occasion, however, it 


seems fitting that we, the members of 
| this Southern Hardware Jobbers’ Asso- 
ciation, should do honor to the names 





of George G. Moore, Nelson Hardware 
Co., Roanoke, Va.; Michael Loeb, Loeb 
Hardware Co., Montgomery, Ala.; 
Captain W. W. Woodruff, W. W. Wood- 
ruff Hardware Co., Knoxville, Tenn.; 
Joel Williams Murchison, J. W. Mur- 


_chison & Co., Wilmington, N. C., and 


Ben J. Schuster, Selma, Ala. To mem- 
bers of the Old Guard who have passed, 
we pay respect: Henry P. Chenoweth, 
Jacksonville, Fla., and Arthur Jones, 
Pittsburgh, Pa. To members of the 
Manufacturers’ Association, respects 
are also paid: Samuel D. Latty, Kirk- 
Latty Mfg. Co., Cleveland, Ohio.” 
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Mansfield Tire and Rubber Co., with G. M. 
E. E. Baldwin, Corbin 
S—W. T. 


Rankin, Teague Hdwe. Co. 
Southern Machinery & Supply Dealers Association. 6—Frank J. Koch, McKinney 
A. P. Van Schaick, American Chain Co. 


Earl, Oneida Community, 
7—W. C. ae American Chain Co.; ; W. C. Holleyman. Beck & Gregg Hdwe. Co., and 
9—Henry A. Squibbs, American Steel & Wire Co. 


i—H. E. ~o- Southern District sales manager; J. S. Wainright, general sales manager, 
Percy Mills, Moore Push Pin Co. 3— Griswold, Corbin Cabinet Lock Co., an 


"sean, Voutea Hardware Co.; Harry K. Zust, Camillus Cutlery Co., and 
Ltd., and Alvin M. Smith, secretary, 


Left to right. 
Baird, G. M. vv: A Co. 


Screw Corp. 4—W. M. 


Mfg. Co. 
8—T. E. Hoffman, John H. Graham & Co., and R. O. Arnold, Mallinson Braided gs Co. 
10—George Hatch, Millers Falls Co.; E. E. Black, Greenfield Tap & Die Corp., and J. E. Kelley, Simonds Saw & Steel Co. 11—J. H. Oliver, 
Oliver Bros., Inc.: C. L. McDill, C. D. Franke & Co., and Wilson Oliver. Oliver Bros., Inc. 12—T. W. Porter, U. S. Hame Co.. and F. E. 

Sr‘+h, Heller Bros. Co.; R. R. Wendt and H. R. McGlue, Phoenix 


Pharr, Buhrman-Pharr Co. 14—A. J. Beatty, Tredegan Iron Co - 
Horse "Shoe Co. 
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Left to right—F. E. Morancy, Western Cartridge Co.; Jess Harrington, Harris Hdwe. Co.; R. W. Norris, Western Cartridge Co.; J. M. Hodges, 


Harris Hdwe. Co.; Paul Washburn, Council Tool Co.: 


Jack P. Dunphy, Yale & Towne Mfg. Co., and R. L. Rogers, Payson Mfg. Co. 


Conditions in Southwest Are Outlined 
by F. EK. Pharr of Texarkana, Ark. 


FFERING a picture of progress in the great Southwest, 

F. E. Pharr, Buhrman-Pharr, Texarkana, Ark., was the 

second of three speakers to talk on the business and financial 

conditions in the different sections of the South. He followed Col. 

Peter F. Knight and was in turn followed by H. J. Allison, Glas- 
gow-Allison Hardware Co., Charlotte, N. C. 


In part, Mr. Pharr said: 

“We have come to know long agvu 
that it pays to diversify and to not de- 
pend upon a single commodity. Texas 
with her Brownsville section is rapidly 
being populated and placed into culti- 
vation and is becoming recognized as 
a great source of trucking and fruits. 
Louisiana with her gas, her sugu: and 
her lumbering; Oklahoma with her hay, 
grain, cattle and coal. Arkansas alone 
produces more oil than Pennsylvania, 
the mother of petroleum; more apples 
than Oregon, Michigan or Missouri; 
more cantaloupes than Colorado; more 
strawberries than California;  one- 
twelfth of the cotton seed products of 
the United States; the largest peach 
orchard under one managment in the 
world and the only diamond field in 
North America. Arkansas has come 
to be known as the Wonder State; 
wonderful in that she has the most 
diversified soil of any State in the 
Union; wonderful in her production of a 
greater variety of crops; wonderful in 
her diversification of timber with more 
than sixty different varieties of com- 
mercial wood. Five million acres of 
reclaimed valley land and one and one- 


half million acres of forest reserve. 

“A large percent of all the bauxite 
in America comes from Arkansas, won- 
derful mountains, magnificent scenery 
and possibly the best watered State in 
the Union. The State with more miles 
of navigable streams than any State 
in the Union, with more miles of navi- 
gable streams than any country of 
similar area on earth. Cheap lands, 
traversed by a network of great high- 
ways where protracted drouths are un- 
known, where snow storms never come 
and where the sunshine defies the win- 
ter—verily the land of the fountain 
of perpetual youth. 

“Industrially, the Southwest is rap- 
idly coming into prominence. Fifteen 
years ago she was almost entirely de- 
pendent upon agriculture. When the 
1910 census was taken, she was an- 
nually producing but one-half billion 
dollars’ worth of manufactured prod- 
ucts. Since that time the Southwest 
has not only brought her agricultural 
production up to where she has become 
a great factor in the nation’s total, but 
has also increased the value of her 


manufactured goods six times. The 
Southwest is now manufacturing three 
billion dollars’ worth of goods annually, 
having built and put into operation 
since 1923 more than 850 manufactur- 
ing establishments. 

“That the Southwest has taken its 
place alongside the manufacturing cen- 
ters of the country is evidenced by 
these facts; and yet the field is virgin 
and the tremendous possibilities of this 
great Southwest beckon you manufac- 
turers to come. 

“Agricultural conditions are not the 
best we ever saw, on account of the 
lateness of the season and the prospects 
for a bumper cotton crop are more or 
less handicapped. However, our peo- 
ple never showed more determination 
and a desire to work. Plenty of work 
for everybody and very little unemploy- 
ment. Happiness and contentment we 
all know are productive of great pos- 
sibilities, and with our greatly diver- 
sified methods of operation, we do not 
anticipate any great calamity. 

“As to mercantile conditions, would 
say that for the last six months of 
1925 and the first three months of 
1926, we were ‘sitting on top of the 
world.” We gathered bumper crops, 
sold them at a good price and money 
was plentiful, but this could not go on 
forever, and, true to the laws of av- 
erages, about April 1 we began to 
feel a falling off in business.” 





Left to right—Major A. E. Foote, Department of Commerce; Charles J. Heale, Hardware Age; C. Yantis, Shapleigh Hardware Co.; Fred. D. 
Mitchell, retiring secretary-treasurer of the American Hardware Manufacturers’ Association, 


and Ike Black, Russell & Erwin Mfg. Co. 
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Left to right—P. M. Atkins, Monroe Hdwe. Co., Ltd.; J. F. Balz, Yale & Towne Mfg. Co.;: A. 


H. Bohlander, H. L. Brown Fence & Mfg. 


Co.; Geo. T. Price, Kelley Axe & Tool Co.; P. M. Atkins, John Allen, Bona-Allen Co., and W. C. Holleyman, Beck & Gregg Hdwe. Co. 


Cut Prices Do Not Increase Profits, 
Avers J. W. Tabor of Waco, Texas 


ECLARING that volume and profits are not increased by cut- 

ting prices, J. W. Tabor, McLendon Hardware Co., Waco, 

Tex., reviewed some of the evils of cut prices. He paid 
tribute to manufacturers who distribute through jobbing channels 
exclusively and make an effort to maintain resale prices. He spoke 
at the joint session Thursday morning, during the session presided 
over by D. A. Merriman, American Steel & Wire Co. In part, 
Mr. Tabor said: 


“Conditions have changed since the 
days of barter and trade. It is now a 
matter of merchandising, and mer- 
chandising is not simply buying and 
selling goods. Anybody can buy in a 
haphazard sort of a way, and anybody 
can sell if their price is lower than 
that of every one else, but it takes a 
man of courage and force of character 
to sell merchandise. First: He must 
sell his house their willingness and 
ability to serve their trade correctly. 
Second: He must be able to sell him- 
self; he must demonstrate to his trade 
that he is square, that his practices 
are always on the level, that his cus- 
tomers will always get what they buy 
—and nothing else. If such methods 
are pursued there will be no need of 
cutting the price, provided you are not 
trying to rob your trade in the first 
place. An exorbitant price is some- 
times the cause of cut price later on. 

“What is a cut price? It is not a 


price that has been established by a 
manufacturer for the jobber or for re- 
sale to the trade, provided that price 
is legitimate to start with; it is not a 





Cc. L. Riererson, 
oui ~ Arms 
0. 





Frank Guildener, 
Russell Guildener, 
Wagner Mfg. Co. 


“Father and Son’’—Col. 
Sargent & Co., and J. 





price established by a jobber to his 
trade, if figured on a reasonable return 
for his investment, but it is a price 
that is made on competitive merchan- 
dise just in order to be slightly under 
a competitor to try to draw away a 
part of his patronage.”’ 

Mr. Tabor said that often the job- 
ber’s salesman is partly responsible for 
cut prices. A dealer, he said, will re- 
port a better price or better freight 
allowance from another jobbing house. 
The salesman passes the report to his 
sales manager and without further in- 
vestigation his house decides to meet 
the alleged conditions. Many times, 
the speaker said, both the dealer and 
salesman are misinformed and could 
easily get the true story by investiga- 


tion. As a remedy Mr. Tabor sug- 
gested: 
“If the executives had the moral 


stamina and backbone to figure a legiti- 
mate profit on their merchandise, and 
then. have their men to understand that 
this was the price at which they were 
to sell everybody in the trade—travel- 
ing man, jobber, retailer and all— 
would be far better off. It is estimated 
that in order to cut your profit 5 per 
cent it is necessary to increase your 
volume of 20 per cent.” 


C. W._ Asbury, 
Enterprise Mfg. 
o. O a. 
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Left to right—John A. Denholm, J. D. Bayley, C. A. Merriman, H. B. Bayley and M. H. Waller, all of John M. Hart Co.: N. Shadburn, U. S. 
Hame Co.; D. Shadburn. 


Regular Staff Sells Auto Accessories 
Very Successfully, Says Bidez 


ods for selling this class of equipment, Mark Lyons, president 

of the jobbers’ association, read a paper prepared by R. L. 
Bidez, associated with him in the McGowin-Lyons Hardware Co., 
Mobile, Ala. Frank L. Campbell, U. S. Chain & Forging Co., Pitts- 
burgh, Pa., vice-president of the manufacturers’ association, pre- 
sided over this section of the final joint session. T. W. McAllister, 
editor, Southern Hardware Journal, gave an outline on the southern 
market for auto equipment and accessories, using charts and figures 
which he had recently compiled for this purpose. Following this 
analysis, Mr. Bidez was to have offered his talk on selling methods 
for this market. He was unable, however, to be present. His paper 


in part follows: 


iz the discussion on the southern automotive market and meth- 





“Selling the auto accessories and accessory department, just as we have 
equipment market,” is not a task} hardware, mill supply, sporting goods, 
for the jobber to do alone, but the | machinery and electrical supply depart- 
manufacturer, the jobber and_ the | 
dealer each has his place in the picture. | 
I think the jobber has the biggest end 
of the job to do. As a matter of fact, 
his job is the biggest one in selling al- 
most any market, and I sometimes 
think that’s why he’s called a jobber— 
because he always has a job on his 
hands. | 

“I think a great many hardware job- | 
bers have hesitated entering the auto- 
motive accessory and equipment field 
because they have felt that it is one 
with which they are not familiar, and 
to successfully handle accessories and 
equipment would mean a considerable | 
addition to overhead expenses, an en- | 
tirely new department, an additional | 
specialty sales force and possibly a 
change in their business methods and 
even their policies. This is true to a 
certain extent, and as a matter of fact, 
there are some hardware jobbers who 
profitably operate their automotive de- 
partments almost entirely independent 
of their other business. Far be it from 
me to say that their methods are wrong. 
There’s not one of them whom I’d dare 
challenge for debate on the question. 
But we have used the other method, 
that of selling the automotive market 





Frank L. Campbell, Vice- 
President, the American 
Hardware Association 


ments, but we do not have a special 
sales force for each department. We 


independent of our general catalog, and 
we make all of our salesmen (fifteen 
of them), or at least try to make them 
value their accessory catalog just 
as highly as they do their general 
with our regular sales force, and have catalog. Of course, we have our star 
secured, we think, good results. accessory salesman, just as we have 

“Of course, we have an automobile | our leading hardware and mill supply 


| 
| 
| 
j 
! 
| 











| 


salesmen. And, by the way, we made 
him, too; took him off the city sales 
floor where he had learned the general 
hardware lines and sent him out to 
work the city automobile dealer trade. 
He’s a real salesman, and it didn’t take 
him long to learn that those engaged in 
the automobile business are just reg- 
ular honest-to-goodness human beings 
—merchants just like the hardware 
merchants with whom he had done 
business before. That’s the big idea, I 
believe, to put across to your sales 
force. That the automotive accessory 
and equipment line is a regular, legiti- 
mate, profitable merchandising propo- 
sition. That the same fundamental 
principles of salesmanship that have 
enabled him to become a _ successful 
hardware or supply salesman, if ap- 
plied to the accessory line, will surely 
make him a successful accessory and 
equipment salesman and a more valu- 
able man to his house. 

“We encourage the manufacturers’ 
representatives doing work in the ter- 
ritory with the salesmen. I said in the 
beginning that the manufacturer had a 
place in the selling picture, and here’s 
where he comes in. Don’t misunder- 
stand me. I am not one of those who 
think the manufacturer ought to sell 
the goods to the jobber and then sell 
them for him. It is a fact, however, 
that the jobber’s salesman has hun- 
dreds of items to sell and the manu- 
facturer who not only sees that his 
goods are well advertised but who does 
his part toward teaching the jobber’s 
salesman their selling points is the one 
who is getting and who will always 
get the volume business. 

“If the hardware jobbers can make 
their salesmen realize that the auto- 
motive market offers them a tremen- 


issue an automobile accessory catalog | goys volume at a nice margin of profit, 


that it doesn’t take any trick or freak 
salesmanship to get it, that it’s a legit- 
imate well established business that be- 
longs to them almost for the asking 
(and it does) they won’t need to mate- 


_rially increase their sales force to get 


the business. 
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Left to right—J. R. Shadburn, Shadburn Bros.; A. A. Bohlander, H L. Brown Fence & Mfg. Co.; Jack Finch, Tower Mfg. Co.; J. Bailey 
Southern Cooperative Foundry Co.; Chas. F. Fetter, Jacksonville, Fla.; O. I. Newton, Jacksonville; Mrs. Chas. F. Fetter, J. P. Ridgers 
and Mrs. J. P. Gordon 


Gordon, 


Houston Dudley Otters Suggestions 
on Surplus and Imperfect Goods 


jobbers and dealers in the handling the return of surplus or 

imperfect merchandise, Houston Dudley, vice-president, Gray 
& Dudley Co., Nashville, Tenn., gave the Thursday morning joint 
session a practical solution of this problem. He spoke during the 
last section of the Thursday meeting, which was presided over by 
John M. Williams, Fayette R. Plumb, Inc. 

Mr. Dudley said stove manufacturers, through thefr association, 
have issued circulars illustrating and describing the right and wrong 
way to erect and operate a cook stove. When a dealer or user com- 
plains about a stove, the manufacturer sends him a circular, with 
which aid the trouble is usually eliminated. He suggested similar 
practice for hardware manufacturers. In suggesting a solution of 
this problem for hardware manufacturers and jobbers, Mr. Dudley 


said in part: 


(| jotiers for fair-minded cooperation among manufacturers, 





“The manufacturer should not be should not ship the merchandise back 
held responsible for the surplus stock to the manufacturer without the manu- 
of the jobber or retailer. On the other facturer’s consent, requesting a credit 
hand, the manufacturer should, in ev- memorandum. 
ery reasonable way possible, assist both “In fact, we are opposed to manu- 
the jobber and the retailer to dispose 
of their surplus stock without a loss 
to them and at a profit if possible. 

“In some instances, surplus stock 
may be on account of the wrong sizes 
or style for that particular territory, 
in which case the manufacturer can and 
should help the jobber or retailer sell 
these sizes in some other market where 
there is a demand for them. 

“A manufacturer, however, should 
not make statements that would not be 
practical for him to live up to and that 
would lay himself liable to be imposed 
upon by jobber or retailer. My experi- 
ence has been that the manufacturer 
who cooperates with the jobber on a 
reasonable basis is the most success- 
ful, loses less customers by misunder- 
standings and keeps his line in with 
that particular dealer. 

“By cooperation, I mean to say in 
the event the jobber or dealer has sur- facturerserendering credit memoran- 
plus stock, the jobber or dealer should dums. We rather favor replacements. 
know he should not hesitate to call on If, therefore, a manufacturer should 
the manufacturer to help him dispose arrange to take the surplus stock off 
of it. That particular jobber or dealer the hands of any one of his customers, 





Houston Dudley 


he should ship other sizes or other 
merchandise in the place of same and 
the transportation charges should be 
at the expense of the dealer. 


“Styles or patterns sometimes change, 
like ladies’ hats, in certain sections 
and it happens that a jobber will oc- 
casionally find himself over-stocked on 
some particular style or line of mer- 
chandise that has quit selling on ac- 
count of some new pattern. In that 
event the manufacturer, from whom he 
bought the merchandise, should if prac- 
tical, take up the old style and ship 
the new, the jobber paying transporta- 
tion charges, assuming of course that 
the manufacturer can sell the old style 
merchandise in some other territory. 
We consider this a good opportunity 
for that manufacturer to give a little 
demonstration on his part of his desire 
to cooperate. 


“Now as to imperfect merchandise, 
it goes without argument that a manu- 
facturer should replace any imperfect 
merchandise in the hands of either the 
jobber or the retailer, provided and 
assuming that the imperfection means 
a defect in the manufacture of the ar- 
ticle. There should be no argument 
about furnishing a perfect piece of 
merchandise for an imperfect piece, 
assuming the imperfection is the fault 
of the manufacturer. 

“There is, however, a possibility, I 
might say probability, of the manufac- 
turer being imposed upon unless he 
protects himself to the extent of mak- 
ing it very clear just what kind of 
guarantee he really gives on the mer- 
chandise he manufactures. 

“In other words, gentlemen, we man- 
ufacturers should deal with the jobbers 
on a liberal cooperative plan. We 
should not replace our pocket knives 
when they have been used as screw 
drivers or our axes when they have 
been used as rock hammers, remember- 
ing always that our best asset is a 
satisfied customer.” 
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Left to right—John McR. Williams and F. J. Wachter, Landers, Frary & Clark; Chas. E. Roberts, Columbia Tire & Rubber Co.: John E. 
Avery, for 26 years associated with the ammunition industry; Bob Jones, Clyde Cutlery Co.; Mrs. and Mr. J. F. White, Knight & Wall Hdwe. Co. 


Will Service and Quality Retain 
Customers? Asks A. E. Alverson 


turned the meeting over to W. H. Rattenbury, Landers, 

Frary & Clark, New Britain, Conn., who acted as chairman, 
with the question topic ‘‘Will intelligent service and quality goods 
retain customers.” Mr. Rattenbury likened the quality in goods to 
the pedigrees among families, saying that both are obviously marked 
either good or bad. He said that continued profits gave a company 
its only reason for being and staying in business and that continued 
profits were a matter of good salesmanship. 


A. E. Alverson, Greenlee Bros. & ———————_ abi 
Co., Rockford, Ill., and a member of chandising of the particular product. 
the manufacturers’ associated execu- Mr. Alverson said that hardware ad- 
tive board, told of his motor trip from Vertising should contain a merchandis- 


that city to Atlanta and said he noted ing story and not be overdone with 


SOLLOWING the discussion on price cutting, D. A. Merriman 





a real need for picks and shovels in superlatives. 
western Kentucky and a good markct John L. Keith, E. L. Wilson Hard- 
for fencing in western Georgia. He ware Co., Beaumont, Tex., newly 


elected second vice-president of the 


said that the hardware industry always : 
Southern Hardware Jobbers’ Associa- 


cherished a fear, first it was the mail 
order house, then the “Glorified Ped- 
dler” and now the chain store. To 
combat all feared competition he urged 
better salesmanship and said manu- 
facturers and jobbers must pass on to 
their respective customers better and 
more complete selling information if 
they wish to sell more of their own 
goods. He suggested that jobbers’ 
salesmen might do better if they were 
able to specialize more on some of the 
basic lines like cutlery, builders’ hard- 
ware and tools. He told how one com- 
pany places in each package a slip 
addressed to the retail clerk. This slip 

bears information on the retail mer- A. &. eer < ~cuene Bros. 
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Left to right—J. H. Hoke, McKinney Mfg. Co.; W. C. Wendt, Richards-Wilcox Mfg. Co.; 


Norman Mintz, Silver Lake Co.; J. 


tion, said that a love of quality is born 
in each one of us and that quality 
goods deserve high grade service. He 
suggested that executives yield to 
young men in their businesses and said 
it pays to know your customer and his 
requirements. 


The meeting was then turned over 
to Frank L. Campbell, U. S. Chain & 
Forging Co., Pittsburgh, Pa., a vice- 
president of the manufacturers’ asso- 
ciation. Mr. Campbell presided over 
the joint group meeting devoted to a 
discussion of automotive equipment 
merchandising. 

John L. Hazen, Pittsburgh Steel Co., 
Pittsburgh, Pa., offered a few ideas on 
the subject. 

He told of his many years’ experience 
and expressed an opinion that buyers 
appreciated quality and expected to pay 
more for quality material or merchan- 
dise. 

Informal comments heard at the 
close of this session. were largely in 
accordance with the view expressed by 
Mr. Keith and Mr. Hazen. Several mem- 
bers cited their own experiences in sell- 
ing quality merchandise or material 
and said they had also had at times 
handled goods sold largely on the price 
basis. It was agreed that quality mer- 
chandise builds a permanent business 
and that as said before, the buyer ap- 
preciates quality and expects to and is 
willing to pay accordingly. 


oe’ 
Ke gees 








H. Holcombe, 


Kirk-Latty Mfg. Co.; F. C. Carey and P. H. Reynolds, Gendron Wheel Co. 
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Red Jacket Mfg. Co. 2—John L. Keih, E. L. Wilson Hdwe. Co., director and newly elected second vice- 
president; John D. Donnan, W. S. Donnan Hdwe. Co., secretary-treasurer; and Mark Lyons, McGowin-Lyons Hdwe. Co., president of the 
Southern Hardware Jobbers’ Association, with H. J. Strugnell, Remington Arms Co., Inc. 3—George E. Eddy, Lockwood Mfg. Co.; George 
. Goodwin, Penn Hdwe. Co., and J. A. Buchanan, Lockwood Mfg. Co. 4—L. L. Hodges and L. ouat, P. & F. Corbin, with Ike Black, 
Russell & Erwin Mfg. Co. 5—W. C. Thomas, Tampa Hdwe. Co and W. D. Biggers, Continental Screen Co. 6—G. T. Bailey, Oliver Iron & 
Steel Co., and F. J. Coakley, Sr., Samson Cordage Co. 7—Jos. H. Hottell, Delta File Works and John M. Williams, Fayette R. Plumb, Inc. 
8—Geo. D. Price, Kelley Axe & Tool Co.; P. M. Atkins, Monroe Hdwe., Ltd., and S. Horace Disston, Henry Disston & Sons, Inc., and 
president, American Hardware Manufacturers Association. 9—Jos. Orgill, Orgill Bros. Co., and J. S. Bonbright, Pennsylvania Lawn Mower 
Works. 10—H. A. Parks, Sargent & Co. and George D. Young, Youngstown Steel Products Co. 11—J. E. Haviland, J. E. Haviland & Co., 
and L. R. McDonald, Western Clock Co. 12—W. Partridge, H. P. Chenoweth Co.; Mrs. G. A. LaFaye, G. A. LaFaye, Knight & Wall Hdwe. 
Co.; W. R. Murray, Yale & Towne Mfg. Co. 


Left to right. 1—George Crane, 
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Charles F. Rockwell Elected Sec’y-Treasurer 


of American Hardware Mfrs. Association 


iden, Conn., has been selected as 

the new secretary-treasurer of the 
American Hardware Manufacturers’ 
Association, succeeding Fred D. Mit- 
chell, who resigned recently due to the 
pressure of many other duties. Mr. 
Mitchell held this office for 26 years. 
Mr. Rockwell’s appointment was con- 
firmed and announced during the joint 
convention of this association and the 
Southern Hardware Jobbers’ Associa- 
tion held in Atlanta, Ga., May 4 to 7. 
Mr. Rockwell will take up his duties 
as soon as is practical. He will make 
headquarters in New York City. 

Mr. Rockwell has been a most active 
man in industrial, commercial, finan- 
cial and political affairs, has held office 
in several trade and other associations. 
His most recent business connection 
was that of president and treasurer of 
The Miller Bros. Cutlery Co. of Meri- 
den. He is a director of the First Na- 
tional Bank and the Home Finance 
Corp. and a trustee of the City Savings 
Bank, all of Meriden. 

In association work his record in- 


(| isen, ‘co F. ROCKWELL of Mer- 





Charles F. Rockwell 


cludes chairman American Cutlery As- 
sociation, president American Cutlery 
Industry and the American Pocket 
Knife Publicity Bureau, chairman of 
the tariff committee American Cutlery 
Association since 1907, chairman of the 
cutlery section Hardware Manufactur- 


ers’ Organization for War Service, di- 
rector of both the Manufacturers’ As- 
sociation of Meriden and the Employ- 
ers’ Association of Meriden, and a 
member of the educational committee, 
Manufacturers’ Association of Connec- 
ticut. 

In political work Mr. Rockwell has 
held the following offices: member of 
the board of apportionment and taxa- 
tion, city of Meriden; chairman Board 
of Education and member of the Board 
of Public Works, both of Meriden; mem- 
ber executive committee, Connecticut 
School for Boys, delegate to Republican 
convention at Chicago in 1920, and 
chief of ordnance, with rank of colonel, 
on staff of Governor of Connecticut. 

It is understood that Mr. Rockwell’s 
temporary headquarters in New York 
City will be at 1819 Broadway, the of- 
fices used by Mr. Mitchell. Mr. Rock- 
well may be addressed there, care of 
the American Hardware Manufactur- 
ers’ Association. Further plans con- 
cerning Mr. Rockwell’s permanent of- 
fice and other matters will be an- 
nounced later. 


Both Hardware Associations Condemn 
Inheritance Tax by Resolutions 


American Hardware Manufacturers’ Association condemned 


B=: the Southern Hardware Jobbers’ Association and the 


by resolution the Federal inheritance tax. 


The phraseology 


of both resolutions was essentially the same, reading as follows: 


“Whereas, taxing the dead, either by 
Federal legislation or State legislation, 
is a capital levy and should not be re- 
sorted to except in time of war or other 
grave emergency; and, 


“Whereas, an inheritance tax, if it is 
to be written into law at all, is a pre- 
rogative of the State, a political ques- 
tion exclusively within the province of 
the State; and, 


“‘Whereas, Congress, by giving to the 
respective States that have inheritance 
taxes, credit for eighty per cent of the 
taxes so paid, admits and concedes that 
the Federal Government does not need 
the revenue; and, 


“Whereas, the Federal Constitution 
guarantees every State a republican 
form of government, free from Federal 
interference in the administration of its 
local affairs, and guarantees that all 
Federal taxation shall be imposed with 
uniformity, 


“Therefore be it resolved: 
“That we protest against the passage 


of the Federal inheritance tax, and es- 
pecially one in the form of that which 
has been passed; that we regard such 
action upon the part of Congress as 
unnecessary and contrary to the funda- 
mental principles upon which this re- 
public is founded; and we request the 
Congress of the United States to repeal 
same. 


“Be it further resolved: 


“That copies of these resolutions be 
transmitted by our secretary to the 
President of the United States; the 
Secretary of the Treasury; the presi- 
dent of the United States Senate; the 
Speaker of the House of Representa- 
tives; and the press of the nation.” 


Watson-Parker Bill 
Condemned by Jobbers 


The Watson-Parker Bill was con- 
demned in a resolution by the Southern 
Hardware Jobbers’ Association, which 


met in executive session on the after- 
noon of May 6. The bill, which pro- 
poses to set up a Board of Mediation 
composed of five members to take the 
place of the existing railway labor 
board, was opposed on the ground that 
no provision was made for public rep- 
resentation on the proposed board. 
The Committee on Legislation recom- 
mended that the association oppose any 
legislation which may be designed to 
remove from the board that fixes the 
wage scales representatives of the ship- 
ping and consuming public. 


The association adjourned at 5 p. m. 
to meet at 10 o’clock a. m. on Friday, 
at which time officers were elected and 
resolutions adopted. 


A resolution was also adopted in 
general session expressing the opinion 
that the thirty-sixth annual meeting 
was one of the most pleasant and prof- 
itable in the history of the organiza- 
tion, and that much of this success was 
due to the “activity of the hardware 
jobbers in Atlanta and their friends.” 
The resolution also expressed the ap- 
preciation of the association for the 
hospitality extended by the city of At- 
lanta and for the work of the local 
committee on arrangements, the ladies’ 
committee, the daily and trade press. 
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Left to right—W. H. Hale, Monroe Hdwe. Co., Ltd.; Ray Hare, Hare-Bailey Co.; | 
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F,. R. Gammon, Bethlehem Steel Co.; G. F. Wright, G. F. 


Wright Steel & Wire Co.; L. G. McDonald, American Wire Fabrics Co. 


Old Guard’s Most Successful Banquet 


the Southern Hardware Salesmen’s Association, held what 

was generally conceded to be the most notable banquet in 
its history. The event was held on the evening of May 3 at the 
Capital City Club, with Clyde L. King as toastmaster. The hosts 
of the evening were Charles P. King, of the Bethlehem Steel Co.; 
Ed Lee, John Avery, Arthur Deveney, A. Dean, Earl Vance, Henry 
Holcomb and Tom Parnell, and Toastmaster King. 

The enjoyment of the event was emphasized by the fact that the 
numerous talks made by members were delivered extemporaneously, 
no set program having been arranged. Big Bill Brezette, of the 
Phoenix Horseshoe Co., was the first speaker of the evening, and 
he paid a touching tribute to memory of several members who had 
passed on, and expressed regret that several others were unable 


to be present through illness. 


“The Traveling Man,” and his part 
in the upbuilding of the hardware in- 


\ \ 7 ITH more than fifty members present, the Old Guard of 





the Old Guard, and John H. Heimbue- 


dustry was the topic selected by N. A. 
Gladding, of E. C. Atkins & Co. Mr. 
Gladding spoke touchingly of his many 
pleasant associations in the traveling 
fraternity and stressed the importance 
of the traveling man as a factor in 
betterment of business ethics. He was 
followed by George H. Harper, of 
the National Enameling & Stamping 
Works, and a past-president of the 
association, who spoke in a reminiscent 
strain. Frank A. Bernet, another past- 
president, followed Mr. Harper with 
a few remarks. Other speakers in- 
cluded Fred M. Huggins, founder of 
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cher, now in his eighty-fourth year and 
the oldest member. 

In his report, Secretary Bob Boyd 
paid a graceful tribute to the older 
members of the organization. Mr. Boyd 
said in part: 

“We have some remarkable old men 
in the Old Guard: Harry H. Beers, 
Dean of the Advisors Board and our 
oldest member celebrated his 85th 
birthday on Nov. 16, 1925. His many 
friends remembered him with 75 tele- 
grams, 54 letters, 8 birthday cards and 
many flowers. The old gentleman lives 


a 


in Richmond and is somewhat feeble 
this spring. 

“John H. Heimbuecher was 84 last 
month. He is very active and alert, 
enjoying travel and is a welcome guest 
among his old-time friends and asso- 
ciates. We are delighted to have him 
with us every day. 

“Chess H. Horton, of Lowell, Mass., 
is another one of our senior members, 
age 82 years. He is wide awake and 
keeps his interest in his friends. His 
letters are clear and his hand-writing 
almost like copy plate, showing his 
steady nerve. 

“Another one of old young men is 
Major A. W. Bond, of Baltimore, Md., 
a cavalier of the Southern Confederacy, 
well past 80, who stands straight as 
a telephone pole with a clear eye and 
a pleasant smile. He is a welcome 
guest all over the South.” 

The business of the meeting was 
varied and the important thing was 
the election of officers for the ensuing 
year. IF. Herbert Smith, of Providence, 
R. I., was elected president; Ab Dean, 
first vice-president; George H. Hillman, 
second vice-president, and R. P. Boyd 
was reelected secretary and treasurer. 
Members of the executive committee 
named were: W. A. Correy, chairman; 
Ed Newey, Thomas’ Parnell, James 
Powell, George E. Eddy and Frank 
Guildener. 





Left to right—J. H. Watters, Watters & Martin; R. J. Southwell, Wickwire Spencer Steel Corp.; H. O. Forker, and J. P. Cotchett, American 


Chain Co., and W. J. Dress, New York Knife Co. 
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Krause Hardware Co., Lebanon, Pa., occupied 
about half of the firm’s second floor. Today about 
40,000 square feet are devoted to this line, and at 
Christmas time the entire second floor is turned into 
a real Toyland. The firm was established 96 years ago 
and will soon observe the century mark anniversary. 
Its successful career through the years may readily be 
attributed to the progressive methods and attitudes 
of the Krause family, who are still in active control. 
The development of the toy business is a good ex- 
ample of this firm’s activities. This phase of the busi- 
ness grew from a small counter of roller skates. 
Vehicles, sleds and coaster wagons came next. Cast 
iron toys, games, dolls, and then hundreds of other 
playthings were added to the department, making it 
very complete. 


S« years ago the toy department of the George 


Annual Volume 


Today, the annual volume of toy sales at this store 
may approximate $100,000, with about 80 per cent of 
this volume being done in October, November, Decem- 
ber and the first two weeks of January. 

Homer Kaufman has charge of the toy department. 
Each year during the New York Toy Fair Mr. Kauf- 
man and George W. Krause, president of the firm, 
journey to the metropolis, spend a week or more in 
town and buy their toys for the coming summer and 
Christmas seasons. The bulk of the year’s toy stock 
is taken in during the month of July. Mr. Kaufman 
finds a good summer toy market for suitable toys. 
This includes some beach toys and, of course, a full 
line of juvenile vehicles. 

During the October-December period, which is the 
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heaviest toy season, Kaufman and his assistants give 
kiddies Santa Claus buttons and register the names 
and addresses and birthdays of every child who gets a 
button. When the birthday comes due, the firm sends 
the child a small gift, such as a box of pencils. The 
gift bears a greeting card from George Krause Hard- 
ware Co. and is a very definite reminder that Krause 
sells toys. 

Mr. Krause, the president, is very keen on toys. 
He takes considerable delight in showing visiting 
hardware men and others the big toy department on 
the second floor. These pictres were taken in April, 
which is not a heavy month for toys. You can there- 
fore realize that when Krause Hardware Co.’s toy de- 
partment goes after Christmas toy business, it must 
be some big and fine department. 

Throughout the year there are many occasions 
which stimulate toy sales for the Krause toy section. 
At Easter a window display and show case display 
inside feature Easter dolls, which include stuffed 
Baby Buntings, stuffed rabbit dolls, stuffed chickens 
and such items with a distinctive Easter touch. Fourth 
of July and Decoration Day offer a good chance to 
sell soldier dolls, small flags and iron toys. 


Klectric Trains 


Electric toy trains enjoy a good all year sale. Mr. 
Kaufman frequently prepares a model mountain range 
with tunnels and special signals and lights which re- 
semble real railroad equipment. 

There are birthdays each month for folks to remem- 
ber. Kiddies would rather have toys than anything 
else you could buy. During the stormy weather there 
is a good demand for toys to amuse shut-in children. 
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Both Mr. Krause and Mr. Kaufman made particular 
stress on the advantages of a full line of games and 
juvenile books. These are always salable. They ad- 
vise the man in charge of a toy department to read the 
directions of the games so that an intelligent explana- 
tion may be given a prospect. It is also well to have 
some knowledge about the children’s books which you 
are handling. In books, one of the best propositions 
seems to be well-known boys’ and girls’ series. With 
several series of books available you have a big oppor- 
tunity for second sales. 


Volumes 


One party will give a boy the first book of a series 
on Christmas. The boy will tease for the remaining 
volumes in the series. He will surely receive the next 
book on his birthday or on any other occasion calling 
for a remembrance. The average boy will save his 
pennies to buy the next book of the series, for boys’ 
books are surely gripping, and the same may be said 
about the series prepared for girls. It is well to place 
an advertising book plate label in each book. This 
should bear your name so that repeat orders come to 
your store. 

Mr. Krause believes in cultivating his “future cus- 
tomers” as he calls them, while they are young, and 
as a result the juvenile population of town is solidly 
“for him.” 

In the first place children in the Krause store receive 
exactly the same consideration as that given grown- 
ups. They are spoken to and usually called by name 
the moment that they come into the store; they are 
waited upon in turn and are never teased or made the 
butt of ridicule. Consequently children enter the 
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store without that element of shyness or sometimes 
even fear that is sometimes found in other stores. 

Christmas, as a festival time for children, is made 
much of by Krause and the week or ten days imme- 
diately preceding Christmas means a succession of 
“parties” at the store. 

At the holiday season the store carries a stock of 
seven or eight hundred dollars’ worth of toys, but 
instead of surrounding the toy display with a lot 
of “Please Do Not Handle” signs, a special invitation 
is sent to each school teacher up to the fourth grade, 
to bring her entire class to the store in order that the 
youngsters may play with the toys. So each after- 
noon from four to six o’clock, just ahead of Christ- 
mas, will find forty or fifty little boys and girls 
running trains and fire engines up and down the aisles, 
sailing aeroplanes and playing with dolls. Of course 
it is noisy and all that but the teachers do keep some 
semblance of order and the number of toys that are 
broken is very small. Mr. Krause gives to each child 
some little toy—a horn or balloon or other inexpen- 
sive item and the party breaks up when the store 
is closed for the night. 


Boosters 


But these little parties mean considerably more than 
the immediate sale of a few toys, for they give the 
lasting friendship of every youngster in town and 
they boost for the store at home and abroad. Mr. 
Krause says that it is a surprisingly short time from 
when they come into the store as children and when 
they come in as young men and women making worth- 
while purchases and he probably knows, for he has 
been cultivating children for a good many years. 
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Colonel Knight Discusses Florida 


(Continued from page 77) 








acquired it. And so we have no fran- 
chise tax, no severance tax, no corpo- 
ration tax, no corporation stock trans- 
fer tax, no tax on intangibles, no in- 
come tax, and no inheritance tax. 

“We have always had such an eco- 
nomical administration of our state af- 
fairs as that, although we have none 
of this sort of taxes, and only raise 
our revenue for state purposes by an 
occupational tax, a gasoline tax, and 
an ad valorem tax on real and personal 
property, and although the property of 
Florida is conservatively estimated to 
be worth six billions of dollars, all of 
the property of the state, real, per- 
sonal, utilities of all kinds, for taxa- 
tion purposes is only assessed at the 
insignificant sum of six hundred and 
twenty millions of dollars. And yet 
we have more paved highways, and 
more public improvements per capita 
than any other state in the union. We 
do not owe a dollar. We have no state 
bonded indebtedness of any kind or 
character, and have as of the first of 
May twelve million dollars in the state 
treasury. 

“T challenge any state to produce its 
equal. It cannot be done. 

“To such an extent have we grown 
in conservatism as that the people of 
Florida, by a vote of more than four 
to one, have placed in the state con- 
stitution a prohibition against the levy- 
ing of any state income or inheritance 
tax. We do not believe in either of 
these taxes; and we believe that a 
federal inheritance tax is communistic, 
anarchistic, bolshevistic, and _social- 
istic. 

“We criticize the French because 
they are about to make a capital levy. 
Yet we do worse than that in this 
country. They propose to take a part 
of a man’s estate when he is alive, 
while we in this country permit a man 
to work hard, to accumulate something 
for his loved ones, and then we take 
it away from him after he is dead, the 
very time when the estate of all times 
needs his guiding hand and head. 

“The United States Chamber of 
Commerce has condemned it. The 
American Bankers Association has con- 
demned it. And so has the American 
Manufacturers Association, and the 
American Bankers League, and all 
other bodies that have considered it. 
President Coolidge and Secretary of 
the Treasury Mellon have denounced 
it as legalized robbery. And to such 
an extent was public opinion aroused 
about this matter that when the Ways 
and Means Committee met in Wash- 
ington in October to consider the fram- 
ing of a revenue bill, governors rep- 
resenting thirty-two states appeared 
before this committee and demanded 
that the Federal Government retire 
from this field and permit inheritance 
taxes to be levied by the respective 
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states, if they cared to do so. And 
then Green of Iowa, who calls himself 
a Republican, and Garner of Texas, 
who calls himself a Democrat—and if 
Green of Iowa were in Texas he would 
be a Democrat, and if Garner of Texas 
were in Iowa he would be a Republican 
—said to the governors: ‘Why, you do 
not know what you are doing! Hun- 
dreds of thousands of people are now 
going to Florida; and, if the federal 
inheritance tax is repealed, everybody 
will go there. So we are going to 
keep the inheritance tax, but give those 
states that have a state inheritance 
tax credit for 80 per cent of the 
amounts paid by them.’ And this so- 
cialistic principle was passed by the 
house and sent to the senate. The 
senate finance committee, by a vote of 
seventeen to one, repudiated it, and 
the senate affirmed the action of the 
senate finance committee; but the house 
refused to recede from its position. 
And so there was passed this iniqui- 
tous, bolshevistic inheritance tax, in 
the form above described. 

“No more un-American piece of leg- 
islation has ever been enacted, and 
congress ought to be heartily ashamed 
of itself. 

“When the framers of our Constitu- 
tion had completed their work and the 
Constitution was adopted—the most 
marvelous instrument ever penned by 
mortals—the rights and powers of the 
individuals were defined therein’ so 
that, no matter how great or powerful 
the individual might become, he could 
never interfere with the rights of the 
state—or federal government; the 
rights of the state were specifically 
defined, so that, no matter how great 
the state might become, it could never 
interfere with the rights of the indi- 
viduals or of the federal government; 
and the rights and powers of the fed- 
eral government were defined so that, 
no matter how great this nation might 
grow, it could never interfere with the 
rights of the individuals or the powers 
and rights of the respective states. 
Each state was guaranteed a repub- 
lican form of government, free from 
civil tyranny and ecclesiastical dom- 
ination. In fact, such a marvelous gov- 
ernment was perfected as that, under 
the theory of it, all of the people of 
the United States combined cannot take 
away from the humblest citizen of the 
land the slightest right guaranteed 
him by that instrument. 

“And yet, here we have the spectacle 
of the federal government imposing 
taxes which it concedes and admits 
that the federal government does not 
need, for the purpose of coercing a 
sovereign state to pass legislation in 
a matter of purely local concern 
against not only the wishes of the peo- 
ple of that state, but its constitution 
solemnly adopted by its people. 
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“At a recent meeting of the leaders 
of Florida, held in Palm Beach on the 
16th of April, at which were present 
more than one thousand delegates, reso- 
lutions were unanimously adopted con- 
demning congress for its action in this 
matter. 

“At that time a _ resolution was 
adopted, which stated that inasmuch 
as the people of Florida, by a vote or 
four to one, adopted a constitutional 
amendment prohibiting the state from 
levying in the future any inheritance 
or income tax, and that the state is 
having unparalleled prosperity, 
growth and development, largely as a 
result of this wise, conservative and 
far-sighted action upon the part of its 
citizens, ‘we protest against the pas- 
sage of a federal inheritance tax, and 
especially one in the form of that 
which has been passed, and we regard 
such action upon the part of congress 
as unnecessary, uncalled for, vicious, 
arbitrary, indefensible, without justifi- 
cation, and contrary to the fundamen- 
tal principles upon which this republic 
is founded; that we reaffirm our con- 
fidence in the wisdom of the people of 
Florida: in adopting the constitutional 
amendment prohibiting the legislature 
of Florida in the future from ever levy- 
ing any state income or inheritance 
taxes; that we call upon the governor 
of the state of Florida to have the at- 
torney-general of the state immediately 
institute proceedings in the supreme 
court of the United States to test the 
constitutionality of the inheritance tax 
provision of the present revenue law; 
and, that the state administration take 
all and every action that may be nec- 
essary in the premises. 

“It was further resolved ‘that the 
state of Florida declines to be coerced 
into repealing the constitutional pro- 
vision forbidding the levying of taxes 
upon the estates of dead men,’ but 
avows its intention of forever main- 
taining and continuing the constitu- 
tional amendment in question; and that 
‘we call upon our senators and repre- 
sentatives in congress to demand the 
repeal of the federal inheritance tax 
and that they continue to take such 
vigorous action as may in their judg- 
ment be deemed best to bring this 
about.’ 

“But, if the policy that Florida has 
been and is pursuing is such as that it 
makes this state so attractive to capi- 
tal and to the American citizen as that 
the remainder of the states, instead of 
vying with each other as they have 
been for the past twenty years to see 
which could butcher, penalize, toma- 
hawk, scalp, and hammer business the 
most, will vie with each other to see 
which will be the most conservative 
and which can offer the most protec- 
tion to capital invested in the respec- 
tive states, Florida will be perform- 
ing a more wonderful service for the 
people of this nation than mere words 
could describe. 

“FLORIDA IS SURELY LEADING THE 
Way.” 
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With the increase in auto traffic and 
careless driving there will soon be only 
two classes of pedestrians—the quick 


ay, 
and the dead. 
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“‘Fadder, you told me you would give 
me a dollar efery time I got an A in 


collitch. Fadder, I made two last 
week.” 
“Vell, here’s two dollars. Now quit 


studying so much. It’s bad for you.” 
—Okla. Whirlwind. 





Mose—Mebbe ma girl can’t do that 
Charleston hot! 

Sambo—Dat ain’t nuffin. De udder 
night ma Lindy was hoofin’ it at de fac- 
tory dance and ’long about five minutes 


de automatic sprinklers started goin’. 
—Punch Bowl. 





The country will stay on the wagon 
with a “water” Mellon on ice in the 
treasury. 





Definition of a shoulder strap: Some- 
thing that prevents a spectacle from 


becoming a sensation. 
—Sawdust. 


A stout woman drove up to a filling 
station. 

“IT want two quarts of oil,” she said. 

“What kind, heavy?” asked the at- 
tendant. 

“Say, young man, don’t get fresh 
with me,” was the indignant response. 

—lJowa Frivol. 





“Didn’t you see me wave at you?” 
asked the traffic cop. 

“IT sure did,” said the lady from the 
country, “and if my husband had been 
with me you’d have had him to lick, 
you fresh thing!” 





Co-ed—See the Five Dollar William? 
Co-edit—Why William? 
Co-ed—Well, I’m not familiar enough 
with ’em to call ’em Bills. 
—Center Colonel. 





“I’m offering a prize for the laziest 
man in college, and I think you’ll win.” 
“Aw right. Roll me over and put it 
in my back pocket.” 
—Louisiana Purple Pel. 





Shamus—Say, Whimpus, Sandy is so 
cheap he licked his wife yesterday. 
Whimpus—How is that, Shamus? 
Shamus—She refused to fry his 
bacon in lux so that it wouldn’t shrink. 
—Beanpot. 





A customer walked into a lumber 
dealer’s office the other day very much 
dissatisfied. He blurted to the man- 
ager: “Say, that lumber you sold me 
is no good.” 

“What’s wrong with it?” asked the 
manager. 

“Why, it’s full of holes,” was the in- 
dignant reply. 

“Oh, those are not (knot) holes,” 


rallied back the manager. 
—Tuff Stuff. 





“Yes, I’m looking for a baker. Have 
you had any experience?” 
“Well, I’ve needed dough for three 


years.” —Notre Dame Juggler. 





“You look like the end of a misspent 
life, Al. Where’ve you been?” 


“Down at the courthouse. Two 
blondes on the jury, and we stayed out 
all night.” —Rice Owl. 





Tight—Quit followin’ me! 

Tighter—I gotta. I’m goin’ shame 
plashe you are. 

T—Wherezat’” 

T’er—I dunno. Thash why I’m fol- 
lowin’ you. —wWiéilliams Purple Cow. 





If trade names ever got mixed up: 


Onyx Hosiery—“Best in the long 
run,” 

Otis Elevators—“Good to the last 
drop.” 


Klaxon—“His master’s voice.” 
Ford—“I’d walk a mile for a Camel.” 
Fatima—‘“I’se in town, honey.” 
Ivory Soap—“There’s a reason.” 
Listerine—What a whale of a dif- 
ference just a few cents make!” 
Palmolive—“44 years without loss to 
an investor.” 
B. V. D.—“Ask the man who owns 
one.”’ 


Cunard—“It floats.” —Ad-Chat. 





A dejected man entered and said to 
the clerk: 

“I want a quarter’s worth of car- 
bolic acid.” 

“Sorry,” said the clerk; “you got 
into the wrong store. We deal only in 
hardware—but we have a choice line of 
ropes, razors and revolvers.” 
—Sporting Goods Dealer. 





Bride (at the telephone)—Oh, John, 
do come home. I’ve mixed the plugs in 
some way. The radio is all covered 
with frost and the electric icebox is 
singing “Way Out West in Kansas.” 
Life. 
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A suburbanite observed a Scotch 
neighbor spanking his son with great 
vigor. Filled with sympathy for the 
howling youngster, he begged _ the 
parent to desist. 

“T’ll thank ye to mind your ain busi- 
ness,” said the father. “I oucht to ha’ 
kill him for what he did—buying an 
all-day sucker at five o’clock in the 
afternoon.” —Pot and Kettle. 





Professor (entering classroom and 
finding only one student present)— 
Well, where are all the rest of the 
fools? 

Student—I don’t know, Professor. It 
seems we are the only two here. 

—Georgia Cracker. 
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Eingland 


By Saunders Norvell 


from England, I wrote in HARDWARE AGE as 
follows: 

“Not one intelligent, well-posted American in a 
thousand understands what has happened in England. 
England has literally been turned upside down. There 
has been a complete social and industrial revolution 
in England. Just because this revolution has been ac- 
complished without bloodshed, the civilized world does 
not realize how complete the revolution has been. The 
old social and industrial order in England has passed 
away and the former aristocrats who lived so com- 
fortably and so cheaply in England fully realize this. 
They have no delusions. They do not expect the old 
days to return. The English people are the best 
sports in the world. They accept the change and even 
make jokes about the situation. 

“Immediately at the end of the war the English ac- 
cepted the inevitable and got right down to brass 
tacks. The English submitted to the most drastic 
taxation that any country has ever suffered. Follow- 
ing their national traditions, they never even ques- 
tioned the fact that they would pay their obligations. 
They decided to and have paid as a matter of course, 
but in order to do this they taxed themselves un- 
mercifully. 

“Of the three countries (France, Germany and En- 
gland), England, in my opinion, has actually suffered 
more and is in the worst condition industrially of all. 


It will take her longer to recover.” 
*% * * 


(): May 29, 1924, immediately upon my return 


Having many friends and large commercial rela- 
tions in England, I have been a close and interested 
observer of the course of events in that country. If 
you wish a very illuminating discussion on the trend 
of events in England, you should read Whither 
England?, written by Leon Trotzky, who was, at the 
time he wrote the book in 1925, a member of the Rus- 
sian Soviet Government. 

* % * 

From time to time in my weekly letters, I have also 
written about the present Russian Soviet Government 
and its activities, not only in England but also in 
India and China. England has been marked as the 
most vulnerable of the great modern nations for the 
attack on the capitalistic form of government. The 
present great strike in England has been largely en- 
gineered and influenced by Russian propagandists, 
Russian ideas and Russian money. 

* % * 

On Friday night, May 7, 1926, I sail on the White 
Star Line Steamship, “Olympic,” for a visit to Paris 
and London. It will be interesting while over there 
to study the political situation in France and labor 
conditions in England. From week to week I will 
write my observations in a letter to HARDWARE AGE. 

* * * 


England has stood for centuries as the bulwark and 


foundation of the capitalistic form of government. 
Since the time when the English kings were restored 
after Cromwell, notwithstanding all of the revolutions 
and convulsions that have shaken the rest of Europe, 
England has stood, not only for the protection of the 
lives of her citizens, but also for the protection of the 
sacred rights of property. Our laws are based on the 
common law of England. Our civilization is based 
upon the civilization of England. 
* *% * 


England’s character and reputation for fairness and 
justice, although blotted here and there, has stood out 
as an example for straight and fair thinking to the 
other nations of the world. England of course has 
made her mistakes. She made a grave mistake in her 
policy with Ireland. She has made mistakes in deal- 
ing with her colonies, but after all is said and done, 
the character of the Englishman for honesty, straight- 
forwardness, fair dealing and sound judgment has 
been just as good as, or even a little better than, the 
character of any other nation in the world. 

* * ” 


England stands for LAW. The law in a large 
measure is based on tradition and _ precedent. 
England is proud of her past. The Englishman, 
supposed to be a very hard-boiled and cold-blooded 
individual, loves the dramatic. In all of their many 
ceremonies, they dramatize the past and the former 
glory of England. Nowhere can one see as much 
national play-acting as in the city of London. 

* * *% 


Every thinking man in the United States must 
realize that if the present civilization of England 
goes to smash, it will only be a short time before 
our civilization, based on that of England, will also 
be cast over the wall of the city into the Potter’s 
Field. Therefore, as I have written before, nothing 
today, in everything that is happening in the world, 
is of more interest than the activities of the present 
Russian Government and the effect of these activi- 
ties upon other nations. At the present time, 
England happens to be the stage upon which the 
drama of this great strike is being played. This 
strike may easily lead to civil war and civil war 
may lead to a complete change in the form of gov- 


ernment. 
* * 

The issue between the British Government and 
the labor unions is clearly drawn. Stripping the 
question of all of its details, it simply means 
whether the present form of the British Govern- 
ment, headed by the King and the royal family, is 
to continue, or whether the Government is to be 
taken over by the proletariat. 

* * * 

What forces have led up to present condi- 

tions? Are the labor unions at fault? Are the 
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Russian idealists to be blamed? Everyone who is 
familiar with conditions as they existed in Russia 
before the war must realize that in the old form 
of the Russian Government, there were terrible 
abuses. There was autocratic power; men and 
women were sent to Siberia secretly without trial. 
Have you forgotten George Kennan’s articles on 
Siberia? The ‘peasants of Russia were not taught 
to read or write. They were kept in dense ignorance 
and superstition and were exploited by vast land- 
holders as slaves. All of. these things are true. 
Have you forgotten them? 


* * * 


In England before the war, there was poverty 
and degradation among the workers such as were 
never seen in any other country. Wages were piti- 
fully small. Any decent scale of living among the 
unfortunate workers of England was impossible. 
As I have written previously, in London just before 
the war, a man with a fair income could get more 
for his money in labor, in low rents and in cheap 


goods than he could in almost any other part of 


the world. This happy condition for the man with 
capital was based on low wages. In London I have 
seen a man take hold of the back of a horse cab and 
run through the streets for a distance of two miles, 
just for the opportunity, when the destination was 
reached, of taking the trunk off the cab and carrying 
it upstairs. For this he would receive a fee of 
6 pence, or 12 cents. These men running behind 
cabs in those days were a common sight. I have 
in my files the facts and figures in regard to what 
was paid to domestic and factory labor in those 
days. The figures are almost beyond belief. The 
offer now made the coal miners in England is only 
one-third of the wages paid in this country to the 
Pennsylvania coal miners. 


*% * & 


The last great revolution in England was in the 
days of Cromwell. There was a weak, inefficient 
and corrupt government under King Charles I. The 
praying, psalm-singing, sober and _ hard-hitting 
Roundheads under Cromwell smashed the _ hard- 
drinking, beribboned and _ befeathered noblemen 
under King Charles. 

* % * 

It would not be a bad idea for you right now to 
turn to the Encyclopedia Brittanica and read the 
life of Cromwell. At first he was laughed at and 
despised. Nevertheless, he not only conquered 
England but he proceeded swiftly to conquer Scot- 
land. Then he crossed over and cleaned up Ireland. 
When he finished the job he was supreme. Cromwell 
was the Mussolini of his day, with this difference: 
Cromwell’s authority was based on his military 
victories, while up to this time, Mussolini, as a mili- 
tary man, has gotten no farther than posing like 
Napoleon! Before we believe implicitly in Mus- 
solini, we will have to see him in battle. Up to this 
time he smacks a little too much of the dramatic! 


* x * 


Cromwell became the absolute dictator of England. 
He eliminated Parliament. He was not only vic- 
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torious on land, but he was victorious at sea and 
in his foreign wars. There has never been enough 
emphasis placed in our schools upon the study of 
Cromwell, his character and his times. While 
England lived under him as a dictator, there was 


unusual peace and prosperity. The English for the 


time being were tired of wars. The government had 
been turned upside down. Their King, Charles I, 
was beheaded in Whitehall about 1649. Still, the 
English nation, as a nation, went about their daily 
affairs. . 

* * * 

After a while Cromwell’s greatness went to his 
head. He assumed the state of a king. He came very 
near declaring himself emperor, but he was afraid 
to do it on account of his Puritan soldiers. The 
emperor business would not go with them. There- 
fore, Cromwell died without a crown and has come 
down in history, making a virtue of necessity, as 
the man who declined a diadem with thanks. Then, 
after his death, poor weak Charles II, who could 
not stand before him alive, dug up his body and 
hung it on a gibbet. Pleasant days, those! 

*& * % 


In these days anything is liable to happen. 
Where is the mighty Russian Empire? Where is 
the mighty German Empire? The idea of Caesar 
lasted long after the Roman Empire had passed 
away. The Caesars, the Kaisers and the Czars are 
all as a dream that was dreamed in the night. Still, 
the world manages to go on! 

* *% *& 

No one will say that the labor unions have not 
done a great deal to uplift labor—therefore, to help 
civilization. No one will study with a broad mind 
what is happening in Russia but who will, in a way, 
sympathize with the aspirations of those idealists 
who are working for human emancipation. 


*% * % 


What is the matter with the world and what is 
the cure? It seems to me, broadly speaking, that 
on account of education, the diffusion of knowledge 
by the printed page, that humanity has outgrown 
old institutions. Laws and customs that were made 
for a world that passed away are trying to hold a 
new world. Let us illustrate this idea simply: In 
the old days, communities, and even families, were 
self-contained and independent. One little town 
with its surrounding fields and its local industries 
eould support itself and live entirely independent 
of the rest of the world. There were even families 
that raised their own food, made their own clothes 
and manufactured their own implements. These 
families could live and prosper independent of other 
families. No striking unions could affect the pros- 


perity of such communities or such families. 
* * * 


For illustration: Let us suppose a certain family 
made dolls. Suppose they cut the wood in the forest 
and carved these toy dolls from this wood. They 
made their own dyes and their own cloth. When 
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Annual Spring Party 
Murray Co.—A Success 





Many Retail Hardware Men from 
Pennsylvania and New York 
Present—High Class Enter- 
tainment Provided 


In the Pennsylvania town of Hones- 
dale, during the week of April 5, some- 
thing unusual happened. The streets 
were lined with automobiles and other 
vehicles and everyone was standing 
around on street corners talking about 
“Murray’s Big Party.” 

That is, the big party of the Murray 
Co., hardware dealers, of that city 
whose enterprising proprietor is Rob- 
ert “Bob” Murray, president of the 
Pasha association. 
every spring, what he terms the an- 
nual spring party and it sure turned 
out to be a party. 

Walking down the street one would 
get a glimpse of the big storeroom, 


Mr. Murray holds, | 








and see the windows all dressed up in | 
their best, filled with attractive mer- 


chandise. 

Inside of the store the merchandise 
was well displayed, someone by the 
door to extend greeting and make you 
feel at home. The whole store was 
arranged so as to attract the customer 
from cellar to attic. There were more 


than forty manufacturers with their | 


lines well displayed with a competent 
demonstrator or salesman in charge. 
Bob believes that if a thing is worth 
doing at all it is worth doing right. 
For this reason he asked the manufac- 
turers to send their very best salesmen 
and demonstrators, so that customers 
could have the advantage of learning 
more about the merchandise sold. The 
visitors were provided with a high-class 
entertainment which was continuous 
from 9 in the morning until 5 in the 
evening. At convenient locations in 
the store one could find lunch counters 
where the ladies of Murray Company 








served fine, big sandwiches, homemade | 


doughnuts and coffee. Needless to say 
this part of the store was doing a 
“rushing” business. 

Many retail hardware men from 
other cities over Pennsylvania and 
New York State visited the store to get 
ideas so that they might duplicate 
“Murray’s Big Party.” 


Wayne County, in which the Murray | 


Company is located, is said to be one of 
the poorest counties in the State of 
Pennsylvania, and in spite of this, the 
Murray Company do an annual business 
quite in excess of a quarter-million 
dollars. How do they do it? Possibly 
it can be summed up in just a few 
words, and that is, their clever method 
of advertising and merchandising. 


D. F. Leard Resigns 


D. F. Leard has resigned his ‘con- 
nection with E. L. Durkee & Co., whole- 
sale and retail hardware dealer, 
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“Bob” Murray 








Gloversville, N. Y., and has become 
identified with S. C. Johnson & Son, 
Racine, Wis., covering the New York 
State territory. 

Mr. Leard has been associated with 
the Durkee organization for the past 
six years as manager of the paint de- 


| partment. 


Osborn Brush Promotes 
L. H. Weber 


L. H. Weber, who has been associated 
for a year and a half with the house- 
hold brush division of the Osborn 
Brush Mfg. Co., Cleveland, Ohio, has 
been promoted to act as assistant in 
the field to R. F. Lincoln, district man- 
ager of this division of the Osborn 
business in the northern New York 
territory. 


New Bronx Dealer Desires 
Catalogs 


J. F. Boreland announces that he has 
construction work nearing completion 
on a new hardware store building in 
the Silver Beach Gardens district of 
the Bronx, New York City, and plans 
to open a general hardware store at 
that address on or about May 10. 

Catalogs and price-lists are desired 
from manufacturers and jobbers. 


Albert F. “Walker Dead 


Major Albert F. Walker, Boston sales 
agent American Steel & Wire Co., died 
at his home in Winthrop, Mass., April 
22, at the age of fifty-four years. He 
had been ill for several months with 
heart trouble. Major Walker was born 
in Worcester, the son of Albert Wesley 
Walker, himself an old Washburn & 
Moen man. He entered the Worcester 
office as a boy. He showed his ability 
in the cost department and as a sales- 
man, and about twelve years ago was 
placed at the head of the Boston office. 
He was prominent in the Massachu- 
setts National Guard for many years, 
and served as a special aide on the staff 
of Governor Channing H. Cox. 
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Credit Men Ask for 
More Judges 





in 


Committee Is Hindered 
Efforts to Drive Out Bank- 
ruptcy Crooks 


Finding itself hindered in its efforts 
to drive out bankruptcy crooks by an 
insufficient number of judges here, the 
administrative committee of the Na- 
tional Association of Credit Men in ses- 
sion recently, with Richard T. Baden 
of Baltimore, president of the associa- 
tion, presiding, issued a declaration ap- 
pealing for additional judges in this 
district. 

“We have been very fortunate in the 


cases presented by our association to 


prosecuting attorneys,” J. H. Tregoe, 
executive manager of the association, 
said. “In eleven months only seven 
cases were lost. But in this period 
sixty-two convictions were obtained 
and there are 258 indictments pending. 
The indictments pile up very rapidly, 
while the trials of the indicted people 
proceed slowly and make the convic- 
tions appear out of proportion. Any- 
thing that could be done without evad- 
ing constitutional rights to speed up 
the trials of indicted people will help 
immensely toward the checking of 
crime and prove most efficacious in the 
commercial field.” 

The committee’s declaration reads as 
follows: “Observing closely our ex- 
tended operations as an association in 
the investigation and prosecution of 
commercial crime, this committee is 
firmly of the opinion that nothing has 
contributed more largely to our rising 
of social and business crime than the 
delay in punishing offenders. Crowded 
dockets and delays of other kinds often- 
times in cases handled by the associa- 
tion have caused long delays, and only 
by supreme efforts could convictions be 
obtained. 

“Providing a sufficient number of 
judges to clean the dockets and keeping 
our courts closer to their work is most 
desirable, and in this connection we ap- 
prove heartily the desire of Attorney 
General Sargent to obtain from Con- 
gress the legal sanction for issuing war- 
rants out of any Federal court to run 
and be served and executed in any place 
within the jurisdiction of the United 
States.” 


ee 


C. E. Nason Acquires Control 
of Capital Hardware Co. 


The Capital Hardware Co., Concord, 
N. H., has recently changed hands. 
Carl E. Nason has acquired the bulk 
of the stock in the firm from Arthur 
R. Griffin. 

Mr. Nason has been employed in the 
Capital Hardware Company’s store for 
the past seven years and was previ- 
ously connected with the Concord Hard- 
ware Co. 


Reading matter continued on page 104 




















May 13, 1926 HARDWARE AGE 103 


“>t 
a ee 
> a. o 


. 
6. 6.6.8.0. 
oa ae 
"ate « ™ Barf tt. ee ee oe 
ew pel ee 
Ne et 
oo 4.6. 6.2.9 
ao. 8 -@ me 8.6.) 
«"*« 


o> 
oe. 6-6 eee 

a @. 4. 02%." 
a e- 6 86,8. 7, "a 
o-_6. 6. 6,0.,°%n" 





Meet the Spring Demand 


Spring brings flies and dust to annoy house- 
holders. It also brings an increased demand 
for wire screen cloth. It means money in your 
pocket to meet the heavy spring demand with 
Apex Electro Zinc-Coated. 





Apex is zinc-coated by a special electroplating 
process after weaving. Its beautiful soft gray 
finish is protected by a long oil varnish. It 
resists rust and the savage elements year after 
year. Your customers know and appreciate 
these features. 


Apex means liberal profits and quick turnover 
for every hardware dealer. Get your supply 
now. 


Distributed by Jobbers 


If your jobber cannot supply you, write us, and we 
will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: 
Old Colony Building, Factory: 
Chicago, Il, Hanover, Pa. 
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Edward H. Hudson Dies 





For Almost Forty Years Identified 
with the Bissell Carpet Sweeper 
Co.—Passes Away at His 
Home in Nutley, N. J. 


Edward H. Hudson, for almost forty 
years associated with the Bissel Carpet 
Sweeper Co., Grand Rapids, Mich., in 


that city, Michigan, and New York, | 
died at his home in Nutley, N. J., re- | 


cently, following an operation for ap- 
pendicitis. 


Mr. Hudson entered the employ of | 
the company under the tutorship of | 


Thomas W. Williams, vice-president, | 


in charge of the New York office. He 


was one of the best known traveling | 
salesmen in the East and was held in | 


high esteem by his many friends and | 
tered the electrical field with the Na- 


customers in the hardware and house- 
furnishing trade. 

Mr. Hudson resided in Nutley, N. 
J., for about twenty years and is sur- 
vived by his wife and a sister. 


A. & F. Ss Ge Moves 
Stockroom and Sales Office 


The A. & F. Brown Co., engineers, 
founders and machinists, 79 Barclay 
St., New York City, announces that, 
effective May 1 it has moved its sales 
department and stockroom to the gen- 
eral offices and works of the company 
at Elizabethport, N. J., in the interest 
of greater economy, efficiency and bet- 
ter service to customers. 


—— 


Old Danville, Va., Firm 
Announces Name Change 


The Union Hardware Co., Inc., for 
fifteen years in the general hardware 
business at Danville, Va., 
a change in name, to make the firm 
reveal individual owners. 

It will hereafter be conducted as the 
Covington-Sams Hardware Co., Inc., 
and headquarters and store have been 
established at 248 Main Street, Dan- 
ville. 

Officers of the Covington-Sams Hard- 
ware Co. are C. P. Covington, J. W. 
Sams and J. A. Covington. There is 
no change in organization, 
policy or ownership. 





Graybar Electric Co. 
Promotes M. A. Curran 


Announcement is made of the ap- 
pointment of Marcus A. Curran as as- 
sistant to the vice-president of the 
Graybar Electric Co. Previous to his 
new appointment Mr. Curran was man- 
ager of the central station department 
of this company. Mr. Curran brings to 
his new duties the benefit of fifteen 
years’ experience with the Western 


Electric Co. 

Mr. Curran was born at New York 
City, May 28, 1883. Following gradua- 
tion from high school in 1900, he en- 


business United States and to buy accordingly. 


| 
| 
| 
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Edward H. Hudson 





tional Conduit & Cable Co. of New 
York. He remained with this company 
four years, during which time he rose 


| to the position of purchasing agent. 





Mr. Curran has been connected with 
the credit department of the Western 
Electric Co. at the following cities: 
1911, New York City-and Buffalo; 1912, 
Chicago, Indianapolis, Milwaukee and 
Minneapolis; 1913, general credit man- 


ager of the company with offices at | 


New York. 
Manufacturers Boosting 





National Buying Campaign | 


With the view of increasing the pur- 


' chase of home products to overcome the 
encroachments of cheaply made foreign 


goods that are often substituted, the 








| 


; 
| 
i 
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Sidney F. Stevens Dies 


Prominent Figure in Michigan 
Hardware Circles Passes Away 
Suddenly at His Home in 

Grand Rapids 


Sidney F. Stevens, vice-president of 
Foster, Stevens & Co., wholesale and 
retail hardware merchants, Grand Rap- 
ids, Mich., died suddenly at his home 
in that city April 29, following a sud- 
den heart attack. 

Mr. Stevens was born seventy-eight 
years ago and was one of the out- 
standing figures in the hardware busi- 
ness in the State of Michigan. 

The firm of Foster, Stevens & Co. is 
well known throughout the hardware 
trade as a wholesale jobber, also con- 
ducting a retail establishment in the 
Michigan city. 





1926 Clean Up Campaign 
Now in Full Swing 


The National Clean Up and Paint 
Up Campaign for 1926 is now in full 
swing, the only apparent limitation to 
the rapid expansion of its promotional 
activities being the degree of prompt- 
ness with which the industry responds 
to the appeal of Granville W. Breinig, 
chairman of the committee, with of- 
fices at 243 West Thirty-ninth Street, 
New York City. 

Newspaper publishers throughout 
the country are enthusiastic in their 
praise of the new art work, mats and 
electros that are now available from 
headquarters. The material is a power- 


National Association of Manufacturers | ful leverage in the inspiration of new 


has inaugurated a nation-wide, patri- | campaigns as 


i 


can be substantiated 


otic, non-commercial buying campaign | from letters on file in the office of the 


_by means of red, white and blue stick- | bureau from well known authorities. 
ers with the slogan: 


announces | 





“Made in the U. S. A.” 

The campaign will be carried on in 
all States of the Union. It will be con- 
fined to the one red, white and blue 
display. 

The main purpose of the 
was stated, will be to continue the pres- 
ent prosperous condition of the country 


by keeping the wheels of industry turn- | 


ing and inducing the purchasing public 
to think in terms of goods made in the 


Despite the fact that the law re- 
quires that every imported article must 


_bear in legible English the name of the 


country of origin, unless it would mar 
the article, many imports are sold over 
the retail counters as American goods, 
or at least without intimation that they 
are of foreign make. 


Charles J. Negus Dead 


Charles J. Negus, a nationally known 
figure in the hardware trade, died in 
Los Angeles, Cal., April 25. He had 
been associated for many years with 
the firm of Harper & Reynolds Co., Los 
Angeles, for several years in charge of 
the New York office of the concern. 











effort, it | 





The bureau faces a great opportu- 
nity. All it needs now is adequate and 
prompt support. 





Desires to Represent 
American Manufacturers 
in Australia 


After 26 years’ experience in the 
wholesale business in Australia, P. 
Clifton Jones, 52 Carrington Street, 
Sydney, N. S. W., has recently entered 
business on his own account as a man- 
ufacturer’s agent and is desirous of 
representing American manufacturers 
of hardware and kindred lines in Aus- 
tralia. Mr. Jones desires to display 
samples in a permanent sample room 
at his Carrington Street address and 
also in other capital cities of the com- 
monwealth. 

He has been connected with Feltheim 
Gotthelf & Co., of Sydney and also as 
manager of the china and glassware 
department of E. Rich & Co., Ltd., 
Brisbane, both of which concerns have 
handled American products extensively. 

Manufacturers interested may con- 
sult Mr. Jones’ letter on file in the 
office of HARDWARE AGE. 


Reading matter continued on page 106 
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Illustrated are che 
three most popular 
numbers of R- W 
Grindstones. The 
Catalogue shows 
sixteen difference 
styles 










































































Grindstones for every purpose 


There’s an R-W Grindstone to meet every require- | The frame work is of rigid construction—all have 
ment and a style and size to suit every purse. The ball-bearing journals fitted with stones of highest 
line ranges from a small and convenient grindstone grade genuine Berea grit. 

for kicchen use to the largest power grindstone We are also prepared to furnish loose stones of any 
eight feet in diameter. grit and in any quantity. | 

















A most convenient tool StaiR -Way 


for general use—while 


primarily a_ fence 
stretcher, ic can also be Ladders 


used as a stump puller 


and as a hoist and lift. Here is the most com- 
i. aiiatinn te plete line of store ladders 
rigid and che lever manufactured. 
handle can be operated There’s a type of ladder 
continuously in one to meet any and all con- 
direction or backward — aa poe — 
and forward and from ea Ga ee ee 
ag —floor rollers with steel 
either side. me 
; ladder frames — ceiling 
The clamps are fitted ladders for straighe or 
with cail nuts so chat curved box track, and 


several designs of the 
portable type. 

Investigate che SraiR- 
Way Ladder line—you’re 
sure to find a stock type 
to meet any and all 


Fence Stretchers co meet 


ichards-Wilcox Mf 


NHanevcertorany Door that Slides 


AURORA, ILLINOIS, U.S.A. 
New York Bdeton Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Minneapolis KanseasCity LosAngeles SanFrancisco Omshe Seattle Detroit 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT, + Winnipeg 


wrenches are unneces- 
sary. 
The pricesare attractive. 
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| General Market News 





Hardware Sales Improving— 
Spring Lines Active 


factory, according to reports from the various wholesale 


+6  “tactory, ac sales throughout the country continue satis- 


hardware market centers. 


In certain of the markets, 


particularly New York, the movement of spring merchandise has 


at last begun to assume decent proportions. 


The unusually late 


spring has proved a serious factor in curtailing the demand, but the 
warmer weather of the past few days has resulted in retailers com- 


ing into the market in increasing numbers with reorders. 


As a re- 


sult of this belated buying surge, some difficulty is naturally being 


experienced in securing prompt delivery on all items. 


This condi- 


tion has, of course, been foreseen, and many of the wholesalers have 
urged their customers to buy in anticipation of the last moment 


congestion. 


“Staple lines are moving satisfactorily and collections, which are 
one of the surest indications of basic conditions, are generally im- 


proving.” 


TT 


Steel Market Quiet 


In a steel market showing a general 
tendency toward a slowing up of de- 
mand, it is interesting to note, says 
The Iron Age, that the lines in which 
business had been affected by weather 
conditions are showing improvement. 
Demands of jobbers upon manufactur- 
ers of wire products have quickened 
materially, following a few days of 
really good weather, and evidently sales 
of automobiles have improved to a point 
where builders feel safe in taking out 
a little more steel, since there has been 
some increase in that direction, notably 
on the part of one large producer who 


has been rather sparing with specifica- 


tions in the recent past. 

While it would be an exaggeration to 
call steel business as a whole good, it 
would be equally wide of the mark to 
say that it is poor. The industry has 
made and shipped a very large amount 
of steel in the first four months of the 
year, and while it is generally reported 
that stocks of steel in second hands are 
small, there is not the same cheerful 
report about the movement of steel 
articles into consumption. 





| 
| 














Implement Exports Still at. 


High Level 


Large foreign shipments of imple- 
ment exports which began in January 
were continued in February when the 
exports of agricultural implements 
from the United States amounted to 
$8,731,883, an increase of approxi- 
mately $300,000 over the January ex- 
ports and almost doubled the exports 
of February, 1925, which amounted to 
$4,436,027, according to the Agricul- 
tural Implement Division of the De- 
partment of Commerce. 





Look for Large Linoleum 


Sales 


With June 1 as the date for the semi- 
annual division of the seasons on lin- 
oleum, says the New York Journal of 
Commerce, great interest is being di- 
rected by buyers to all statements com- 
ing from the prominent American man- 
ufacturers. It is made clear that on 
battleship and inlaid linoleums, as well 
as on the special printed grades, the 
jobbers in all sections of the country 
are handling a larger turnover so far 
in 1926, as compared with the corre- 
sponding period last year. 





Conditions a Little Better in 
Chicago 


The general situation in the Chicago 
territory is a little more encouraging 
this week. While the agricultural op- 
erations are considerably behind sched- 
ule, they are progressing and business 
is showing a corresponding improve- 
ment, although it is slight. Spring 
merchandise is beginning to move and 
things get on a more seasonable basis. 

Prices are holding firm for the most 
part, the only exception being a job- 
bers’ price decline on sash cord, which 
follows a drop by the manufacturers 
last week. 





April Failures Show Decrease 


Reports of failures for April show 
some irregularity, in that, while the 
total number is below that for March, 
it is ahead of the like months for 1925 
and 1924, according to Bradstreet’s 
monthly report. 

















—$600,000,000 Building 


Contracts Awarded 


The volume of new building projects 
undertaken continued very large in 


March. The F. W. Dodge Corporation 
_reports nearly $600,000,000 of contracts 


awarded in thirty-seven States, an in- 
crease of 53 per cent over the February: 
total and of 22 per cent over that of 
March, 1925. In the New York and 
northern New Jersey district contracts 
awarded in March were 88 per cent 
larger than a year ago, but did not 
— the unusual volume of March, 

Permits issued during the month in 
440 cities also showed a large increase 
over February, but the gain over March 
of last year was only 2 per cent, ac- 
cording to S. W. Straus Co. reports. 
Many of the larger increases over last 
year were reported from Florida and 
other Southern States. 

Residential building continued to 
account for a considerable part of the 
increase in contracts in this district. 
In other districts, however, the prin- 
cipal gains were in commercial build- 
ing and public works and _ utilities, 
while reductions compared with a year 
ago were reported in contracts for res- 





idential, industrial and _ educational 

building. 

Affirms Shovel Simplification 
Program 


Manufacturers, distributors and users 
of hand shovels, at a conference at the 
Department of Commerce, April 29, 
affirmed a program of _ simplification 
which had been tentatively agreed 
upon at a previous conference held at — 
Atlantic City. The conference in 
Washington went on record as favoring 
further work by the standardization 
committee toward elimination of sur- 
plus finishes. 





Northwest Trade Improving 


Retail business in the hardware 
stores over the Northwest in the ter- 
ritory tributary to the Twin Cities is 
showing definite signs of improvement. 
With the slightly warmer weather, and 
the rain, the first of the season, which 
was general over the Northwest the 
latter part of the last week in April, a 
feeling of encouragement in crop out- 
come is evident. Dealers are finding 
that the public is beginning to respond 
to the necessity of purchasing spring 
hardware. 

Lawn hose has been selling briskly, 
due to the lack of rain. Steel goods 
are moving out more freely, and other 
lines pertinent to the needs of the peo- 
ple at this time are selling better. 

Bank clearings, while they have been 
below those of last year for a few 
weeks, are beginning to increase. Sav- 
ings accounts are averaging well, and 
collections are fair. 

Rope prices for this district show 
a decline. 





Reading matter continued on page 108 
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Sell Rope for 
Boating 


The Hardware Dealer located near a body of water has an added market for Rope. 


Every boat owner is attracted to a good Rope, and one owner’s recommendation 
will bring several other customers. Each boat and sailing vessel uses considerable Rope, 
and the Dealer obtaining this business will have a very large volume of sales. It is worth 
a big effort. 


Put in the Columbian Window Display and invite the boating enthusiasts into your 
store to inspect Columbian Tape-Marked Pure Manila Rope. The Tape-Marker will be 
a wonderful salesman for you, and your customers will thank you for selling them 
Columbian. 





Columbian Rope Company 


352-80 Genesee Street 
Auburn, “The Cordage City” N. Y. 








Branches: New York Chicago Boston New Orleans 
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Increase in Sale of Spring 
Lines—Collections Improving 


URING the past week the sale of seasonal spring merchan- 
dise has shown a material increase, and in consequence New 


York wholesalers are having a busy time filling orders. 


The un- 


seasonable weather prevailing not only in New York but through- 
out the country generally, has up to the present time seriously cur- 


tailed the movement of spring goods. 


As has been predicted in 


these columns, this condition could not last indefinitely, and the first 
touch of real spring temperature has brought a veritable army of 


buyers into the market. 


As a result of this sudden demand, some wholesalers are expe- 


riencing difficulty in securing prompt shipment on certain lines. 


At 


the present time rubber hose, fencing, shovels, garden tools and lawn 


rollers are exceedingly active. 


Staple lines were also as good dur- 


ing the past week as could reasonably be expected at this time of the 


year. 


Collections are generally characterized as fair, with an improving 


tendency, in consequence of the more active movement of spring 


merchandise. 


Improving Demand for 
Staple Lines 


The demand for many staple items | 


has shown considerable improvement | 


during the past week. Prices in the | 


metropolitan area on bolts, nuts and | 
screws continue firm. 
cient for current requirements. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. N. YORK: 
Bolts and Nuts 


Machine bolts, *% by 4 and smaller, 


40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
pef cent off list. 

Common carriage bolts, % by 6 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 50 and 7% off list. 
Lag screws, 50 and 7% off list. 
Screws 
Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 


Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
74 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head, 
72% per cent. 

These discounts apply 
list of June 24, 1922. 

EX TRAS—20-10-10 per cent. 


to revised 





Sash Cord in Good Demand 


| struction work have been good buyers 
| of hose. 


Stocks are suffi- | 


a ees eennnsenctiinieeeen 














As announced in last week’s issue 
of HARDWARE AGE, sash cord prices | 
have declined 3c. per lb. New prices | 


to dealers are: Samson Spot, No. 8 
to No. 12, 65% to 66c. per lb.; Phoenix, 
same numbers, 36c. per lb.; Sachem, 
same numbers, 3lc. per lIb., and Aetna, 
No. 8, 27c. per Ib. 

No. 7 is lc. per lb. higher, and No. 
6 is 3c. per lb. higher. 





Rubber Hose Sales Good 


Rubber hose is among the most ac- 
tive of the spring items at the present 
time. Prices have been firm, and 
stocks are generally adequate to meet 
all current requirements. Contractors 
with road repairing and building con- 


JOBBERS'’ 2a see oe TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Rubber BA omng hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 60 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 114 c., in 50 ft. lengths, 
10%c. per ft Bull Dog, in 25 ft. 
lengths, 14%c. per ft., in 50 ft. 
lengths, 14c. per ft. ‘Molded, high 
grade, in 25 ft. lengths, 10%4c. per ft., 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, . per ft. 

Nozzles, Standard, heavy, $6 per 
doz., less 5 per cent. Competitive 
grade, 41%4c. each, less 5 per cent 
in dozen lots. 





Satisfactory Demand for 


Linseed Oil 


The movement of linseed oil has 
shown a substantial improvement of 
late. National Lead Co. prices dated 
April 23, showed an advance of 4/10c. 
per lb. over the prices issued April 13. 
The prices then were as _ follows: 
Linseed oil in lots of less than 5 bbls., 
11.9c. per lb.; in lots of 5 bbls. or more, 


11.5c. per Ib.; Calcutta linseed oil in 
barrels, 16.1c. per Ib. 
Boiled oil is 4/10c. extra per Ib.; 


double boiled oil is 5/10c. per lb. extra, 
and oil in half-barrel lots is 7/10c. per 
lb. additional. 


ooo 


Radio Batteries Firm 


There has been no abatement in the 
demand for radio A and B batteries 
in the New York wholesale market, 
and prices continue as heretofore. The 


opening of the boating season has also 


_ resulted in stimulating the demand for 


dry cell ignition batteries. 


Prices are 


_ substantially as follows: 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.6. NEW YORK: 
90 


Franco “A storage battery, 
amps., $9. 35 ae. 120 amps, $10.65 
each. 


Batteries, No. 6, dry cells, ignition 
type, 28c. to 32c. each in standard 
package. 

Radio “B”’ batteries, unit package 
quantities, No. 766, $1. hg each; No. 


764, $1.14 each; No. $2.44 each: 
No. 772, $2.74 each; ys 770, $3.09 
each: “C” batteries, No. 771, 39c. 








| 
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Look for Improved Rope 
Sales 


The movement of Manila rope is im- 
proving in the New York wholesale 
market. As reported last week, Manila 
rope prices for the May and June buy- 
ing period, show a decline of lc. 
Manila rope, first grade, is now quoted 
to dealers at 26c. and second grade, 
is offered at 24c. Local distributors 
expect a definite buying stimulation on 
the new price basis. 





Active Demand for Wire 
Cloth 


As a result of the improving weather 
conditions, the movement of wire cloth 
has picked up noticeably, although it 
is reported that concessions are being 
offered by certain other distributors. 
Prices are substantially as follows: 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Wire cloth, copper, 14 mesh, $5.00 
to $5.25; 16 mesh, $5.50 to $5.75. 

Bronze, 14 mesh, $5.50 to $5.75; 16 
mesh, 6.00 to $6.25. 

Galvanized, 12 mesh, $2.30; 14 mesh, 
$2.40 to $2.50; 16 mesh, $3.05 to $3.15. 

These prices are per 100 sq. ft. on 
sizes 22 in. to 48 in. For smaller 
sizes add 15c, per 100 sq. ft. 





Rope Declines One Cent; 
Increased Demand Expected 


As predicted in the market pages 
of HARDWARE AGE for the past three 
or four weeks, manila rope prices for 
the May-June buying period show a 
decline of 1 cent. These lower prices 
were announced last week, becoming 
effective on May 1. Manila rope, first 
grade, is now quoted to dealers at 26 
cents and second grade is offered at 24 
cents. Local distributors expect a defi- 
nite buying stimulation on the new 
price basis. 


—— 


Nail Prices Unchanged; 
Advance Freely Predicted 


Although there has been no change 
in wire nail prices an advance of 10c. 
per keg is freely predicted by leading 
distributors in the metropolitan mar- 
ket. Current offerings are from $3.35 
to $3.45, but the majority of jobbers are 
selling at the lower figure. When the 
advance comes through in the local 
wholesale market the price will prob- 
ably be $3.45. Two or three houses 
have already announced the $3.45 price, 
but the majority of business is being 
placed at 10c. lower per keg. 

No change is expected on wire brads 
in packages, which are quoted at 70 
and 5 to 70 and 10 off. list. 


Peading matter continued on page 110 
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“T surely do like this Griswold Bolo Oven!” 


Thousands of housewives have gone 
into raptures about this Big Oven, Little 
Oven in one. It keeps two temperatures 
at the same time! ‘The shelf is a movable 
circulating air-chamber that makes the 
lower half of the Bolo heat quickly . . . 
then heats the upper half with the over- 
flow heat from the lower. That means 
there’s the oven below, hot, for the fast 
baking of biscuits, pastry, meats. And the 
oven above, moderate, for the slow baking 
of custards, puddings. No other portable 
oven does fast and slow baking at once 
like this! The shelf can be moved to the 
top to make the hot oven larger if needed. 


The Bolo works equally well on gas, elec- 


Griswold Waffle Irons—easy, swift bakers of perfect waf- 
fles—are in demand every day in the year. Cast iron or 
cast aluminum, high or low frames, plain or heart-star 
Reg. U. 8. Pat. Off. designs! Electric waffers, too. 


with your order. 


tricity, coal, or oil. It absorbs the heat, 
doesn’t give it off . . . a wonder in mid- 
summer! And a hustler after trade! 


National advertising is telling the women 
all this. You remind them. Show the pol- 
ished steel body, glass door, always cool 
handles. Order from your jobber today. 
Or write us at once for bulletins and prices. 


THE GRISWOLD MFG. CO. 
Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast 
Iron and Aluminum, Waffle Irons, Food Choppers, Re- 
versible Stove and Furnace Pipe Dampers, Fruit Presses, 
Mail Boxes, Bolo and other Portable Bake Ovens, Cas 
Hot Plates, Electric Waffle Bakers and Electric Hot 
Plates. 


THE LIne THAT'S FINE At CooKING TIME 


Free waffle display stand g 





GRisWwW OLD 
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Hardware Business Improving in Chicago— 
Staple Items in Demand—Prices Steady 


(Chicago office of HaRDWARE AGE) 


HILE the late spring is materially delaying farm opera- 
tions and consequently making business rather spasmodic, 


this week shows a little improvement. 


In many agricul- 


tural sections the spring plowing is unfinished, while in the districts 
where the seeding is done, there is a lack of moisture that is adding 
to the general delay. However, in spite of these handicaps there 
was a very noticeable increase in the movement of spring mer- 
chandise during the past week and the outlook is correspondingly 


more optimistic. 


Staple items have been in fairly good demand 


right along and they, too, are now showing a slight betterment. 
Prices are holding firm and with little change. Jobbers announce 
decline on sash cord following the manufacturers reduction of last 
week and there are also some “specials” quoted in jobbers’ prices 
on galvanized tubs, although the prices of the makers are unchanged. 
Cement coated nails are now obtainable from the jobbers in the 
new 100-lb. kegs and are quoted at the same base price as common 
nails instead of the lower price on the smaller “count” keg. 


Although there has been some _ recession 


in the operating 


capacity of the steel mills in the Chicago area, resulting from a 
slight slowing down in buying, the booking of new orders is keep- 
ing pace with shipments and there has been no change in the prices 


of mill products. 


There is a gradual seasonal increase 
in demand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Pliugs.—Splitdorf, 50c. each, 
regular, 58c. each; Champion X, 45c. 
each; Champion Biue Box line, 53c. 
each; A. C. Titan, 58c. each: lots of 
100, 56c. <A. C. Special Ford, 44c. 
each. 

Spot Light.—Anderson, No. 3280, 
6.50. 

Horn.—A. A. Electric (Ford), $4 
¢ ich, 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps.—Rose, 1%-in. cylinder, 
$1.55. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes—30 x 3%, oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 
3%, $1.80 each; red inner tubes, 30 x 
3%, $2.25 each. 

BOLTS AND NUTS.—Prices remain 
firm and the demand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—There is 
an excellent volume of business re- 


ported. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 


sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 
CHAINS. — A satisfactory normal 


amount of business is being placed. 
Prices are unchanged. 

















a 


AUTOMOBILE ACCESS ORIES.— | 


We quote from jobbers’ stocks, 
f.o.b. Chicago; %-in. proof .- coil 
chains, $8.50 per 100-Ib.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
There is a steady demand. Prices show 


no change. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 


burrs, 45 per cent discount. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices are firm and a good vol- 
ume of orders is being received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage sirigle bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $4.00 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The demand for elec- 
trical goods is very lively. With the 
exception of a drop in key sockets, 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise.— No. 14 


rubber-covered wire, okt 50 per 1000 
ft.: in 1000-ft. lots, $7.2 5; No. 18 lamp 
cords, $14.25 per 1000 ft.: in 1000-ft. 
lots, $13.65; % in brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, _§ 12c. 
each; dry cells, boxes of 50, 32c. 
each: less than case lots, 36c. each. 
Radio Supplies. —Radio B batteries, 
No. 766, $1.40 each; 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$2.62 each; No. 486, $3.85 each, 
Battery Chargers.—Apco line, 
of less than 10, $13.50 each, net. 
Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cent. 
FIELD FENCE.—tThere is a very ac- 
tive demand at this season. Prices are 


without change. 

















We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-12%, $28.68 per 
4 rods; 184-14%, $43.62 per 100 
rods. 


FILES.—There have been no price 


changes and the demand is normal. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicho!son files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—As the actual 
fishing season opens there is an active 
demand, which will undoubtedly in- 
crease when the real game fishing is 
permitted. 


GALVANIZED WARE.—Some jobbers 
offered specials on tubs during the 
week, but otherwise prices were firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.40; No. 2, 
$7.20; No. 3, $8.40; 10-qt. galvanized 
after made pail, $2.25; 12-qt., $2.45: 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—There is a _ noticeable in- 
crease in the demand during the past 
week. Prices are unchanged. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 12\4c 
per ft.: %-in., 14%c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9%%c. 
per ft.; %-in., 11%c. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 


Rainbow 38-in. high, $24 doz. 
GLASS AND PUTTY.—tThe demand is 
somewhat irregular, but prices are 
holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 per 
cent discount; double strength A, all 
sizes, 8 per cent discount; double 
strength B, up to 4 in., 87 per cent 
discount; balance, 85 per cent. Putty, 
pure grades, $3.75 per 100 lb. com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—tThere is a good active 


demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets. No. 2 broad, $16.40 doz.: 


medium uality hatchets, No. 2 
shingling, $8.00 doz.; medium quality 
hatchets, No. 2, broad, $12.50 do 


HANDLED HAMMERS.—The demand 
is very good and prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $12.00 doz.; Maydole, 
$12.60 0z; 16-0z. machinist ham- 
mers, first quality, $9.20 doz.; Com- 
petitive grade, 16-oz. nail hammers, 
$6.00 to $8.00 doz. 


HANDLES, AGRICULTURAL. — A 
good active demand is reported and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


checked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., 
414-ft., $4 doz.; 5-ft., $ 
‘*: aie ow 40 doz.; 5-ft., 

Fork Handles.—Bent chucked 
oan ored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.;: 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 
ft.. $5.75 doz.; XX, bent 4%4-ft., $4. 50 


Reading matter continued on page 112 
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Making Hay While the Sun Shines 


It is not difficult to convince any farmer that he needs a dependable rope 
for hay carrier or stacker use. He knows from experience that to insure safe 
and speedy handling of his hay crop, the rope must be strong and serviceable, 
of good handling qualities—easy to splice-——and of uniform size so as to run 
true and freely through the pulleys. 


Dealers who have handled and sold Plymouth Manila Rope over a long 
period of years will tell you that it gives their customers longer, better and 
more economical service than rope of inferior quality can be expected to 
render. 


More and more hardware merchants are recognizing the selling power | 
of attractive store and window displays. A specimen hank of Plymouth 
Manila fiber displayed beside your rope stock will create favorable notice 
and comment and is a good way to boost rope sales. This is only one of our 
dealer rope selling helps furnished free on request. 


If your jobber is not distributing Plymouth Rope, 
write us for address of nearest jobbing depot. 


PLYMOUTH CORDAGE CO. 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 


PLYMOUTH 





Sh 
You ha oad 
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doz.; 5-ft., $5.50 doz.; X, bent, 4%- 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handiles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz. ; —. bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; bent, 4-ft., $2.60 doz.; 
4%- t., $2.90 doz. 

ee yy Hoe Handies.—XX, 4'%- 

$3.45 doz.; 4%-ft., $2.40 doz. 

"barman Rake Handles. —XX, 5'%- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, $7.95 
doz.; X grade, $6 doz. 

Spade Handies.—D handles best 
grade, $7.75 doz.; grade, $6 doz. 


HANDLES, TOOL.—Sales show a good 
volume and prices are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Axe Handice.—No. 1, Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer WHandies.— 
No. 1 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—tThere is a heavy volume of 
sales and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap ninges. 
in I gg 4-in., $1.08; 5-in., $1.4 
6-in., $1.60; :. in., $2.70; 10-in., $4. 36 
per doz. pairs: extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.6 
6-in., $2. 08: 8-in., $3.56; 10-in., $5. 16 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
still lagging with the continued cold 
weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 


75 list; 4-qt., $8.25 list; | 6-qt.. 
10.45 list; 8-qt., $13.50 list; 10-qat.. 
18 list; 12-qt., $21.55 list; 15-qt., 


$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8. 60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count, Alaska, 1-qt., $2.95 list; 2-qt., 

$3.45 list; 3-qt., 4.10 list; 4- “at. $3 


list; 6-qt., $6.30 ae . $8.2 list: 
10- =" $10. 75 list; “ cia, list; 
15 $17 list; ~y F $21.50 list. A 


p~ lel of 20 and 10 per cent on all 
above prices. 


LAWN MOWERS.—Sales are picking 
up nicely now. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in., wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
SeneEnE. 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Cement coated nails are now 
obtainable in the new sized kegs, which 
take the same base as common nails. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Common wire nails, 
$3.15 per keg base; cement coated 
(new packing), $3.15 per keg base. 
The extra for galvanized nails is now 
$2 for l-in. and longer, $2.25 for 
shorter than 1-in. 


OIL STOVES.—The current demand is 
still light, although there has been a 
slight increase. 


PRFECTION— 
No. 72 2 burmers........... ....$17.50 
Ere 22.50 
i) ae Oe 8 ok eae ence eet 28.50 
OD 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Mode!)— 


ek Se es on nes wok acbewe $17.50 
a 22.50 
EE a 28.50 
Re discounts same as Perfec- 
tion 

NESC 
ee Te rer $9.50 
a Me ar PE. coc coc csé out 17.35 
: . Se a, no wns 0 os.beee 22.00 
No. 214 4 burners.......... ... 28.00 
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a “Pe rs os os coebeonee 39.50 ° 
No, 1102 high shelf only........ §.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 


No. 1105 high shelf only........ 9. 
With Vitreous Enameled iseves 

Tops and Splash Backs: 

 % Ff. res $35.50 


a: oe a are. vecsceeet 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 


Nesco Rolo, 5 burners & Oven. .$90.00 
Dealers’ discount, 30 and 5 per 


cent, 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 


No, 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
Sek: DE «Gibe cue deetedsstveceade oad 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door.. .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 
No. 05 1 burner solid door...... $2.00 
No. 5 1 burner glass door...... 2.15 
No. 010 1 burner solid door...... 3.50 
No. 10 1 burner glass door...... 3.75 
No. 020 2 burners solid door..... 4.25 
No. 20 2 burners glass door..... 4.50 
No. 030 2 burners solid door..... 4.90 
No. 30 2 burners glass door..... ; 5.20 
Dealers’ discount, 30 and 5 per 
cent. 


PAINTS AND OILS.—Prices are un- 
changed and are reported as good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel ae 92c. 
per gal.; 5-barrel lots, 89c. r gal. 

Linseed Oil. —Boiled, barrel lots, 
—_ per gal.; 5-barrel lots, 92c. per 


ga 
Turpentine. -—Barrel lots, $1.15 per 
a 


Denatured Alcohol.—Barre! lots, 
45c. per gal.; steel drums extra $6, 
returnable. 

White Lead.—100 Ib. kégs, $15.25; 
500-lb. lots less 10 per cent; 50- Ib. 
a $7. 75; 25-lb. kegs, $3.90; 12-Ib. 
egs, $2. 

Shellac.—(4%-lb. cuts) white, $2.90 
per gal.: orange, $2.60 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100-lb. 

—~ Paste.—Barrel lots, 7c. per 


PYREX WARE.—The demand is nor- 
mal for this time of year and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round 
No. 622, $12 doz.: No. 623, $14 doz.; 
Oval No. 632, $12 doz.; No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plateé.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2 cup, $20 doz.; 4-cup, 
$24 doz: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.:; No. 
232, $14 doz. 


ROLLER SKATES.—Sales are very 
good, as is to be expected at this sea- 
son. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair, for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 

ROOFING AND PAPER.—Sales are 
ee good and prices are firm. 


uote from jobbers’ stocks, 
sabi Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade talc surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red _ rosin 
sheathing, $57 per ton. 
ROPE.—Orders are in better volume at 
the new reduced price basis. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila stand- 
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ard brands, ee. * Ib.; No. 32, 
Manila, 22 lec. pe No. 1 Sisal, 
awe per Ib.; No. 2 “Sisal, 14%c. per 


SASH CORD.—Jobbers’ prices have 
followed the manufacturers’ reduction 
of last week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.30 per doz. hanks; No. 8, $8.30 per 
doz. hanks. 


.SASH PULLEYS.—tThere is a reason- 


ably good demand and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 

els, 48c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—Orders are coming in bet- 
ter volume as the season nears. 


We uote from jobbers’ stocks, 
f.o.b. hicago: Screen Doors: No. 
266, 2-8 x 6-8, $20.35 doz.; No. 296, 2-8 

x 6-8, $24.55 doz.; No. 311, 2-8 x 6-8, 
$29.20 doz. Window Screens, No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 


SCREWS.—The demand is active and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 77%-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass 
72%-20-10 per cent new list. Jap- 
anned 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Sales are very good and prices are 
strong. 


We quote from jobbers’ sto 
f.o.b. Chicago: Warranted  60- 0 
solder, $44 per 100 Ib.; medium 45-55 
solder, $43 per 100 Ib.; tinner’s 40-60 
solder, $42 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
_ No. 4 babbitt metal $13 per 100 


STEEL SHEETS.—Orders are being 
placed in good volume, with no recent 


price changes. 


We quote Pte are stocks, 
f.o.b. Chicag age galvanized 
sheets, $5.25 ber 100 BB: 28-gage black 
sheets, $4.25 per 100 ib. 


WIRE PRODUCTS.—The demand is 
showing some increase as the season 
advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.06 per 100 lb.; No. 9 gal- 
vanized plain wire, $3. 50 per 100 eb. 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh galva- 
nized wire cloth, $2. 00 per 100 sq 
ft.; 14- — bronze wire cloth, $5. Te 
per 100 sq. ft. 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12- 
mesh, $2.15 per 100 sq. ft.; 14-mesh, 
$2.55 per 100 sq. ft.; bronze, 14-mesh, 
$6 per my sq. ft.; 15-mesh, $6.60 per 
100 sq. 

matiiclined Poultry Netting.—57%-5 
per cent discount; galvanized after 
made poultry netting, 52%4-5 per cent 
discount. 


WRENCHES.—Prices are firm and 
the demand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
—-" No. 303 Ford Master Service 








bs Rabe | 
‘ 








3.40: No. Sa 
Set, $3.70. All atte -on Wrenches 
less 40 per cent. 
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Thirty-Five Pieces-- 
$3.50 Worth of Domes 


HIS house is typical of the homes 

you serve--it only needs a reminder to 

equip its thirty-five pieces with quiet, 
rug-saving, effort-saving Domes of Silence! 
See the new metal stock and counter display 
illustrated on the next page. Let it do this 
reminding for you as it has done for other 
thinking retailers who see in Domes of Silence 
a 10 or 15 cent item needed in from $3.00 to 
$5.00 units! Put this Cabinet to work for you. 





DOMES of SILENCE 


Better Than Casters ¥\W Easily cApplied 
The Perfect Furniture Save Furniture, Floors 
Footwear and ‘Rugs 





Reg. U. S. Pat. Off. 
No. 995,758 which - 


be strictly enforce 





DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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This new metal Display-Stock 
Cabinet--Assortment D-20--costs 
$10 and sells for $15. Contains a 
gross sets as follows: 1 dozen each 
of ¥%*" and 1%"; 2% dozen each of 


14", 54", 4" and %". 


The New Metal Display 





REFILLS: 


Sizes %", 1%", %", %" and %" 
racked in % gross sets straight 
sizes--$9 per gross sets. Size 
1 Ya® packed | dozen sets--$13.50 
per gross sets. 








REFILLS-- 
D 19 Assort- 
ment: Packed 
CP 8 Ys gross sets: 
(ee | doz. each of 


sets. 





DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 


” 
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DOMES of SILENCE 


Better Than Casters ¥)j Easily cApplied » iii 
The Perfect Furniture Wee 
Footwear , 





and Stock Cabinet 


HE average home can use three 
to five dollars’ worth of Domes 
of Silence. This New Cabinet 

is a constant reminder to your customers 

to save their furniture, floors and rugs. 

Compact in size, attractive in appearance, 

this new silent salesman makes a five- 

inch strip of counter pay its way 


handsomely. This cabinet will really sell. 
Order one from your jobber NOW. 





Save Furniture, Floors 


and Rugs ¢ it 








Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 
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Be Sure You Offer the Best— 


Chuck grips firmly both round and 


The Mechanic and the Handy-man 
both need good Bit Braces. Be sure 
you can offer them Braces that will 
stand the hard, every day use of the 
mechanic and the occasional misuse 
of the Handy-man. 


For general use the Pexto Samson 
Ratchet Bit Brace, illustrated above, 
will give a life-time of dependable 
service and stand up under the sever- 
est “roughing.” They are furnished 
with forged steel jaws, properly hard- 
ened; Ball Bearing Chuck and Head; 
metal parts, nickel plated; head and 
center cocobolo. 


square shank Bits. Made with Con- 
cealed or Box Ring Ratchet in sizes 
8” to 16” sweep. 


| Fred. W. O’Dea of Xenia, Ohio, 
writes: “I have used one of your Sam- 
son Braces for sixteen years. ‘Good 


999 . 


as ever. 


Another one: A customer of Co- 
lumbia Hardware Company, Pasco, 
Wash., says: “My Pexto Samson 
Brace is in A No. 1 shape after ten 
years’ use in the bridge and building 
department of the railroad.” 


Write for Tool Catalog 


CEXTO 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONN., U.S.A. 
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Hardware Business Fairly Good in Pittsburgh 


—Staple Items in Good Demand—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 
ARDWARE business is better in this district than it has 
been and yet it is unusual to find either jobbers or retailers 
who are entirely satisfied. Real spring weather is still 
laggard in this part of the country, and there is no doubt that views 
as to business are tempered by the realization that sales of some 
spring lines are permanently lost. It is doubtful if the general 
average of business would be as good as it is if it were not for the 
fact that there are stretches of good weather which usually are fol- 
lowed by a goodly flow of orders for hardware. That business still 
is below expectations, however, probably has some other explana- 
tion. There is comparatively little unemployment in the area of 
which Pittsburgh is the principle distributing center, and earnings 
and buying power must be reasonably high, but seemingly the people 
of this area have become imbued with the now very general idea in 
wholesale markets that prices are not going to be higher and that 
careful buying may eventually produce lower prices. 

Changes in hardware prices are very few. A new list on hatchet 
and hammer handles has been issued and shows an approximate ad- 
vance of 10 per cent. One maker of automobile tires is making a 
drive on heavy duty tires and making special prices which other 
producers have been forced to meet. Special prices on vacuum 
sweepers to stimulate sales are being extended through this month 
by some makers. Collections are only fair in this district. 














AUTOMOBILE ACCESSORIES.—The Cord Tires 

complaint of poor business still is a Heavy 

common one here. Size Oa rd Cord Tubes Tubes 
dt gy nrg stocks, f.o.b. 30x3Cl $9.75 $1.80 $2.35 

Spark Piugs.—A. C. plugs, lots of | sonst een 0 ~ Tee _— “ey 

less than 10, 65c. each: lots of 10 to 29 x 31% ss. 17.30 9 45 3.00 
49, 58c.; lots of 50 to 99, 55c.; lots of 31 x 4 Ss Ss. 15.50 18.70 3 00 3.70 
100 to 200, 57c.; lots of 300 or more, 32x 4 ss 17.15 21.40 2 20 3.75 
47c; A. C. plugs, No. 1075, for Ford | 33x48 )8. 17.75 22.05 3.25 3.80 
cars, lots) of less than 10, 49c.; lots 24x4SS. 18.50 22.75 3.30 4.00 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; | 29 x4%S.S 28.10 4.30 
lots of 100 to 200, 39c.; lots of 300 or 33 x 41% ss. 28 90 4.40 
more, 37c. %SS 55 : 

Motor Meters.—Standard makes, 35 nate Ss 30,40 es 

lots of less than 10, 30 per cent off 36x 414 S.S 31.20 4.85 
list; lots of 10 to 19, 35 per cent off 33 x ES S ; 37.60 5.65 
list; lots of 20 or more, 40 per cent 35x5SS. 39 00 6.05 
off list. / 

Horns.—Spartans, single lots, 33% Si Truck Cords Tan Tube: 

per cent off list; $60 list and over, aos at $35.50 “a. 

40 per cent off list; $90 list and over, a. = oS oe 35 hy 

40 and 5 per cent off list. a4 x aid rat = 
Windshield Cleaners.—Trico, uni- + tts a2 00 515 

versal automatic cleaners, $3.25 each. 33 x 45 30 5 65 

Jacks.—Millers Falls, No. 145, $3.75 s4x6 46-45 soe 

each. ry. 

Pumps.—Anthony line, $2.20 each. = $$ ees €.06 

Chains.—Single pairs, 30 per cent 26 x6 79.85 10.90 

off list: lots of 10 to 50 pairs, 35 per 24 x q 106.05 13.25 
cent off list; lots of 50 pairs and over 38 x7 118.00 14.75 
0 per cont OS Ee. 40 x 8 152.50 17.75 
AUTOMOBILE TIRES AND TUBES. Balloon Tires 
—There is fairly good business in auto- To fit 20 in., 21 in., 22 in., 23 in. Rims, 

. . : : rey 
mobile tires and tubes, but evidently it om Hie Chetees aun 
is not good enough to suit all makers 299 x 4.40-21 in. 4 13.85 $2.95 

; n 29 x 4.75-20 in. 4 17.90 3.55 
as one of them has been making spe 30 x 4.75-21 in. 4 18.65 3.70 
cial prices on popular sizes of heavy 299 x 4.95-20 in. 4 20.50 3.70 
. . . . 9» - 
duty tires and this has forced a similar 30 x 4.95-21 in, = 4 21.15 3.75 
: . . 31 x 4.95-22 in. 4 21.80 3.80 
concession on other makes since busi- 30 x 5.25-20 in. 4 23.45 4.00 
: 31 x 5.25-21 in. 4 24.15 4.10 
ness has been entered generally with a 30 x 5.77-20 in. 6 30.85 4.70 
guarantee against a decline in prices 32 x 5.77-22 in. 6 32.80 4.85 
; 3: x wv. 7- n,. eOe . 
good until July 1. 33 x 6.00-21 in. 6 32.80 5.70 
Dealers’ prices on tires and tubes 32 x 6.20-20 in. 6 35.50 6.25 
° 33 x ° = n. ° 5 -v00 
handled by hardware dealers follow: 33 x 675-21 in. 6 4085 670 
Fabric Tires 34 x 7.30-20 in. 6 46.25 7.60 
Non-Skid Grey —_. % 
Size Fabric Tubss AWNING HARDWARE.—Household 
30x 3 Cl $7.80 $1.80 ers are already beginning to provide 
30x 3% Cl 8.90 2.05 for protection against the summer sun 











and there is a rather good movement of 
awning hardware. Jobbers quote: 


Eye ends, % in., $5 per 100; % in., 
$8 clamps, % in., $6. 50 per 100; % in., 
$8; hinges, $3.50 per 100. 


BARROWS.—Various types of wheel- 
barrows are reported to be doing well 
here. Jobbers quote: 

Tubular, $6.25 to $9.50; concrete or 
mortar, $5.75 to $6.75; steel tra $4 
49 hs 25: railroad, $2; garden, 4 to 

BATTERIES .—Demand is steady al- 
though of lighter volume than it has 


been. 

Jobbers’ quotations to retailers, 

f.o.b. Pittsburgh: 
Broken Unit 

Packages Packages 

OM eee $1 0.97 
ee SE Pee 1.2 1.14 
A” cvs ce okie cake 1.32 1.22 
St ape 1.40 1.30 
 t- RIEeers. 2.62 2.44 
Se a ee 2.62 2.44 
a aaa S9 3.33 3.00 
Pe Me Cite eken et = .39 
Ree ea .30 


No. 77 

No. 6 dry cells, ee A type, unit 
packages, 32c. each: broken, 36c. 
Flashlight.—No. 935, 9160, each; 
No. 950, 10%c; No. 790, 22c. ; No. 
705, 21%c.; No. 750, 18c.; No. 751, 


24c. 
Hot Shot.—No. 1461, $1.70; No. 1662, 
$2.35. 

BOLTS, NUTS AND RIVETS.—Mak- 


ers are experiencing a lighter demand 
but are maintaining prices. There is 
no change in jobbing prices with the 
demand steady but for small lots. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed, square, tapped, in  5-lb. 
boxes, % in., $16 per 100; 5/16-in., 
$14; %-in., $11; %-in., $10; %-in., $10: 
%-in., $8; %-in., $7.50; rivets, small 
os and tinners, 60 per cent off 
ist. 


CARPET SWEEPERS.—tThere is no 
complaint here over the sales of carpet 
sweepers, sales of which are helped a 
good deal by the fact that this is the 
season of housecleaning. Jobbers 
quote: 

Grand Rapids, japanned, $44 per 
doz.; nickeled, $48; Universal, $42; 
Standard, $36. 

Toy sweepers, Little Gem (3 and 
6 doz. carton), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CLOTHES LINES. AND POSTS.— 
Steel clothes lines and posts are sea- 
sonably active here. Jobbers quote: 


No. 9 galvanized steel wire clothes 
line, $4 per doz. rolls of 100 ft.; cop- 
‘weld, $16; steel clothes posts, No. 

, $2.50 each. 


COASTER WAGONS.—This line is 
selling well this year. Jobbers quote: 


Sherwood line, —_— steel disk 
wheels; No. 28, $5.20 ea.; No. 32, 
$5.65; No. 34, $6. 25; No. 38, $7.00. 


CONDUCTOR PIPE.—There is a fair- 
ly good demand, but sales still are run- 
ning well behind those of a year ago. 
Jobbers quote: 


Reading matter continued on page 118 
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Outside your door 
there’s probably a rich territory, too 


By H. E. Brown 


” HERE service counts, 
we win.” 


With that motto, The 
Chandler Hardware Co., 
Sylvania, Ohio, has built up 
this phenomenal business in_ 
a town of 1,200. They sell 
everything from tacks to tractors, 
and find Perfection Stoves one of 
their most profitable lines. 


In 10 months of 1925 they sold 
more than $8,000 worth of Perfec- 
tions, in spite of the fact that 
Sylvania is only 15 miles from 
Toledo, a city of 240,000 popu- 
lation. How do they 
do it? There are many 
contributing factors, but 
perhaps the most signifi- 
cant is the ‘coupe crew.” 


20 Mile Radius 
“Our five salesmen who flivver over 
a 20 mile radius, are to be given 
most of the credit,’ says A. R. 
Chandler, President. ‘They are 
driving every day in the week, and 
miss very few prospects.” 


These salesmen literally take 


IMPORTANT: Sell only genuine Perfection wicks for 





Chandler’s started business in a 
small Ohio town 35 years ago with 
$300. Today their annual retail 
sales are more than $228,000! They 
take their store to their customers. 


Chandler’s store right to the cus- 
tomers. They demonstrate Perfec- 
tions and other merchandise in the 
customer’s own home, regardless of 
whether it’s one or 20 miles from 
Sylvania. 


Does it pay? Chandler’s profit 
sheet is the best answer. And other 
dealers, too, have found that 
it pays to cultivate a large area. 
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wt EFT TO RIGHT: C. L. 
Hubbard, Bernard 

Hittler, A. R. Chandler, 

R. A. Chandler, members 


of the firm. 


the year, but working the wide 
radius iswhat brings big sales. 


“We cannot recommend the 
Perfection toostrongly,”’ says 
R. A. Chandler, secretary- 
treasurer. “‘We feel that it is 
the easiest line to sell, because 
of its extensive advertising and the 
excellent co-operation of the Per- 
fection Stove Company.” 


The Perfection is a mighty good line 
to tie to. Thousands of dealers are 
finding it very profitable to culti- 
vate a large area, as Chandler’s do. 
If you are not already a Perfection 
dealer, write us for prices and dis- 
counts. You'll be the gainer. 


PERFECTION STOVE 








_ A year around 
proposition 


Chandler’s tie- 
up consistently with 
Perfection news- 
paper advertising. 
They display the 
stoves throughout 
the year, and devote 
special windows to 
them eight weeks in 








Watch 


this magazine next 
month for another 
Perfection article 
on how to insure 
satisfaction to your 

customers 


& 





COMPANY 


Formerly 
The Cleveland Metal Products Co. 
7009 Platt Avenue 
Cleveland, Ohio 


In Canada, the Perfection Stove Co., 
Lid., Sarnia, Ont. 



















all Perfection and Puritan Stoves. Others cause trouble. 


"rus's PERFECTION OIL STOVES +." 
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Galvanized, 3-in., No. 28- -Bage, $5.35 

per 100 ft.; copper, 16-02z., 5-in., 75 
mae 100 ft. in lots of 100 tt. or more; 
small lots higher. 


GALVANIZED HARDWARE CLOTH. 
—Jobbers report sales to be good but 


not up to the average at this time last | 


year. They quote: 
24- to 48-in. widths, %-in. mesh, 
$4.25 per 100 sq. ft.; %-in. mesh, 
$4.50; %-in. mesh, $4.75. 


GALVANIZED WARE.—These 
are making a good showing. Jobbers 
quote: 

Washtubs.— With 


wringer attach- 


ment, No. 22, $8.50 per doz.; No. 23, 
$10: without wringer attachments, 
No. 2, $7.75; No. 3, $9. 

Pails.—Water, 12-qt., $2.65 per doz.; 
14-qt. 3: fire, 12-qt., $4; cement, 
14-qt., $10: chamber, 10-qt., $7.20; 
12-qt., $8; well buckets, 10-qt., $4.50. 

Refrigerator Pans.—No. 2, $4. 50 per 
doz.; No. 3, $6; No. 4, $7.50. 

Garbage pe tene | ¥ 8 with lids, Se- 
curity, No. 1, $3 each; No. 2, $3.50; 
No. $4; Hercules, No. 171, $3; No. 
181, $3.25: No. 191, $3.60. 

GARDEN IMPLEMENTS .—The 


weather has been more favorable for 
garden work and with retailers selling 
more they are buying more. Jobbers 
quote: 


Tools.—Manure forks, first quality, 
jong handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per doz.; 
spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 

12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz. 

Hose.—In 250-ft. reels, %-in., 10c. 
per ft.; %-in., 10%c.; %-in., lic.; in 
50-ft. lengths, %c. per = higher; 
Gem spray nozzles, $6 a —- 


Sprinkling Cans. -— t., $6 per doz.: 
3 ¥ 7.70; $8.10: 


6-qt., $6.60; 8-gt., 15° -qt., 
12-at., 10; 16-at., 
Hose Reels. Su user $1. ” each; 


No. 2, $2.60; Reeleasy, $1.3 
HATCHET AND HAMMER HAN- 
DLES.—New price lists just issued 


show an advance of approximately 10. 


per cent. 

HOT PLATS.—tThis line is beginning 
to move with a fair degree of freedom 
now. Jobbers quote: 


Griswold line, No. 402, 
No. 403, $3.75; No. 
$4.25; No. 702, $4.25; 


HOUSECLEANING SUPPLIES.— 
Spring housecleaning is now at its 
height and there is a strong demand 
for the various artiles required for 
this work. 


Mops.—O-Cedar, 
list; Star cotton, 20-o0z., 
24-0z., $8.40: 30-o0z,, 

Chamois Skins.—12 
per doz.; 13 x 17 in., 
$7.50; 15 x 20, $9.20. 

Waxes.—Johnson paste wax, 1-lb. 
cans, §85c.; 2-lb. cans, $1.70: 4-Ib. 
cans, $3; 8-lb. cans, $6: Old English, 
1-Ilb. cans, 85c.; 2-lb. cans, $1.70; 4- 
ib. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40: Old Eng- 
lish, pints, 75c.: quarts, $1.40. Deal- 
ers’ discount, 33% per cent. 

Sponges.—According to size 
oan $2 to $9 per doz. 

Wall Cleaners.—Smoky City and 
Climax, $1 per doz. cans; Perfection 
paint cleaner, $3 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft., extra 46c. per ft. 

Fioor Polishers.—Johnson’s' elec- 
tric, $42.50 each, subject to er 


$2. 50 each; 
503, 


per cent off 
$7 per doz.; 


14 in., $3.50 
14 x 18 in., 


33% 


o. 
$6; 


and 


of 25 per cent to retailer; hand, 75 
each; Old English, $2.60 each. 
Carpet Beaters. — Justrite, $1.10 

doz.; No. 4, $1.20. 


ICE CREAM FREEZERS.—Demand 
for ‘reezers in this district as yet is 
only fair. 


Alaska Freezers.—1- tay $2.95 each; 
2-qt., $3.45 each; 3-qt., $4.10 each; 
4-qt., $5 each; 6-qt., $6. 30 each; 8-qt., 
$8.20 each; 10- -qt., $10. 75 each; 12- -qt., 
id each; 15-at.. $17 each, and 20- -qt., 


lines 


SS ee 


—— rt ee 
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$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1-qt., 


$3.35 each; 2-qt., $3.90 each; 3-qt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 


which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2-qt., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each; 6-qt., $10.45 each; 8-qt., 
$13.50 each, and 10-qt., $18 each. 
These are list prices and are sub- 
ject to a dealers’ discount of 50 per 


cent. 
S tn as 4.65 each; oat. 
$5.50; 3-qt $6.50; 4-qt., 
$10; 8-qt., $13: 10-qt., $17; sadest : 
a discount of 55 and 9 per cent 
Lightning.—1-qt., $4.65 each; 2-qt., 
5.50; 3-qt., $5.60; 4-qt., $8; 6-qt., $10; 
§-qt., $13; i0- -qt., $17: 12- -qt., $21; sub- 


ject 'to a discount of 55 per cent. 


ee ee i each; 2-qt., $4.60; 
3-qt., 4-qt. $6.80; 6-qt., $8.60; 
8-at.. sii 16: su ject to a discount of 
20 per cent. 


LAWN SUPPLIES.—These goods are 
finding a good steady sale with prices 
showing no change. Jobbers quote: 


Mowers. — Plain bearing, §8-in. 
wheels, 12-in., $5 each; 14-in., $5.25 
ball bearing, 9-in. wheels, 14-in., 
$7.75; 16-in., $8; supreme ball bearing, 
10-in. wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., 2. 

Mower Oil Cans.—Tinned, Straight 
or bent spouts, $1 per doz.; copper 
plated straight or bent spouts, $1.50 
per doz. 
’ No. 2 size, $8.50 each; No. 
4, $10; No. 5, $12.50; No. 7, $15. _ 

Hedge Shears. — Western, 8-in., 
$1.25 per pair; 9-in., $1.40; 10-in., 
$1.60: Disston, 8-in., $1. 75; 9-in., $1.90: 
10- in., $2; ladies’ shears, Western, 
85c.; ‘Disston, $1.10. 





ORNAMENTAL FENCE.—tThere is a 
'good average business in ornamental 


| fence, but it is doubtful if sales are as 








large in volume as they were this time 


last year. Jobbers quote: 
Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.; 42-in., $8.25; 


gates, 36 in. x 36 in., $2. 70 each. 
PAINTING SUPPLIES.—Turpentine 
is still going down, having dropped 4c 
per gallon farther since a week ago, 
making a total drop of 17c per gallon 
in three weeks. Linseed oil is slightly 
easier. Retail sales are increasing but 
retailers were well stocked and there 
has not been much increase in the de- 
mand upon wholsalers and manufac- 
turers. 
Prices to retailers: 
Ready mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 


Ib. or more and an extra 4 per cent 
less in lots of a ton or more; turpen- 


tine, $1.02 per gal. in barrel lots: 
raw linseed oil, 12.5c. per Ib. in bar- 
rel lots. 


PAPERHANGER’S TOOLS.—This is 
the active season in paper hanging and 
occasions a good demand for tools. 
Jobbers quote: 


Seam rollers $5 to $6 doz.: Corner 
and casing knives, $4.50 to $7.50 doz. 


POULTRY NETTING.—Sales still are 
fairly good although somewhat lighter 


_in volume than they were a few weeks 


ago. Galvanized netting is quoted 
from jobbers stocks at 50, 10 and 10 
per cent off list before and 50 and 10 
per cent off list after weaving. 


ROOT BEER BOTTLES.—There is al- 


ready a very fair demand for bottles 
_and other supplies for putting up root 


beer. Jobbers quote: 


Quarts, $9.50 per gross: ca 20c. to 
22c. per gross; stoppers, ‘ 25 per 
doz.; cappers, $10. 50 per doz. 
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SCREEN DOORS AND WINDOWS.— 
These lines are showing increased ac- 
tivity as warm weather and the ad- 
vent of flies approaches. Jobbers 
quote: 

Doors.—Standard makes, 2 ft. 8 in. 

x 6 ft. 8 in. plain walnut stain, $18 
per doz.; varnished natural colors, 
$24.25. 

Windows.—Hardwood oiled frame, 
No. 1233, 12-mesh black wire ee. 
$3.40 per doz.; No. 1533, $3.85; 

$4.20: No. 2433, $5; No. 2437, 
, metal frame, 18- in., $5.50; 24- 


SCREEN WIRE CLOTH.—Business is 
good and jobbers expect it to be even 
better as householders feel the need of 
more open doors and windows. Jobbers 
quote: 


Black, 
100s sq. 
Apex, 12-mesh, 
mesh, $5.75. 


SWINGS.—Demand is growing steadily 
as the period of the year when it is 
comfortable to sit outdoors approaches. 
Jobbers quote: 


Lawn, $8 each; porch, hardwood, 4- 
ft., $6 to $8 each; 5-ft., $7 to $10; 
6-ft., $8 to $12; springs, 30c. to 40c. 
per pair; chains, 45c. to 80c. per set 
and $1.85 to $2.25 per 100 ft. 


VACUUM SWEEPERS.—Manufac- 
turers still are conducting a sales cam- 
paign and special prices including a 
free set of attachments are generally 
being extended to the end of the month. 


VELOCIPEDES.—This wheel toy is 
doing very well in this territory this 
year. Jobbers quote: 


Common types, steel tire, $2 to 
$3 each; rubber tire, $2.75 to $3.90; 
extra heavy, rubber tire, $5 to $6; 
Columbia No. 41, $9; No. 42, $11. 25: 
No. 43, $13.50. 


WATERGLASS.—There is the usual 
good demand at this time of the year 
for egg preserver. Jobbers quote: 
Quarts, $2.25 doz.; pints, $1.40. 
WINDOW GLASS. — Supplies are 
ample for all demands and with a good 
deal of competition for business regu- 
lar quotations are not finding much 
observance. Prices to retailers: 


Single strength, A and B, 84 per 
cent off list; double strength, A, 84 
neq cent off list; B, 86 per cent. off 

st 


12-mesh, $1.80 to $1.90 per 
12-mesh, $2.25. 
2 Bronze, 14- 


| WIRE PRODUCTS.—A few days of 


bright warm weather have helped 
jobbers’ sales of nails, wire and fence, 
but the movement still makes an un- 
favorable showing as compared with 
other recent years at this season. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 

(per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage........ $3.00 $3.45 
I do oe ee bi ae .05 3.50 
SE FEES 6 ooh bts eee en donk 3.10 3.55 
er ere Soe 3.15 3.65 
TE £56 ecucout «ok sis 3.25 3.80 
| Es Sareea 3.35 4.00 
FX Eee: 4.25 
RE er ne ee 3.75 4.45 

ee ae (per 80-rod spool): 
2-point Di &<cbwedeseesieees ee $3.00 
2-point ane ives eeebenseeteemesne 3.20 
I a a ae okt 3.20 
aa eee .50 
2-point cattle (special) ......... 2.25 

Field: Woven wire fence (per 100 
rods): 
I «eh Ah i Sie te ee ld 39.00 
DE Gor ccdvescosveebe-eteut °° 
Poultry 
DE. ¢hcccsdesbeoatbaceeseeul $35.60 
i ail a ii al al a oo ie hae 43.00 
I rs die aeons ek oe detehlned 48.50 
Steel Fence Posts: 
Ee ee 56c. each 
ii Gaddineh ookedbédedhé austen 55c. each 
Nea de obnceethesscbeteted 65c. each 


Reading matter continued on page 120 
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Storekeepers and housekeepers 40/4 indorse Horton 


Do you know why? 
RESTIGE « tree a tree, in P - ~ = — ' Vit Horton Washers and lroners 
that the longer 1 has been é \. are drstributed by the great Hard 
Saw YY ware Wholesalers of America— 
. peasy w hoc 


pet the deeper are the roots 





h ws the natural and most eco 
normea! means wn the world of dis 
tributing the modern apphances of 
the modern washday 

As everybody knows ns ales 
cupense has put many ar carnest 





imtroduced Americas frst washing 
machine 

Today, at the mere mennon of 
an Electric Washer or traner, tens 
of thousands of women speak up 
nd say, “ There nothing Ike a hecause erther quality had to be 
sacrificed of prices boosted te make 


tt may be chat they are prequ ‘tee j up ro tray pts ¢ 
diced; but if they are, t certainty J terce sales 
ws the result wf nothing hut their bi Thanks to its pronty im che 
' 




















own expenence ssiness, to rts carly winning of the 
onfidence of Wholesalers and 
Stores, Horton ts more fortunate 


it may be that all the thousands 
of Local Stores that recommend 





THE SATURDAY EVENING POST Mag 12. 996 Horton Washers and Lroners are prejudiced, too ce, ee ae “ing expense, ne castly crews 
But when seadeaibian and storekcepers both hav vw salesmen traveling from town to town and gone 
he same pretere t ¢ same fj xt—~and that trom deor to door The result 18 a large saving « 
preference 1s so strong that it seems hke a prepudee— = mor y that is much better used in making finer, more 
the product surely must be more than ordinarily good turable Washers and lroners 
more than ordinary value Have a hetle talk tAmght with your husband abour 
Now here «the secret’ Heres the 7 — a] thes advernsement. You'll sec that he knows the pine 
nm put extra quality into Washers and Irc ples of economical distribution, and will realize at once 
asain an ener ra pe any to proee —and Among you kno an important advantage it ts. Every good hus 
whole basis of Horton leaders hip. — is wills ing to listen to reason 


THE HMORTOMW MANUB ACTURING o ‘py 08 T Wave iNOiawa 


HO RTC NT isis 


S$ OLD 2 3 F $TFrTORBR CS 














Back This 


The hardware wholesaler’s a ; 
e service to American homes Nationally Organized 


Warton we go to the reliable stores for the things machines that can be de re ended upon to serve rehably 
we want tor our ho ¢ om nk of all and that rep nt 


Lf mes, we eid thin o e cprese sound va 
that has saleguard our investment and Ihe next step in distribution is from wholesaler to 
make our task of se'ection easy lll atiaiit 


loca! retas! 
Thousands of manufacturers of thousands of things, Te the most reliable local store many Wholesalers 
@ant vou to buy what they make @ill offer thor « non and the lecal store will judge 


The natural place for vou to buy ther wares 1 in ng test, anc Mma ts selection F : : ; 
the mont reli sor Your ton Wren these selec are once made the deserving | pewagi million pages of National Advertising 





n of Wholesaler and 


The natura! place for that reliable store to buy the product contin 
th * ve ci vy to want, ts the cat wholesale Ketarler—unt! something mere deserving 1s otte lli h ] h . . | . : 
woe vu S - = re ~ h things are i as the first So the less dever a. ta ling fo win store jistributon, are te ing t _- peop e W y 1t 1S great y to their 
step of the gr service of distmbution adopt the more expensive methods of distributvon. ° 

Ko the mtr pce for chemarutrer to the When diriton conte, manui¥ring. on advantage to buy Electric Washers and Ironers from 
distribution of the things he makes ts this wholesale m “¢ down—quality a1 . 
establishment The pr niueer with the loweet cost of ive stndution Reliable Local Merchants. 

if vou had to sclect a movern clectrce washer or in the best position feliver quality at a price—value 
ne +r from the many ferent k . you wou'd be Because thev perform an economreal service, the 

wildered t Wholesale Hardware EF. stabirnsh nts have grown 4 . “ 

Pe dh ahauet dis teton wnat a ee ae an tees aardere aie Over a Hundred Leading Hardware Wholesalers 
the wholesaicrs, in thes case the great cr ware Whole dollars worth of mer onlin annual ily . e ° P ‘ s 
ales, why sel, fom the many, the one hei eXPETTS, Horton prestige i the raul of quality rested i use are effecting thorough economical national distribution 
after much Sudy and many tests, connder UC for fifty-five cbaedal Horton quality rests on the 

iiffer somewhat, but in the ty of low cost Hardware Wholesale distnbu ; h m d 

the ee, seg Whe lesa : ry a) se is one — a 7 sch Hoon ha has aa hed — of Horton Electric Was ers an Ironers. 


THe wHoaTON Man COMPANY (8 fore ORT Gavel, sebigua 


Aashers An underlying principle of the plan is a direct 
H O RT TON fe roners practical help to Make Retailing More Profitable. 
eee eg * Stones Write for “Getting Back into the Main Channel” 


—a practical help for any Retailer who wants to 
increase his volume and profits. 











HORTON MANUFACTURING COMPANY, (Established 1871) 1024 Fry Street, FORT WAYNE, IND. 


HORTON ?2e: 


S OL D B Y 748 7 Ss TORE S$ 
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Spring Merchandise More Active in Cleveland 
Territory—Staple Merchandise in Fair Demand 


(Cleveland office of HARDWARE AGE? 


tory the past week in sales by both jobbers and retailers. 


HH ‘tory the business has improved in the Cleveland terri- 


The livelier movement is doubtless due to somewhat better 
weather conditions. The demand for steel goods has become quite 
active and garden hose and some other lines of spring merchandise 
show more life. This gain is due to last minute buyers who delayed 
purchasing spring merchandise as long as possible. Staple goods 
are in fair demand. Retailers are buying cautiously and what they 


actually need and can pay for. 


Retailers’ stocks generally are re- 


ported to be in good shape. Retailers are showing little interest in 
fall and winter merchandise, so that future orders are scarce. 

The competition for business is unusually keen, but little price 
shading is reported and there are virtually no price changes. There 
is a feeling in the trade that most manufacturers’ prices are fair and 
that it would not take very much in the way of reductions to wipe 
out profits. In spite of unfavorable weather and other conditions, 
one Cleveland jobbing house, by pushing sales possibly a little harder 
than usual, increased its April business in value of merchandise 
shipped to slightly above the amount during April last year. 

The most unfavorable feature of the local situation is the strike 
in the building industry, which has virtually put a stop to all build- 
ing work. Consequently there is very little demand for builders’ 
hardware or other products used in building construction. 

Collections have become slightly easier, indicating that merchan- 
dise is moving better from retailers’ shelves than a few weeks ago. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tire sales have increased the 
past week and the demand is now quite 
satisfactory. There is still talk of an- 
other price reduction, but no definite 
announcement has come from the man- 
ufacturers who are reported to be still 
working on high priced crude rubber. 
Accessories have not yet started to 
move in good volume. 


Cleveland jobbers quote Mansfield 
tires f.o.b. Cleveland, 30 x 3% in. 
regular cord, $9.95; heavy duty over- 
size, $12.65; 32 x 4 regular cord, 
$17.50; heavy duty, $21.40; 34 x 4% 
heavy duty oversize, $29.50: balloon 
tires, 29 x 4.40, $13.85; 30 x 5%, 
$23.45; 32 x 6.20, $35.50. Tan tubes, 
30 x 3%, $2.50; 32 x 4, $3.75; 34 x 
4%, $4.60; balloon tire tubes, gray, 
29 x 4.40, $2.95; 30 x 5%, $4; 32 x 
5.20, $6. 25. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
S6c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lic. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 1090. 


AXES.—Sales for fall shipment are 


rather light. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES. — The National Carbon 
Company on May 1 abolished its two- 
price system on flashlight batteries and 
cases and substituted therefor a single 
unit package price. Under the former 


























pricing system buyers of less than six 
unit packages paid a little more than 
buyers of larger lots. With the change 
the smaller buyer pays the same price 
as the buyer of six or more unit pack- 
ages. Radio ignition batteries are in 


good demand. 


Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 


lots. 
Eveready B batteries, No. 486, 
$3.58 each for unit packages it $3.85 
each for smaller lots. 
No. 6 ignition type dry cell bat- 
teries, 32c. each. 


BINDER TWINE.—Some late buyers 
are coming in the market and jobbers 
are shipping out orders placed some 
time ago. Retailers must get their or- 
ders in by June 1 to get advantage of 
the 5 per cent discount. 


Cleveland jobbers quote first grade 
binder twine at $6.98% per bale, 50-Ib. 
gross f.o.b. Cleveland and $6.87% 
f.o.b. Chicago or Auburn, N. Y. 


BOLTS AND NUTS.—The volume of 
business is holding up well and regular 
prices are being maintained. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 
list: carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list: hot pressed nuts. $3.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFING.—This has 
become quite an active item as it usu- 
ally is at this time of the year. Prices 
are unchanged. 

Cleveland jobbers quote for the 

















first quarter delivery No. 28-gage 
corrugated roofing at $4.34 per 
square, f.o.b. Pittsburgh. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—While there is some spring 
buying, the demand has not yet become 
very active. 

Cleveland jobbers quote eaves 


trough and conductor pipe at 77 per 
cent off list in crate lots delivered. 


FANS.—Retailers have as yet shown 
very little interest in fans for the sum- 
mer trade. 


Cleveland jobbers quote Polar Club 
fans, 6-in. Jr., $3 each; 8-in. Jr., $3.20 
each; 10-in. stationary, $4.60 each: 
10-in. oscillating, $7 each. Prices for 
dozen lots are slightly lower. 


GAME TRAPS.—Few retailers are as 
yet buying these for fall delivery. 


Jobbers quote f.o.b. Cleveland: 

Victor game traps, No. 0, $1.10 per 
doz.; No. 1, $1.38 per doz.; No. 1%. 
$2.44 per doz.; No. 2, $3.36 per doz.; 
Oneida jump traps, No. 0, $1.59 per 
doz.; No. 1, $1.8 per doz.: No. 1%, 
$2. 83 per doz.; No. 2, $4.38 per doz. 


GARDEN HOSE.—Retailers who had 
not previously placed their spring or- 
ders are now buying hose, and sales are 
quite satisfactory. No early change of 
price is expected. 


GLASS BAKING WARE.—The demand 
for this has slowed down somewhat. 


Jobbers quote f.o.b. : 

Casseroles, round or oval, 1-qat 
$1.17: 2-qt., $1.33; 2%-qt., $1.66: 
square, $1.50; casseroles with fancy 
covers, 35c. higher 

Pie Plates, 8- >. 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans, No. 212, 60c.; No. 214, 


91c 

Utility Dishes, No. 231, 67c.; No. 
232, $1.17. 

Tea Pots, 2 cups, $1.67; 4 cups, $2: 
6 cups, $2.33. 


HANDLES.—tThere is a fair demand 
for agricultural tool handles and gar- 
den tool handles. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles. —No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz. ; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer WHandles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; ber* 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent. XX, 
4 ft., $3.90 per doz.: 4% ft., $4.25 per 
doz.: X, bent, 4 ft., $2.80 per doz.; 
4%, tt.” $2.90 per doz. 

Garden Hoe 2. wee _xxX, 4% ft., 
.30 per doz.; No. 1, 4% ft., $1.50 per 
OZ. 

Garden Rake Handies.—XxX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles — Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, $5.60 per 


doz. 
Spade Handles.—X grade, $5.40 per 
OZ. 


HOSE REELS. — These have become 
quite an active item. 


Cleveland jobbers quote hose reels 
each; No. 6, $1.65 each: 


nc Nye 85 per doz. 
ICE CREAM FREEZERS.—Early de- 
mand was good, but sales have recently 
declined. 


Reading matter continued on page 122 
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TEMPER 











Keun 
The Best Known 
and Known as 


THE BEST | 





Kelly Pattern Broad Axe Bush Hook 


ADZES—BROAD AXES—BUSH HOOKS—MADE IN ALL STANDARD PATTERNS AND SIZES 


ALL 
KELLY TOOLS 
ARE 
SCIENTIFICALLY DESIGNED 
TO GIVE THE BEST SERVICE 
FOR THE INTENDED USE 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U. S. A. 
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Jobbers quote f.o.b. Cleveland: 15%4c. per Ib.; in 50 and 25-lb. kegs; stock shipment. Sisal rope 15%c. per 
Lightning Freezers, 1-qt., $2.10; 15%c. per lb.; in 12%-lb. kegs, 15%c. lb. factory and 16c. for shipment 

2-qt., $2.50; 3-qt., $2.95; 4-qt., $3.60: per lb.; in 500-lb. lots, 10 per cent from stock. 


6-qt., $4.50; 8-qt., $5.85; 12-at., $9.45; 
White Mountain Freezers, 1-qt., $2.40; 
2-qt., $2.80; 3-qt., $3.35; 4-qt., $4.10; 
6-at.. $5.20; 8-qt., $6.75; 12-qt., $10.75. 
Auto Vacuum “Freezers, 2-qt., %*° 
3-qt., $5.33; 4-qt.,. $6.66. 


MOPS.—Prices on handled cotton mops 
have declined about 10 per cent. Mop 
heads are unchanged. 

NAILS AND WIRE.—New demand is 
rather moderate and mills can make 
quick shipment. Regular prices are 





discount; other prices are net. 


POULTRY NETTING AND WIRE 
CLOTH.—tThese are still moving in 
rather good volume. 


Cleveland jobbers 
netting at 50 and 7% per cent off list: 
galvanized before weaving, 50 and 10 
and 7% per cent off list; wire cloth, 
black, $1.85 per 100 sq. ft.; 
nized, $2.05 to $2.10 per 100 sq. ft. doz.; 40-in., 


POULTRY SUPPLIES.—The demand 
continues quite satisfactory. 


Prices are firm. 


SLEDS.—Few retailers are showing 
any interest in placing sled orders for 
fall shipment. 


Cleveland jobbers quote sleds as 
follows: Flexible Flyers, 33% per cent 
off list f.o.b. Cleveland, and 35 per 
cent off list f.o.b. Factory. Lightn ng 

Guider, 32-in., $12.50 per doz.; 34-in., 
galva- $14. 25 per doz.; 36-in., $16. '35 per 

$18. 40 per doz.; in. 
$22.25 per doz. ; 58-in., $26.15 per doz. 


STEEL SHEETS.—The demand for 


quote poultry 





being maintained. 


Jobbers quote nails at $2.75 per 
keg for car lots and mill shipment 
re $2.90 per keg for less than car 
ots. 

Jobbers 
stocks: 

Nails—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 1lb.; No. 9 annealed wire, $3 per 
100 lb.; cement coated nails, $2.40 per 
100 lb.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 lb.; miscellaneous nails 
— wire brads, 70 and 10 per cent off 
ist. 

Barbed Wire.—80-rod snools, Lv- 
man, 4 point cattle wire, $3.25: same 
hog wire, $3.50; American special h-~* 
wire, $2.50. 


quote as follows from 


PAINTS AND OILS.—Turpentine has 
again declined, but linseed oil is slightly | 
Locally, | 


firmer. The demand is slow. 
most painting work is tied up by a 
strike. 


Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal in 1 gal. 
cans. 

Turpentine in bbls., $1.04; less than 
bbl., $1.19 per gal. 

Linseed oil in bbls., 90c.; less than 
bbl., $1.05. Boiled, 3c. extra per 
gal. White lead, in 100-lb. kegs, 





| 

ROLLER SKATES.—Sales for the sea- 
son have been heavy, but buying now 
| appears to be about over. 
| 


| ROPE.—A price reduction of one cent 
'a pound was made on manila rope on 
Sisal rope declined two cents. 


May 1. 
The demand is about normal for this 


Cleveland jobbers quote as follows: 
Thermic fountains, 2 gal., $18.75 per 
doz.; 3 gal., $24 per doz.; 5 gal., 
ay 80; Feed troughs, Delphos, No. 12, 
$1.60 per doz.; No. 18, $2 per doz.; 
No. °f $2.50 per doz. Delphos Cylin- 
drical feed troughs, $8 per doz. All 
Round drinking fountains, $4.40 per 
doz.; Mason jar fountain, Star type 
without jar, 80c. per doz.; 1 qt., bot- 
tom fill, $2.50 per doz.; 2 qt., $3.15 
per doz.; 4 qt., $3.75 per doz. Leg 
bands, American size, $3.10 per thou- 


sand; aluminum leg bands, $3 per 
thousand; Mediterranean, $2. 85 per 
thousand. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: 

Union skates, Nos. 4 and 5, $1.42 
per pair; No. 6, $1.55 per pair; No. 3, 
ball bearing, 85c. per pair. 


time of the year. 


Cleveland jobbers quote best grade 
of manila rope at 25%c. per Ib. for 
factory shipment and 26c, per Ib. for 


Changing Help. 





galvanized sheets has picked up some- 
what. Mill prices are unsettled, but 
warehouse prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Cleveland. 
28 gage, $5.25 


Galvanized sheets, 
per 100 Ib. 


STOVE ACCESSORIES.—A moderate 
volume of business is being booked for 
fall shipment in stove pipe and elbows.. 


Jobbers quote f.o.b. factory: Stove 
pipe in crates of 25 lengths, Security 
blued 28 gage 3-in., $2.85; 4-in., $3; 
5-in., $3.46; 7-in., $4.05. 

Elbows, Security blued, ag rte 
= gage, 3 in., $1.02; 4 in., $1. 

, $1.25; 6 in., $1.38; 7 in., $1.88: ‘all 
oor dozen, 

Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 ip 
$11.45; same, wood lined, 24 ia 
$11.20 per doz.; 26 in., $13.25; 28 om 
$15.50; 30 in., $18, and 33 in., : 
oblong, wood lined, 18 x 24 in., $9.95 
Ee doz.; 18 x 30 in., $12.50; 20 x 30 

$15.10; 24 x 26 in., $16.65; oblong 
paper lined, 18 x 24 in., $6.45; 18 x 30 
si0.19 $8; 20 x 30 in., $9. 45; 24 x 36 in., 

10.1 
Coal hods, galvanized, 17-in., $4.75 
per doz., for open models; 18-in., 
$5.30 per doz.; 17-in., closed with 
funnel, $6 per doz. 





HERE are two hardware stores of my acquaint- 

ances where two different policies are maintained. 
I do not know exactly what the policies are, but in 
one you will always find the same old faces year after 
year; in fact, I believe the youngest man employed 
there in years of service has been there over four 
years, and the oldest one has been with the company 
since it was founded about fifteen years ago. This 
store has prestige in the community; it can be relied 
upon; the employees know their goods, are experi- 
enced and can render real service. When you go to 
this store and ask for a can of paint you will find that 
the clerk who waits on you knows all about paint, and 
can advise and help you in your selection, and this is 
true of the whole line. Truly this store is all that 
could be expected of any hardware store. 

The other store is entirely different, in that you can 
expect to find at least one new face about once a 
month. There is never anyone who knows anything 
about the goods except the boss, and he cannot wait 
on all the customers. I have been unable to ascertain 
the cause for the continual change of help, but it cer- 
tainly harms this store’s business. I have met many 
people who will not go to this store because, they say, 
“Nobody knows anything there.” 

I think it would be better for employers, at least in 
the hardware business, where experience is so essen- 
tial, to do everything they can to keep their help if 
they are at all efficient, because it is costly to continu- 


ally have to break in new men, and no one has confi- 


dence in a store of that sort. 
“A permanent salesforce makes for greater pres- 


tige.”’ 





Spring Cleaning 

OST hardware merchants as well as the men be- 
hind the counter think of Spring Cleaning and 
Clean Up-Paint Up campaigns as a means of additional 
sales. By a little effort along these lines we can do 
additional business, and it truly is worth going after. 
But why should we consider this clean-up idea as 
something for everyone to do except ourselves? Would 
it do any particular harm if we painted the front of 
the store? I think we should take the cleaning idea 
to heart and practice a little of what we preach. Give 
the store a general cleaning; give the office a cleaning; 
paint and varnish everything that needs it; in fact, 
we should do everything in the way of cleaning and 
painting that we advocate that the houseowner should 
do. While we are at the job, however, let’s not stop at 
the store; let’s clean up and paint up at home. There 
truly is a great deal of satisfaction in cleaning up the 
home, and by doing a little of this work ourselves we 
may learn of some good sales arguments in its favor. 
There is money to be made at spring cleaning time, 
so let’s everybody preach clean-up and paint-up, but 

first let’s practice it. 

“Practice what you preach.” 


Reading matter continued on page 124 
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General Trade Improves in Northwest— 
Prices Holding Firm—Stocks Sufficient 


(Minneapolis office of HARDWARE AGB) 


real heavy trade in the Northwest for the spring has not 


[) rears the past week, trade has gained in volume, but the 


yet shown up. The dealers are much busier than they were 


a few weeks ago, and are looking for still better business. 


The 


weather condition still acts as a handicap for business, cool and 


dry weather being the general condition. 


A heavy general rain 


and warm weather would put the public into the buying mood. 
While crop conditions are not all that the farmer might desire, 
small grains are practically all planted, and there is a general feel- 
ing that the crops this year will be very good. Lack of moisture 


now is the deterring factor. 


In the larger cities, the building program is getting under way 
at a fair rate, and the dealers are filling orders for finishing hard- 
ware. Due to the dry weather, hose has been selling briskly. Steel 
goods, and grass seed are in demand, and lawn mowers are begin- 


ning to sell. 


Collections are fair, being up to the general average. Prices seem 
to be holding firm, with very few changes. 


AXES.—Demand is fair, with ample | 


stocks on hand. Prices have _ not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per doz. and 
double bit base weight axes at $21.50 
per doz., net. 


BOLTS.—Call shows some _ improve- 
ment, as contractors and shops increase 
their activities. Stocks are being 
rounded out, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
i714 per cent; machine bolts at 50-10 
per cent; stove bolts at 75 per cent, 
and lag screws at 55 per cent from 
lists. 

BRADS.—The sale of brads shows a 
material increase, with the building 
work being pushed more and more. 
Stocks are well filled, and prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—Building 
in the larger cities has shown a very 
good growth in the past month, and 
construction work over the_ entire 
Northwest has been gaining. Homes, 
commercial buildings, and schools and 
churches are under construction. There 
is a feeling that this year will be near- 
ly as good, if not quite, as last year, 
for the building of homes. Finishing 
hardware is being sold in fair volume, 
with a heavier demand when the height 
of the season is on, in prospect. 
CARPET SWEEPERS.—Sales are 
somewhat better in this line, with 
stocks in good condition. Prices have 
not changed. 


We quote from 
f.o.b. Twin Cities: 
Carpet Sweepers, American Queen, 
$54 per doz.; Elite, $60 
Grand Rapids, nickled, 15-in., 
per doz.; same jap., 17-in., $60 per 
doz.; Parlor Queen, 
Princess, $50 per doz.; Universal, 
nickled, $46 per doz., and jap., $42 
per doz. 


jobbers’ stocks, 


Reading matter continued on page 128 

















Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz. Little 
Helper, $2 per doz. 
CHURNS.—Demand 
stocks well filled. 
changed. , 


We quote from jobbers’ 
f.o.b. Twin Cities: Barrel 
churns at 35 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales show a very 
good volume, due to the amount of new 
construction work under way. Repair 
work is also very good. Stocks have 
been filled up for the trade, and prices 
are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 28 ga. eaves trough at $5.50 per 
100 ft.: 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per doz., net. 

FIELD FENCE.—Fencing is ‘selling 
better. With the bulk of the crops in 
the ground for this spring, the farmer 
is turning to other activities, and 
fencing is one of them. Stocks are 
well filled, with prices holding firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate 
type of fence at $30.04 per 100 rods 
with other sizes and weights in pro- 
portion. 


FILES.—Demand shows some improve- 


is normal, with 
Prices have not 


stocks, 
type 


ment, with stocks well filled. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—There is a 
good demand for tubs and baskets, as 
well as pails. Garbage cans and pails 
are selling well, also. Stocks are in 
good condition, with prices steady and 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
gplvenincé tubs at $7.50; No. 2, $8.25; 
10. 3, $9.45; heavy tubs, No. 1, $12.60: 
No. 2, $13.80; No. 3, $15: standard 








10-qt. pails, $2.70; 12-qt., $3.05; 15-qt., 
$3.40: stock pails, 16-qt., $5, and 18- 
qt., $5.50 per dozen, net. 


GLASS AND PUTTY.—Sales are nor- 
mal for this time of year. There is a 
fair demand from the heuseholder for 
repair materials, and factories are in 
full swing. Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 


strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Small 
tools are selling at a fair rate, though 
not so rapidly as the dealers believe 
they should. Carpenter tools are in 
demand, as well as other building 
trades equipment. Stocks are filled in 
anticipation of the demand, and prices 
are steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 111. 
nail hammers, $12.60; Plumb No. HF- 
81, ; Riverside, No. 611%, $12: 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz., net. 


HOSE.—Hose has been selling at a 
very rapid rate, due to the lack of rain 
this spring. Initial stocks have been, 
in some instances, sold out and second 
and third stocks ordered by the dealers. 
Prices are steady and firm, with a 
brisk market. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, % 
in., 3-ply, $8.25; Leader, % in., 5-ply, 
$9.50; % in., 5-ply, $10.75; Good Luck, 
5% in., 6-ply, $10.75; Bull Dog, % in., 


7-ply, $14; Riverside, molded, % in., 
black, $14; % in., black, $12.50; red, 
$14.50; 5% in., $14 per 100 ft., 
net. 


ICE CREAM FREEZERS.—Call in a 
retail way has not been heavy yet, due 
to the cool weather. Stocks are wel] 


filled, ready for the demand. Prices 
show no changes. 
We _ quote from jobbers’ stocks, 


f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.95 each: 
2 at., $3.45 each; 3 qt., $4.10 each: 
4 qt., $5 each; 6 qt., $6.30 each; 8 at., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each; and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 
$3.35 each; qt., $3.90 each: 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 at., 
$7.25 each; 8 qt., $9.35 each: 10 at., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2 at., 
$5.65 each; 3 qt., $6.75 each: 4 at., 
$8.25 each: 6 qt., $10.45 each: 8 qt., 
$13.50 each: and 10 qt., $18 each. 


These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 


LANTERNS.—Sales are normal for 
this time of year, with ample stocks to 
care for the demand. There has been 
no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
—_ tubular lanterns, $13 per dozen, 
net. 


LAWN MOWERS.—Sales show a slight 
increase over those of a week ago. 
Mowers are beginning to sell more 
freely as the necessity for them in- 


~ 
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REAL SOCKET WRENCHES— 


every car-owner’s Early Purchase! 


Millions of motorists are first class prospects There are several sets to choose from. Defi- 

for REAL socket wrenches—like the Walden-_ nite-Purpose types and Interchangeable types. 

Worcester sets shown above. Some in Leatherette folds and others in heavy 
canvas pocket-rolls. Each a sale-on-sight item 

Each Walden- Worcester Car Owner's Indi- in the Ros of any new car-owner. Te display 

vidual set is built to reach and fit definite bolts hem is to sell them. Dealers everywhere are 

and nuts on a particular car. Sockets slip proving this. 

firmly on nuts—There is a feel of power in 

the grip . . . And always room for a turn Order an assortment from any of our Jobbers— 

without cramping. keep them on display—and watch results. 


Ask for Catalog No. 500 illustrating these sets as well as other socket wrenches 






; WORCESTER 
The original,and Ic se sive manu rs of All Steel, Socket Wrenches, ~ in the World 
475 SHREWSBURY ST., WORCESTER, MASS., U.S.A. 
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CONNEAUT SPECIAL SHOVELS 
ARE EASY TO SELL 


Their Finish Attracts Your Customers 
AND 


The Quality Holds Your-Customers 
Permanently 














LIST 1 “LIST C-53 


We make a complete line of Shovels, Scoops, Drain and Ditching 
Tools, Telegraph Spoons and Spades, etc. 


MANUFACTURED BY 


THE CONNEAUT SHOVEL CO. 


CONNEAUT, O., U. S. A. 
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HERE are the extra values you offer 
Contractors when you sell them 
“Little Wizards.” 


- .  1—50% more light than ordinary lanterns. 


2—Handy, small size, easily cleaned and 
filled. 


3—Terne Bottoms that resist rust. 


Get Mor e Business 4—-Loc-Nob Globes that prevent breakage. 
F | C 5—Reasonable price. _ 

rom ONTRACTORS Contractors need brighter lights and 

with more dependable lights on the highway 

and public works construction jobs that 


Dietz LirrteWi1zarv” are now in progress everywhere. Get 
or f their busi ith Dietz 
Cold Blast Lanterns ind, aie a : hs ness wit et 


R. E. DIETZ COMPANY, NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 


>) | yw 2 


LANTERNS 
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creases. Stocks are in readiness for 

the demand. Prices have not changed. 
We quote jobbers’ stovks, 
f.o.b. Twin Philadelphia, 
styles A and C 35-5 per 
cent: Style E, style 
K, 35 per cent, ball 


from 
Cities: 
mowers at 
40-5 per cent; 
35 and Riverside 
bearing, $8.75 each, net. 

MILK CANS.—Call is. still even, 
though rather light. Heavier orders 
are looked for in the near future. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.60; 8 gal., $3.10 and 10 
gal., $3.20 each, net. 


NAILS.—Nails are moving out more 
freely, with the increase in building 
activities. Stocks are in fair condition, 
with additional shipments on the way 
to the dealers. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 


coated wire nails at $2.40 keg, base. 
OIL HEATERS.—Sales are good. 
There is a certain demand from the 
lake dwellers, who are moving out 
rapidly for the summer. There is also 
a demand from the home owner who 
wishes to get by without buying more 
fuel. Stocks are in good condition, 

and prices firm. 
We quote from 
f.o.b. Twin Cities: 
japanned polished 


and No. 016, nickel 
$5.32 each, net. 


PAPER.—Building operations have in- 
creased the call for building paper. 
Stocks are well filled, with no change 


stocks, 
build- 
each, 
steel, 


jobbers’ 
Red rosin 
steel, $3.66 
polished 


in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 50 tb. rolls 
at $3.25 cwt., and tarred felt at $3.55 
cwt., net. 


PLANTERS.—Sales are very good for 
corn and potato planters, the former 
being the heaviest at present. Early 
potatoes have been put in, and the later 
planting will be done soon. These ar- 
ticles are a short season seller. Prices 
have not changed. 


We quote from 
f.o.b. Twin Cities: 
ers at $10.25, and Acme potato plant- 
ers at $10.25 per dozen, net. 

PUMPS.—Prospects are good for the 
sale of pumps this year. Stocks are 


well filled. Prices show no changes. 


jobbers’ stocks, 
Acme corn plant- 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
§-in. stroke, $6.85: adjustable stroke, 


$7.50: No. 495, underground discharge 











: 


| 


windmill foree, adjustable’ stroke, 
$14.35; No. 415, $14.65: No. 403, hand 
lift, 6-in. stroke, $4.25: No. 182, hand 
lift, 6-in. stroke, 6-ft. set length 
$5.25 each, net. 

PYREX OVENWARE.—Sales are | 
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steady and normal for this time of 
year. Stocks are in good condition, 
with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles, at $1.17; No. 197 casseroles, 
$1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each, net. 


REGISTERS.—Call for registers has 
improved in proportion to the amount 
of new building and alterations in 
progress. Stocks are ready for the 
selling season, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 


ROPE.—Sales are normal, with stocks 
well assorted. Dealers are not carry- 
ing a heavy stock of rope. Prices on 
both sisal and manila have declined; 
one cent a pound on manila, and a 
cent and three quarters on sisal. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. lb. base, and best grade 
sisal rope at 18c. Ib., base. 


SAN DPAPER.—Call for sandpaper has 
increased in a retail way during the 
past month. Contractor demand is 
better, and shops and factories are 
buying. Stocks are well filled, with 
prices steady. 


We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream: second 
grade No. 1, $6 per ream, and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—De- 
mand in this line is better, with build- 
ing on the increase. Dealers are well 
stocked, many of them still working on 
stock bought last fall and earlier in 


the year. Prices on the second grade 
show a decline. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade sash 
cord at 73c. Ib., and second grade at 
37%c. 1b.; cast iron sash weights at 
$2.10 ewt., net. 
SCREEN DOORS AND WINDOWS.— 
Call in a retail way is starting. Stocks 
are in readiness for the trade. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common :screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each; Sherwood ad- 
justable window screens, 24 in., $6.40, 
and Wabash extension, 24 in., $5.20 
per dozen, net. 


SCREWS.—Market is' steady on screws 
at present. Stocks are well assorted, 


'and trade is slightly better. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, at 80-10 per cent; flat 
head japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 
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flat head brass, ihe per cent; 
gy head brass, 75-10 per cent from 
ists 


SOLDER.—Sales show some improve- 
ment, with the demand for sheet metal 
work. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 42c. lb.; and strict- 
ly half and half solder at 4l1c. Ib. net. 

STEEL SHEETS.—Sales are gradually 
improving with the increase in the 


amount of building. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 


sheets at $5.60 cwt. base (28 ga.) and 
black steel sheets at $4.35 cwt., base. 


TIN.—<As with sheets, tin sales are be- 
ginning to increase. Stocks are well 
filled and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 

8 lb. coating roofing tin at $15.25 
per box. 


TIRES.—Call for tires shows a steady 
increase with the number of cars taken 
out of storage or new ones put into the 
field. The demand for tires evidently 
will be heavy this year. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield auto- 
mobiles tires, 30 x 3%, oversize cord, 
heavy -duty, $12.65 each; Mansfield 
regular, 95; Liberty clincher, $8.50; 
Mansfield balloon, 29 x 4.40, $13.85, 
and Liberty, $11.50 each, net. 


TORCHES.—Call for torches is slight- 
ly better, with stocks well filled. Prices 


show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities; Turner 
Line, No. 43, qt., $5 : 
No. 47, qt., = = 
$7.48: No. 49, qt., $8.54; No. 52, qt., 

$6.96 each. Turner beanetnrd 
line, No. 8, 


stocks, 
Master 
45, qt., 


No. 76, $7.13; No. 34, $8.67 each, net. 
WHEELBARROWS.—Call is slightly 
better, with stocks well filled. Prices 
have not changed. 


We quote from 
f.o.b. Twin Cities: 
bolted wheelbarrow, $37 doz.; No. 2 
tubular, $7.33 each, and No. 1 gar- 
den barrows, $6.25 each, net. 

WIRE CLOTH.—Sales are showing im- 
provement as home owners prepare for 
the fly season. Stocks are well filled, 


with prices steady. 


jobbers’ stocks, 
Barrel tray fully 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 12 x 12 
mesh, $2.35 per 100 sq. ft., base; 
galvanized, 14 x 14 mesh, $2.70 per 
100 sq. ft., base, and 16 x 16 mesh, 


$3.10 per 100 sq. ft., base. 








Coming Hardware Conventions 


AMERICAN IRON, 
WARE ASSOCIATION gas te ~ Ambassador 
Hotel, Atlantic City, N. J., May 25, 26, 27, 

1926. B. R. Sackett, secretary, 503 
Arch Street, Philadelphia, Pa. 


a RETAIL HARDWARE ASSOCIA- 
N CONVENTION, Little Rock, Ark., May | 

20, “21, 1926. L. P. Biggs, secretary, 815 
Southern Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Sacramento Memorial Auditorium, 


STEEL AND HEAVY HARD- | Feb. 


15, 16, 17, 18, 1927. Hotel head- 
| quarters, The Senator. Le Roy Smith, 
secretary, 112 Market St., San Francisco. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
| SONVENTION AND EXHIBITION es gh, N. C., 
June 8, 9, 10, 1926. A. R. secretary, 
117 Commercial Bank Building’ Charlotte, 


LOUISIANA RETAIL HARDWARE AND ImMm- 
PLEMENT ASSOCIATION CONVENTION, Lake 
Charles, May 24, 25, “26, 1926. S. A. Sale, 
secretary, 208 Texas Street, Shreveport. 





MISSISSIPPI RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21, 22, 23, 1926. Guy Nason, 
secretary, Chamber of Commerce, Columbus. 


NATIONAL RETAIL HARDWARE ASSOCIATION, 
Congress, Claypool Hotel, Indianapolis, 
Ind., June 21, 22, 23, 24, 1926. Herbert P. 
Sheets, secretary, 130 E. Washington St., 
Indianapolis. 

NORTH a Lapa HARDWARE ASSO- 
CIATION Co AND EXHIBITION, Grand 
Forks, Feb. 8, 9. 10, 1927. C. N. Barnes, 
secretary, Grand Forks. 








Reading matter continued on page 130 
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Have you stocked these items 
for spring and summer sales? 





American Sash Chain 


Made in five sizes and finishes for 
every weight of sash. Used in most 
of the modern buildings in this 
country as standard equipment. 


“ACCO” No. 8 Sash Chain 


fits an 
fe pulley 


A special size of Amer- 
ican Sash Chain for 
smaller buildings, 
homes, etc. Operates 
perfectly over any cord 
pulley made. Stronger, 
can’t fray or rot. 
“ACCO” No. 8 Sash 
Chain costs no more for 
window than cord. In 
some cases it cost less. 
There is no waste to 
chain—100 feet will 
hang seven openings, 
while cord will supply 
only five. 


EeeS= 


EL-WEL-TRA Trace Chains 


Known by farmers as the best. You 
can sell dozens this summer. Be 
sure to stock them. 








Halter and 
Dog Chains 
Acomplete line. Ask 
- for attractive metal 
display hanger, free. 
Your jobber can 
supply you. Ask 
4 him about halter 
chains, cow ties, 
harness chain and 
hardware. 





There are big possibilities 
in the “ACCO” line for new 


and replacement business 


HERE are a score of “ACCO” 

Chain Specialties on which 
dealers are doing a good turnover. 
Are you missing these profits? It’s 
simply a matter of keeping stocks 
up and displaying the most popular 
items prominently. 
Try developing chain sales for a week 
or two. For instance, sell chain when- 
ever a customer asks for cord or rope 
—there are sizes and styles to meet 
every need. 
Ask your jobber’s salesman about 
the profits in the “ACCO” 


line. He will suggest a 
stock on which you can 





quickly realize a good oe 
profit. . an sour safety . 





ACCO” 


CHAIN SPECIALTIES 


made by the makers of the famous 
WEED TIRE CHAINS 


Cw 


American Chain Company, Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: 
Dominion Chain Company, Limited, Niagara Falls, Ont. 
District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains 
for All Purposes 
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Boat Owners are 


Repairing the Leaks 


Our national advertising in practically every marine and 
boating magazine is sending boat owners to hardware 
stores for the 





JEFFERY’S 


Waterproof Marine Glues 


Be ready to supply their needs. Display these famous glues in 
their attractively labeled cans where every boat owner who visits 
your store will see them and be reminded of his need. Now 
is the time to sell them. 


These glues are easily applied, cover well and waterproof a boat 
so that it is absolutely and permanently leak-proof. 

We co-operate with you in every way and our discounts insure 
exceptionally large profits. Jobbers supplied direct. Dealers 
thru Jobbers. 
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152 Kneeland Street. Boston.Mass. 
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Three Attractive Hardware 
Stores at Santa Barbara, Cal. 















































ERE are pictures of three hardware stores at 
Santa Barbara, Cal., built along the lines of 
Spanish architecture. They are very attractive and 
entirely in keeping with the predominating building 
style in this Pacific Coast town, which suffered one 
year ago from an earthquake which knocked down 
many business buildings. In rebuilding the town 
Spanish architecture was used very extensively. 

We are glad to know that Ott Hardware Co., 
Boeseke-Dawe Co. and Holiday Hardware Co. have 
such finé buildings. Stores of this type are credit 
to the retail hardware fraternity and to the town of 
Santa Barbara. 


—— —_—— ___ 


Propaganda 


E do not hear as much about propaganda 

nowadays as we did during the war, but it 
is in evidence just the same. Of course, it is not 
being used for the same purpose as then, but it 
sometimes is used to harm business to a large ex- 
tent. For instance, it is true that the retail hard- 
ware business in certain parts of the country was 
not up to any high standard during the year 1925, 
but that did not call for everyone whose business 
was not real good to go about shouting, “Business 
is rotten.” Even if business had been good, if we 
continually heard that, “Business is rotten,” we 
would begin to believe it after awhile and when 
everybody came to believe it, naturally it would 
be so. 
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-Dishonest Substitution 


ik would seem that there is a substitute nowadays 
for nearly every kind of merchandise. We ask 
for Blank’s tooth paste at the druggist’s and when 
we reach home we find that he gave us some other 
brand. A few days ago my wife called up the grocer 
and ordered Blank brand coffee and on delivery she 
discovered he had substituted another brand, and 
so it goes in nearly all lines. It is as true of the 
hardware business as of any other and is nothing 
less than dishonest substitution. 

Realizing that dishonesty in any respect cannot 
endure in business, it would seem that we fellows 
behind the counter should watch our step and not 
allow ourselves to make any dishonest substitutions. 
It harms us as well as the store. Sometimes a cus- 
tomer kicks when he receives goods other than 
requested and in this case it is called an error and 
he is given the article he asked for. He appears 
satisfied, but no one is satisfied with a store that 
makes errors of that nature. Other customers, 
however, never make any complaint but simply 
cease to buy where they are given dishonest sub- 
stitution. There are times, of course, when we do 
not have the particular brand of goods asked for, 
but the customer should be told so and not be 
allowed to unknowingly buy some other brand. If 
we explain that we have another brand which is 
just as good and the customer is convinced of that 
fact, then there is nothing dishonest in that. 


Building 


B big! Whatever task you face— 





Cut not the pattern small, 
But plot and plan your edifice 
On spreading lines and tall; 
Neglect no little thing that may 
Add to its growing might, 
But build with every stick and stone 
That may increase its height— 
Build big! 


Build big! No puny building dare 
To think will do for you, 
But build with boldness; as you plan— 
Success becomes your due. 
Unchecked by any limit—build! 
Uncramped by line or space, 
Build—outward, onward, upward till 
You have attained your place— 
Build big! 


Build big! Prepare in every way 

To make your building rise 
Until it towers over ail, 

Its pinnacle—the skies. 
Build big! From corner stone to peak 

Let not your effort rest 
Until complete it stands, with you, 

The builder, on its crest— 

Build big! 
—William Ludlum. 
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Show [hem and 
Youll Sell Them 








Ottia ES 
Closet’ 
DUIS 


Moves Rapidly from 
Your Shelves — 


Knape & Vogt Clothes Closet 
Fixtures fill a real need in every 
home, club, factory, or school 
Slocker-room. , 





“Permiit*hanging more garments. neat- 
lyin a small space, without wrinkling. 
--An up-to-date convenience within 
the reach of every purse. Easy to 
install in any closet. Just what 

housewives are looking for. 


Your line of household hardware is 
not complete without these fast- 
moving fixtures. Sell at a generous 
margin. Send for our catalog today. 


i.. 


= instructions to 
your clerks for mount- 
ing and demonstrat- 
ing K-V Fixtures in 
your store. 


Knape 6 Vogt Manufacturing Co. 


GRAND RAPIDS, MICHIGAN 

















| KNAPE & VOGT MFG. CO. > 
Box 26 Grand Rapids, Mich. 


Please send me your illustrated 
free catalog for fast-selling K-V 
Clothes Closet Fixtures. 


FIRM NAME 
ADDRESS 
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N ice-saving alone, XXth Century 

Coolers pay for themselves every 
6 months. Remember that when you 
are closing your cooler prospects. 
Cordley & Hayes, world’s largest 
makers of sanitary drinking devices, 
10 Leonard Street, New York, 
U.S.A. 
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Handy Baseball Bat Rack 
Suggested by Jersey Dealer 











UR good friend E. H. Swackhamer with Sammley 
Bros., Highland Park, New Brunswick, N. J., 
designed this display rack for baseball bats. He 
uses one just like it himself and says it can’t be beat 
as a silent salesman. When filled with bats it makes 
an attractive appearance and takes up floor space of 
only 12 in. by 26 in. or 312 sq. in. It is constructed 
entirely of wood except for the caster and the three-in- 
one tool holders which are of course metal. 
Wood necessary is three pieces white pine measuring 
2 ft. 6 in. by 4 in. by 1 in.; two pieces measuring 2 ft. 
by 4 in. by 1 in.; two pieces measuring 1 ft. by 4 in. 
by 1 in.; two pieces, 2 ft. six inches by 2 in. by % in. 
and two pieces, 1 ft. by 2 in. by % in. Four steel 
plate casters and twenty-four “3 in 1” tool holders 
complete the necessary materials. 
The cut shows clearly just how this is made and 
used. Should your individual requirements differ 
from those in the store of Sammley Bros. you can 


| change the dimensions to suit your store. 


Bigger and Better Sales 


HAVE found from experience that it is quite pos- 

sible and profitable to make larger sales to the 

customers we have, even without the use of the sug- 
gestion or “double up” plans. 

Not long ago there appeared in this magazine a 
cartoon of a hardwareman who could not understand 
why he never sold his higher priced padlocks, but it 
was explained by the fact that he always started his 
sales talks off with “we have some good ones for 
25 cents and up” and usually he sold the 25 cent kind. 

Now, we fellows behind the counter are, or should 
be, just as interested in seeing an increase in sales 
as our employers. One mighty good means of doing 
this is by starting our customers off with the higher 
priced goods and then coming down if necessary to 
the cheaper ones. We should never show the cheapest 
first unless we are asked for the cheapest thing we 
have; even then, it would be better to try to talk 
quality and sell something a little better. 

I have tried this formula and, fellows, it works! 
Try it tomorrow and see if it doesn’t help your sales. 

“Great is the power of suggestion.” 
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How We Keep Our Mailing 
List Up to Date 


By R. T. Albee 


HE Toof Hardware Co., a northern Vermont hard- 

ware firm, has a very efficient system of securing 
and keeping a mailing list up to date. By diligence 
and hard work they have organized a force which is 
proving very effective in retail hardware merchandis- 
ing—this force, a well-kept mailing list. 

The writer, in an interview with their advertising 
man, determined the manner in which they add new 
names and prospective customers to their files. They 
are as follows: 

1. Names are obtained from town tax lists, which 
are available at the town clerk’s office or which are 
publicly posted before elections. 2. Names are se- 
cured from the delivery record of the shipping depart- 
ment. 3. Telephone directory. 4. Electric service 
company gladly cooperated in furnishing list of their 
customers. 5. Local news columns of the newspapers 
furnished other names and addresses. 6. A fee of 3 
cents was paid to school boys or customers who fur- 
nished names and addresses which were not already 
on their lists. This was a very productive source. 7. 
Salesmen were instructed to obtain the addresses of 
customers. 8. The State automobile registration book 
furnished many names. 9. Customers were encour- 
aged to impart information concerning news building 
projects, and this furnished a particularly valuable 
contribution. 

Manufacturers are very often glad to circularize the 
mailing lists of their customers, and this store avails 
itself of this service frequently. At present special 
emphasis is being placed upon paint advertising. This 
store’s experience bears out the general belief that a 
2-cent stamp has a greater pulling power than a 1-cent 
stamp. Perhaps this bit of psychology might be ap- 
plied further, and two two’s be used instead of one, 
possibly the drawing power would be increased. At 
any rate, in the case of some Vermont firms this seems 
to be the case. 





Self Respect 


Here is the first paragraph from the elaborate sales 
manual published by one of the most efficiently man- 
aged concerns in the country. Though intended for 
men engaged in a different type of selling, it has a 
lesson for the man behind the hardware counter: 

Self-Respect. 

This element should stiffen the backbone of 
everyone of our salesmen. Never forget for a 
minute that your Company and your goods put 
you on a level with any buyer, and that you are 
benefiting every customer you sell. You are not 
asking favors; you have nothing to apologize for 
and everything to be proud of in offering our 
line. Servility will lose more sales than impu- 
dence and is quite as detestable. Treat your 
customer with the courtesy due an equal and 
expect that courtesy from him. 
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TTT iT 


ST TT 


and now 
A letter from us 


YOU 


No. 4 


(om oF 
© 


Hardware Merchants 

and Manufacturers: 

Although it is sup- 
posed to be a breach of 
etiquette to read an- 
other's correspondence we 
know that Tom and Jim are 
so enthusiastic about the 
Classified Opportunities 
section that they don't 
care who knows what they 
think of it. 
you read their letters 
and profited by them. 


So--we hope 


Keep the Classified 
Opportunities Section in 


mind and when the need 


TTT TT 
So eo MM 


arises, put it to work 
for you. Remember, it 
doesn't cost much and it 


does the work. 


G92 
A word to the wise is sufficient. 
G9 


Classified Opportunities 
| Section 


MULE ET EOD 


a 
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Window display of 
sporting goods in the 
store of the Washing- 
ton Hardware Co., 
Tacoma, Wash. 


Washington Hardware Co., carries a stock of 


[ws oldest hardware store in Tacoma, Wash., the 
Its annual 


sporting goods valued at $15,000. 
stock turn on this merchandise is four times. How 
does it do it? By selling quality goods, rendering 
service, maintaining an information bureau, and by 
going out after business, organizing teams, clubs and 
even entire leagues. 

Allen H. Browne, vice-president of the company, is 
in personal charge of the athletic goods department. 
C. R. Coon is in charge of the guns, fishing tackle, etc. 
H. E. Anderson is president of the company, and has 
been a reader of HARDWARE AGE since he first went 
into business. 

This story will concern itself chiefly with the 
athletic goods department of the company’s business. 
Mr. Browne has organized both baseball and basket- 
ball teams. He plays both games himself and knows 
all about them from the viewpoint of the player and 
the manager. Also, he knows equipment. 

Here’s how he goes about organizing teams. First 
of all, he belongs to a number of clubs and organiza- 
tions, and has many friends in all parts of Tacoma 
and the surrounding country. He begins by getting 
the Rotary Club, the Lions Club, the Kiwanis Club, 
and similar organizations to give the promotion of 
local athletics their backing and the prestige of their 
support. Assuming that he has in mind the organiza- 
tion of either a baseball or a basketball club, he 
advertises, circularizes and invites all persons inter- 
ested in baseball or basketball to attend a big mass 
meeting in the Board of Education building, which he 
has legitimately secured for that purpose. In order to 
obtain the use of the hall in the Board of Education 
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Boosting 
Sporting 
Goods 


Far Western Firm Goes After 

School, Factory and Club Busi- 

ness — Organizes Teams and 
Starts Baseball Teams 





building he explains his plans and 
prospects to the proper officials and wins 
their support. 

By his advertising, of course, he arouses the 
curiosity of the local newspapers. Reporters inter- 
view him and this means additional publicity and ad- 
vertising for his project. 

At the mass meeting he takes charge and explains 
his proposition of organizing not only one team but a 
league so that there can be local games often enough 
to keep up interest, and so that a well trained and 
experienced team can be entered in the inter-city com- 
petitions which are common in the Pacific Northwest. 
Some of his friends, members of civic organizations, 
prominent local business men pledge their support. 
The meeting is handled in accordance with the best 
tactics of political meetings, and the plan is carried. 

Of course this isn’t done every day or every year. 
It isn’t necessary now. The leagues are established. 
There is a baseball league and a basketball league with 
eight teams in each, and every team has been equipped 
and furnished by the Washington Hardware Co. 

Browne says this is a big stimulant to general busi- 
ness. Other lines and other business houses profit 
by it. It increases general interest in sports, induces 
more people to go out to witness the games, which 
means more clothes for the women, more street car 
fares, and a larger consumption of soft drinks, tobac- 
co, candy and food, to say nothing about the increased 
demand for newspapers, and other things used, needed 
or desired by people in this day and age. Moreover 
it is a big advertisement for the city of Tacoma which 
sends teams to Seattle, Spokane, Yakima and other 
places to compete strongly for the title of the Pacific 
Northwest. 

In organizing amateur teams and school teams 
Browne has been equally successful. Practically all of 
the schools in Tacoma and the surrounding country 
have their own teams, some of them even have class 
teams which play for the school championship. The 
school champions play for the city championship, 
the city champions play for the county championship. 





(Continued on page 139) 
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Established 1887 


Pioneers in the Manufacture of 


LAWN SPRINKLERS 


SPRAY NOZZLES 
HOSE BRASS GOODS 


Factory and Warehouse, CHICAGO, U. S. A. 


Also in Stock at 69 Warren St., New York 

















ANACONDA MAYFLOWER 


a Ee ae a > a: 


NATIONALLY DISTRIBUTED THROUGH THE JOBBER—ASK YOUR JOBBER’S SALESMAN 
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Everybody Is Buying Them! 
Because everybody needs them and be- 
cause no one has ever been able to buy 


good profit. Sample carton on request. 











: such a high - . 
| gh grade, rust-proof set of num The Hart & Cooley Co. 
| bers for anywhere near the modest price Dept. H.W. New Britain, Coun. 
| of H & > Screen Numbers. Now is the Eastern Rep.: Edwin E. Besser Co., 35 E. 19th St., N. Y. 
. Southern Rep.: Couch & Jackson, Atlanta, Ga. 
time to show them and sel] them. Make Chicago Rep.: Anning & Moller, 35 So. Dearborn St., Chicago 
° “2 P , Inc., 501 Higgi 
a leader of them and still make a — Le om 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, has not 
been verified in all instances by ourselves. 


The Rising Sun Mercantile Co., Rising Sun, lowa, of which 
H. Hollinsworth is proprietor and general manager has ac- 
quired the local store formerly owned and conducted by Ora 
Hick 

The Lancey Hardware Co., Pittsfield, Me., recently suffered 
a very severe fire loss of $8,000, when fire destroyed the entire 
Lancey business block in that city. 

John Hatfield, has recently established a retail hardware 
and paint store at 34 Water Street, Wakefield, Mass. He 
will also do soldering, saw filing and tool repair work of all 
kinds. 

Demers’ Hardware Store, St. Johnsbury, Vt., was seriously 
damaged by fire on April 4. The store, which is on the first 
floor level and a modern four story brick establishment was 
gutted with a loss of $2,000. 

The Osborne Hardware Co., Holyoke, Mass., has sold its 
warehouse in Suffolk Street, that city to the St. Amand Auto 
Sales Co. 

The Farmer City Implement Co. is now operating and con- 
og the hardware business of H. L. Williams at Farmer 
City, : 

J. W. Rogers & Son, Cave City, Ark., have plans under way 
for the opening, in about two months, of a new one-story store 
building, sixty by eighty feet in size and are reported in the 
market for scales, cash re gisters and show window fixtures. 

George W. Baxter, Lafayette, Ind., has succeeded to the re- 
—_ hardware business of the Moore Hardware business in that 
ctly. 

N. F. Brashears has succeeded to the hardware business of 
Butler & Brashears, at Plainview, Tex. 

J. R. Webb has recently established a new retail hardware 
and harness store at Harvey, Ill. 

P. J. Christiansen, operating a hardware and implement store 
at Badger, S. Dak., recently suffered a fire loss of $20,000 to 
his store and stock. 

Charles Dunham will establish a new retail hardware store 
in the Square, at Macomb, IIl., within the next few weeks. 

Knapp’s Hardware Shop has been established at 818 Onder- 
donk Avenue, Ridgewood, IL. 

C. E. Harris Co. has been organized and incorporated at Nor- 
wood, Mass., by Clifton E. Harris and associates, with a capital 


of $25,000. It is planned to establish a retail hardware and 
building supply store in Boston. 

Ed Boren, it is reported, will open a retail hardware store 
at McIntosh, S. D., on or about June 

Bonton & Smith has \ a hardware business at 122 
Main Street, Ossining, N. Y. 

William Ellison has cnaieiian to aoe retail hardware business 
of A. J. Runniorn at Spencer, W. 

Harry Mark is now conducting a hardware store formerly 
operated under the firm name of T. P. Terry & Son, at 76-78 
Main Street., Ansonia, Conn. 

Suburban Hardware Supply Co. has been incorporated at 
Camden, N. J., with headquarters at 432 Market Street. 

H. E. Voorhees has sold his hardware store and business at 
Rushville, N. Y., to Burt Middaugh, who will continue its 
operation. 

H. G. Wells has established a new hardware store in the 
Verge Block, Wakefield, Mass. 

R. B. Whiteside is closing out the stock of hardware and 
general varieties at Golconda, Ill. 

Stotz Brothers Hardware store at 154 Northampton Street, 
Easton, Pa., was recently severely damaged by fire. 

Raymond V. Coyle has succeeded to the hardware and elec- 
on supplies business of the Camp Hardware Co., Hornell, 
N 


The Bentley Hardware Co., Gainesville, Tex., is now operat- 
ing the hardware and sporting goods store formerly owned and 
conducted under the firm name of W. R. Block & Co. 

E. C. Stratton opened a new retail hardware store at 532 
Main Street, East Aurora, N. Y., on May 1 

A. J. Roth & Co., in the hardware business at 51 East Third 
Street, Mount Vernon, N. Y., will shortly move into larger and 
more commodious quarters at 68 East Third Street. 

Sam R. Combs will open a new hardware store, with modern 
store front and fixtures at Combs, Ky., on or about June 1. 

J. G. Marrow and C. C. Tyler have established a grocery and 
hardware business at Hahira, Ga. 

Carter & Williams has succeeded to the hardware business 
of C. Carter & Son at Rayville, Mo. 

E. K. Smith is now operating the retail hardware business 
formerly owned by J. E. McMakin at Salem, III. 

R. C. Koontz will shortly establish a new hardware store at 
New Philadelphia, Ohio. 








85-99 Cliff Street 





Cutlery 
The brand Butchers Use 


The successful hardware dealer of today is a good business 
man—one who has a keen sense of values, who knows mer- 
chandising, and who knows the necessity for keeping his 
customers satisfied. 
in maintaining business is to sell good products. 


His cutlery stock must be carefully chosen because his cus- 
tomers can readily tell whether the knives are good or not. 


Safeguard your reputation for selling dependable products. 
Feature Foster Bros. Cutlery, and gain the confidence of 
your trade by the unexcelled service and satisfaction of this 
famous brand. 
Forged from the best cutlery steel. 
in the kitchen. 


JOHN CHATILLON & SONS 


Established 1835 


He appreciates that the first essential 


A knife for every tse 


THE BRAND IS FOSTER BROS. 


Every Knife Guaranteed 
Write Us for Complete Information 


New York City, N. Y. 
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England 


(Continued from page 101) 


the dolls were finished, they took them to market 
with their own horses and in their own wagons. 
Imagine the independence of such a manufacturer, 
but stop and think that this was the manner in 
which goods were made and sold for many gen- 


erations. 
% % * 


Then came steam machinery and mass production. 
The workman, instead of working in his own home, 
went to the factory. The work was subdivided. 
Instead of any one man making all of a doll, he 
only made parts of a doll. Railroads came into 
being and transportation was in itself a separate 
business. So we find that society, instead of being 
simple and independent, became in reality very 
dependent upon its various branches because each 
man and woman was only doing a certain part and 
did not know how to do anything else. 


*% * * 


Now these workers doing the various operations, 
in self-defense, formed labor unions. They soon 
found that their power lay in the fact that any 
branch of the factory or the community could tie 
up the whole works by striking. In other words, 
a small minority in a factory could tie up the entire 
factory. The workers in an electric plant could shut 


off the power and light of the entire city. The 
workers on a railroad could bring transportation to 
a standstill. The miners of coal could shut off the 
fuel supply of a nation. The principle back of all 
this, and the principle that, on the face of it, seems 
to be all wrong, is the fact that one of these small 
minorities, because of industrial inter-dependence, 
by striking or the threat of a strike, can control 
the majority. In other words, the comfort, happi- 
ness and welfare of an entire factory or an entire 
city or as now in England, an entire country, can 
be put in jeopardy by the action of a comparatively 
small minority, nor must it be forgotten that a small 
board of directors, at its will, can shut down an 
entire factory and throw hundreds of employees out 


of work. 
% * % 


To overturn the government will accomplish 
nothing. It simply means, after a lot of loss, the 
setting up of another government and this govern- 
ment, in its turn, will also be upset. As I think 
about the problem, it seems to me that the only 
cure is an entire rearrangement of our laws to suit 
these modern conditions. To me it seems that by 
reason of modern industrialism, the world has com- 
pletely changed, but we are making the mistake of 
trying to run this new world with old laws that 








Meets all demands 


of your customers 





HE dealer selling Everite Oil Cook Stoves 

has a distinct advantage—for he is able to 
supply his customers with that particular stove 
they desire. 

Be it the wick or wickless style, large or small 
type, the demand can be met by concentrating 
on the Everite Line. 

And there’s a distinct saving in time, clerical work 
and stock keeping when you concentrate on one line— 
all of which means more time for selling and added 
profits. 


A postal will bring complete data 


The Globe Machine & Stamping Co. 
1207 W. 76th St. Cleveland, Ohio 
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Made 36% Stronger 
Than Ordinary Step Ladder 


Nothing wiuil sell a step tadder 
like a practical demonstration. 
Show the customer a Super- 
Strong Step Ladder. Tell the 
man or woman to lift it. It’s 
light and easy to handle. Ask 
him or her to stand on any 
step and note its rigidness and 
solidity. It stands firmly and 
evenly and supports and holds 
the user safely. Tests prove 
it to be 36% stronger than 
ordinary step ladders. This 
is because every 


Trade Mark 


Super-Strong 


Step Ladder 


is trussed by a Patented Method 
which entirely avoids any cutting 
or weakening of the side rails or 
pieces. Steel Tie Rods pass un- 
der every step of a Super-Strong 
Step Ladder and a Patented Lock- 
ing Device keeps the ladder tight 
and rigid at all times. 




















It’s easy to sell, because it can be retailed at a price no higher 
than step ladders of less efficient construction. 


Write for details. 
The Superior Ladder Company 
516 East Madison St. (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line 
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TRADE-WMARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 















Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 























The No. 22 Coil 
Fire Pot Has No 
Equal 


Has many patented features that 
make it more durable and easier 
to keep in service. Send for cir- 
cular which illustrates its many 
advantages over other makes and 
tell why the No. 22 is so much in 
demand by particular mechanics. 


Your nearest Jobber will supply at 
Factory Price. 


Clayton & Lambert Mfg. Co. 


Pot 6275 Beaubien St.. DETROIT, MICH. 





No. 22 Fire > 
Ask for latest price. 
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came into being under entirely different social and 
industrial conditions. 
* ” * 


As I have stated before, England is a nation of 
law. Her laws, however, are old laws. Her indus- 
trial system is a comparatively new system. It 
seems to me that the best brains of the world must 
be devoted to the reorganization of our countries, 
and especially the laws of our countries, to fit 
modern conditions of life. 


* ca *% 


In this article I am simply outlining, in a general 
way, my thoughts as a result of this tremendous 
strike in England. I have seen all this coming. 
I have written about it time after time. I knew 
and have written that England would be the battle- 
ground on which will be fought out the basis for 
a new state. 

* * * 

In future letters I will write on the spot in 
England exactly what Englishmen in all parties are 
saying and writing. Whether the present strike in 
England leads to civil war and great bloodshed or 
whether it is patched up in some agreement will 
make no difference whatever because the funda- 
mental problem of national organization with which 
England is confronted must be worked out. Until 
it is worked out nearer to the satisfaction of the 
people, there cannot be political peace or industrial 
reconstruction. 








Opening the Oyster 


SK that old fellow down there 

in the fish market, who opens 
oysters day in and day out, how 
it is that he accomplishes such a 
great deal with so little apparent 
effort, whereas the opening of 
even a few oysters is to us inex- 
perts considerable of an engineering undertaking. 
He will, likely as not, look up at you, smile, shift 
his “terbaccy” from his west cheek to his east, and 
“allow as there is a sort o’ knack to opening 
oysters.” He will explain that every oyster is built 
with one place between its powerful jaws where, 
and only where, a knife may be easily inserted, 
easily twisted, so as to force his strong muscles, and, 
well, the job is done quicker than the telling of it. 
In this little, ol’ world it is a good thing to know 
points of penetration. Otherwise we waste no end 
of time and effort. The average buying prospect has 
his point of penetration, too. Find it and the trick 
of selling him seems so easy that it is child’s play. 
Today, if there is any surer proof of the quality 
of goods and the fairness of the standardized prices 
asked for them, it is the fact that they are adver- 
tised goods. It is no longer information to be de- 
rided or to be left unrecounted that goods are 
advertised. Instead, it is a proof-presumptive that 
such goods are worthy of confidence, worthy to be 
purchased. 
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Boosting Sporting Goods 


(Continued from page 134) 





In Tacoma there are a number of lumber mills. In 
the off seasons, Browne says, the men have nothing 
to do except to play ball. He has organized mill teams 
and they play for the mill championship of Tacoma. 
This applies to both basketball and baseball, but 
principally to the latter. 

A year ago there was a cold spell which forced the 
suspension of building. The men were laid off 
temporarily. They couldn’t work, it was too cold to 
play ball, but there was ice available for skating. 
Browne advertised, he made personal calls, he wrote 
letters. The people of Tacoma probably would be 
skating yet if the cold snap hadn’t broken. But 
nevertheless, far-fetched as it may seem to some 
people, Browne has the ability, the knowledge and 
the personality to do all of these things we have out- 
lined. 

The information bureau maintained by the store 
endeavors to supply information about any branch 
of sport. It has record books, and keeps its own 
records; it is in touch with all sources of information 
available. It specializes in information about the kind 
of bat Babe Ruth favors, the kind of a glove used by 
Ty Cobb, etc. 

Browne is a firm believer in selling good goods at 
attractive prices. By that he means that he believes 
in selling enough goods so that they will be always 
moving and so that it will not be necessary to charge 
a customer storage on the goods plus other items of 
overhead. That is why he is a firm believer in “going 
out after business.” He doesn’t wait for it to come 
to him. That is the secret of his success. 





The Boss 


HEN one starts out to say anything about the 

boss he has a subject of a rather ticklish nature. 
If he talks about the boss’ virtues, then a lot of em- 
ployees somewhere are going to be on his neck, where- 
as, if he picks the faults he is likely to hear from the 
boss, so let’s be careful. 

There are nearly as many kinds of bosses as there 
are employees. Some are grouchy, some are too easy, 
some are unreasonable, some have bad tempers, in 
fact, there is a boss somewhere who represents about 
every kind of human nature. No matter what his 
failings may be, however hard he may be to work for, 
it is up to us fellows who are working for him to 
honor him. ‘There must be a head to everything and 
we can never change his ways of doing things. We 
must learn to overlook what we consider his faults. 
We must learn to do things his way even though they 
do not agree with our ideas; we must cooperate and 
become one cog in the machine. If we can not do 
that, then we are the wrench in the gears and it is 
better that we should look elsewhere for employment 
before we spoil the gears and get ourselves badly 


jammed. 
“Whatever his faults, the boss is boss.”—-W. D. M. 
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No human being can tell the wear 
in a shovel merely by the outside 
appearance. The only real guaran- 
tee of durability is a knowledge of 
the steel quality. 


Indiana X-tra Quality Shovels 
are made from steel which we 
roll ourselves and which is used 
by the leading farm-implement 
makers in America to make plows, 
harrows, etc. 


Ask your jobber for Indiana Roll- 
ing Mill Shovels and bank your 
reputation on them. 


Look for (X) this trade-mark on the 
strap or cylinder of every shovel 


The Indiana Rolling / 
Mill Co. 
New Castle, Indiana 
Affiliated with 


The Galesburg Coulter Disc Co., 
Galesburg, Illinois 








IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake Bt. ; 
San Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 














Designed to Meet the New Demand 


This practical new 
Green Line Household 
Tool Case fills a big 
need in the home. 
That’s why it’s so easy 
to sell. Householders 


everywhere want it. 
Sell the Green Line, feature the General Household case 


and make more money. Consult your jobber. 


GREEN-CASE, Inc., RACINE, Wis. 


New York Office and Warchouse—89-91 Warren St. 


Tackle Boxes Fhe GQIRIEEN Line Fly Books 





HOUSEHOLDER’S GENERAL CASE 
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Federal Trade Commission May 


Define “Steel” 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


HAT is steel? 
The question is a common one in the steel trade itself 
and has been the object of various answers by high authori- 


ties in metallurgy. 
Commission. 
remains to be seen. 


It has now been put up to the Federal Trade 
Whether that body will attempt to give a definition 
In any event the issue has aroused interest. 


The proceeding relates to a complaint of the Commission against 
the Marion Tool Works, Marion, Ind., a subsidiary of the Chicago 
Railway Equipment Co., which the Commission charges with unfair 
methods of competition and claims that the metal parts of the 
Marion company’s “Crecoite” tools are composed of a metal other 


than steel. 


In replying to the complaint, Attorney John C. Gall, 


representing the respondent, states that a declaration by the Com- 
mission to the effect that the company’s products are not steel would 
be equivalent to the promulgation by the Commission of a new defini- 
tion of steel, and that it has no such authority. The answer makes 
a detailed denial of the charges, which include that of false and 
misleading statements and representations, and says that the orig- 
inal designation of the company’s products as steel was the result 
of thorough discussion and careful investigation. 


Attorney Gall declared that this des- 
ignation was based upon chemical 
analyses of the products themselves 
and the impossibility of classifying the 
product as cast iron, as malleable cast 
iron, or as malleable (wrought) iron, 
all of which, it is stated, have definite 
characteristics which differentiate them 
from the respondent’s products. These 
four products—cast iron, malleable cast 
iron, wrought iron, and steel—comprise 
the whole of the so-called ferrous 
group of metals, it is stated. The 
answer says tools similar to those of 
the respondent had been on the market 
for many years prior to the manufac- 
ture of “Crecoite” steel tools and that 
such tools had always been known to 
che wholesale hardware and other trades 
as steel tools. The answer at some 
length gives the different definitions of 
steel by authorities, including Howe, 
Sauveur, Mathews and Stoughton, and 
says that steel may, and generally does, 
contain other substances than iron and 
carbon, such as silicon, tungsten, man- 
ganese, phosphorous and sulphur. De- 
scription of the process of manufactur- 
ing the company’s tools is given and the 
statement made that its products meet 
the definition of steel. Moreover, it is 
asserted that the tools are always sold 
upon the guaranty that if they are un- 
satisfactory they may be returned. The 
percentage of goods returned as unsat- 
isfactory is declared to have been 
negligible. 

It is seriously doubted that the Com- 
mission will attempt to undertake the 
job of defining the meaning of the term 














steel, but rather will play safe by con- 
tenting itself with the question as to 
whether the respondent has misled cus- 
tomers, a charge which is vigorously 
denied. 


Voluntary control by industry rather 
than control] through governmental ac- 
tion was strongly favored by Secretary 
of Commerce Hoover in the course of 
an address he recently made before the 
National Wood Utilization Committee 


here. Mr. Hoover declared that even if 
regulation of industry could be brought 
about by legislation “the evils that 
would be started in the weakening of 
initiative, the undermining of enter- 
prise, the expansion and extension of 
bureaucracy, would result in ten times 
greater liabilities than all the assets 
that could be attained.” 

To all of which business fervently 
says Amen. 


A set of standard terms and condi- 
tions for the warehouse industry for 
the first time in the history of the in- 
dustry was unanimously adopted at a 
conference of shippers, bankers, rail- 
road men and warehousemen in coop- 
eration with the Department of Com- 
merce at a recent meeting in Washing- 
ton. The terms approved were those 
adopted by the American Warehouse- 
men’s Association last December with 
two minor changes of wording, the de- 
letion of one subsection and the inclu- 
sion of a 30-day notice clause relative 





to increases in charges under the direct 
control of the warehousemen on goods 
already in storage. This is the sort of 
regulation Mr. Hoover favors, volun- 
tary and cooperative. 


The House Committee on Coinage, 
Weights and Measures has voted not to 
report out the Britten metric bill. It 
also voted down a joint resolution in- 
troduced by Representative Lowrey for 
adoption of the metric bill. This means 
that this proposed legislation is dead 
for the present session of Congress at 
least. It has been both bitterly opposed 
and strongly favored. 


Adjournment of Congress has again 
become the source of the usual specula- 
tion. And speculation 1s all that it is. 
The leaders of neither branch have de- 
cided on a definite date. Nor has the 
President indicated what he _ thinks 
about Congress folding its tent and 
leaving Washington. But dope as to 
the time varies, as might be expected. 
There were some who had it all figured 
out that, despite the amount of legis- 
lation which Congress is supposed to 
enact before adjournment, such as farm 
legislation, shipping, etc., it would get 
away by May 15. This idea has fallen 
by the wayside, as has the idea that 
all of the program will be put through. 
The date now fixed by some is June 1, 
but by others June 10 or June 15, with 
perhaps the latter date being given as 
the most likely. There has been con- 
siderable discussion that Congress is 
“anxious” to get away so that members 
can institute campaigns in the pri- 
maries. This may be true of many 
members. It is actually the fact, how- 
ever, that many would rather remain 
in Washington and continue work here 
than to go back to the folks and face 
them with their many questions as to 
why this was done and why that was 
not done. It may be said, however, that 
business seems to show but little inter- 
est over the time of adjournment of 
Congress and President Coolidge, un- 
like one of his illustrious predecessors, 
does not seem to be worried because 
he has “Congress on his hands.” 


The Hardware Section, Iron and 
Steel Division, Department of Com- 
merce, is preparing for the use of one 
of its contacts a monthly statement 
showing the exports from the United 
States, by countries, of vises and 
clamps. The Section has announced 
that it will list all interested American 
firms for this service upon request. 


Reading matter continued on page 142 
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M. S. BROOKS and SONS 


Chester, Conn. 


Manufacturers of Bright Iron and Brass 
Wire Goods 


Since 1848 





“Peerless”? Folding Coat or Garment Hanger 


Also all sorts of Special Wire Goods 
Made to Order. 





It?s THE Furnace for Melting Lead 
and Heating Soldering Irons at the 
Same Time 


Fitted with many improvements 
which are patented or have patents 
applied for. Ask for No. 40 catalog 
describing this furnace, also com- 
plete “ALWAYS RELIABLE” line 
of furnaces and torches. 

Also a full line of plumbers’ tools. 

Most jobbers steck. Others will order for 
you 


OTTO BERNZ CO. INC. 
NO. 60—1 GALLON Newark, N. J. 


Gasoline-Kerosene. Offices in New York City, Chicago, Fort 
Worth, Denver, Helena, Mont., San Francisco, 
los Angeles, Seattle, and St. Thomas, Ont. 
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Screw Plate Sets 


“The Line That Keeps Moving” 


It takes steam to make the engine “Go” and it takes more than 


ot materials to keep tools moving 
e’ve built “Go” as well as Quality into the complete line of 


“Threadwell”’ Tools. Get the Catalo 
The THREADWELL TOOL CO., Greenfield, Mass. 


OFTICES: 
New York City, 396 Broadway Cleveland, 135 St. Clair Ave. N. B 


Philadelphia, 809 Harrison Bldg. San Franeisco, 604 Mission oy 
Rochester, N. Y., 246 St. Paul St. Detroit 1323 Dime Bank Bl 

















pO Sted & Wire 


Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Elwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, "TACKS, Hot Galvanized Nails. 
ZINC "INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner, Steel Gates. 
BANNER (for merly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 














A Good Seller 


Our mortise set No. 250-B is a 
good seller. Sturdily built with 
attractive lines, beautifully de- 
signed Glass Knobs, ground and 
polished, silver backed, giving 
high lustre. Our Patented Dead 
Bolt Night Latch 
is another money 
maker. 

Send for New 

Catalog No. 7 


(INDEPEN DENTIOCKCO,.d®> 


Fitchburg, Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Seta, Key Blanks, Auto Switch Keys and Hardware Speciaities 

















Business is Better 


The beautiful Sunshine of these wonderful 
spring days should fill us with: Wim, Wigor 
and Witality. The birds mate, the flowers 
bloom, the sap rises in the trees 


IT’S 
Housecleaning Time 


and thousands of people buy, to hang up things: 


Moore Push - Pins 
(Glass Heads—Steel Points) 
also 


Moore Push-less Hangers 
(Scientifically Constructed for Strength) 
Display them prominently 


Illustrations of Counter Displays, Price List, 
Discounts and Samples on request. Advertised 
in the leading magazines for many years. 


Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 

















MILBRADT 
LADDERS 


Will pay for themselves in ae 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
A a large number of styles 

ee for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 
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ties in metallurgy. 
Commission. 
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Federal Trade Commission May 


Define “Steel” 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


The question is a common one in the steel trade itself 
and has been the object of various answers by high authori- 
It has now been put up to the Federal Trade 
Whether that body will attempt to give a definition 
In any event the issue has aroused interest. 


The proceeding relates to a complaint of the Commission against 


the Marion Tool Works, Marion, 


Ind., a subsidiary of the Chicago 


Railway Equipment Co., which the Commission charges with unfair 
methods of competition and claims that the metal parts of the 
Marion company’s “Crecoite” tools are composed of a metal other 


than steel. 


In replying to the complaint, Attorney John C. Gall, 


representing the respondent, states that a declaration by the Com- 
mission to the effect that the company’s products are not steel would 
be equivalent to the promulgation by the Commission of a new defini- 
tion of steel, and that it has no such authority. The answer makes 
a detailed denial of the charges, which include that of false and 
misleading statements and representations, and says that the orig- 
inal designation of the company’s products as steel was the result 
of thorough discussion and careful investigation. 


Attorney Gall declared that this des- 
ignation was based upon chemical 
analyses of the products themselves 
and the impossibility of classifying the 
product as cast iron, as malleable cast 
iron, or as malleable (wrought) iron, 
all of which, it is stated, have definite 
characteristics which differentiate them 
from the respondent’s products. These 
four products—cast iron, malleable cast 
iron, wrought iron, and steel—comprise 
the whole of the so-called ferrous 
group of metals, it is stated. The 
answer says tools similar to those of 
the respondent had been on the market 
for many years prior to the manufac- 
ture of “Crecoite” steel tools and that 
such tools had always been known to 
che wholesale hardware and other trades 
as steel tools. The answer at some 
length gives the different definitions of 
steel by authorities, including Howe, 
Sauveur, Mathews and Stoughton, and 
says that steel may, and generally does, 
contain other substances than iron and 
carbon, such as silicon, tungsten, man- 
ganese, phosphorous and sulphur. De- 
scription of the process of manufactur- 
ing the company’s tools is given and the 
statement made that its products meet 
the definition of steel. Moreover, it is 
asserted that the tools are always sold 
upon the guaranty that if they are un- 
satisfactory they may be returned. The 
percentage of goods returned as unsat- 
isfactory is declared to have been 
negligible. 

It is seriously doubted that the Com- 
mission will attempt to undertake the 
job of defining the meaning of the term 








steel, but rather will play safe by con- 
tenting itself with the question as to 
whether the respondent has misled cus- 
tomers, a charge which is vigorously 


denied. 


Voluntary control by industry rather 
than control through governmental ac- 
tion was strongly favored by Secretary 
of Commerce Hoover in the course of 
an address he recently made before the 
National Wood Utilization Committee 
here. Mr. Hoover declared that even if 
regulation of industry could be brought 
about by legislation “the evils that 
would be started in the weakening of 
initiative, the undermining of enter- 
prise, the expansion and extension of 
bureaucracy, would result in ten times 
greater liabilities than all the assets 
that could be attained.” 

To all of which business fervently 
says Amen. 


A set of standard terms and condi- 
tions for the warehouse industry for 
the first time in the history of the in- 
dustry was unanimously adopted at a 
conference of shippers, bankers, rail- 
road men and warehousemen in coop- 
eration with the Department of Com- 
merce at a recent meeting in Washing- 
ton. The terms approved were those 
adopted by the American Warehouse- 
men’s Association last December with 
two minor changes of wording, the de- 
letion of one subsection and the inclu- 
sion of a 30-day notice clause relative 


Reading matter continued on page 142 
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to increases in charges under the direct 
control of the warehousemen on goods 
already in storage. This is the sort of 
regulation Mr. Hoover favors, volun- 
tary and cooperative. 


The House Committee on Coinage, 
Weights and Measures has voted not to 
report out the Britten metric bill. It 
also voted down a joint resolution in- 
troduced by Representative Lowrey for 
adoption of the metric bill. This means 
that this proposed legislation is dead 
for the present session of Congress at 
least. It has been both bitterly opposed 
and strongly favored. 


Adjournment of Congress has again 
become the source of the usual specula- 
tion. And speculation 1s all that it is. 
The leaders of neither branch have de- 
cided on a definite date. Nor has the 
President indicated what he _ thinks 
about Congress folding its tent and 
leaving Washington. But dope as to 
the time varies, as might be expected. 
There were some who had it all figured 
out that, despite the amount of legis- 
lation which Congress is supposed to 
enact before adjournment, such as farm 
legislation, shipping, etc., it would get 
away by May 15. This idea has fallen 
by the wayside, as has the idea that 
all of the program will be put through. 
The date now fixed by some is June 1, 
but by others June 10 or June 15, with 
perhaps the latter date being given as 
the most likely. There has been con- 
siderable discussion that Congress is 
“anxious” to get away so that members 
can institute campaigns in the pri- 
maries. This may be true of many 
members. It is actually the fact, how- 
ever, that many would rather remain 
in Washington and continue work here 
than to go back to the folks and face 
them with their many questions as to 
why this was done and why that was 
not done. It may be said, however, that 
business seems to show but little inter- 
est over the time of adjournment of 
Congress and President Coolidge, un- 
like one of his illustrious predecessors, 
does not seem to be worried because 
he has “Congress on his hands.” 


The Hardware Section, Iron and 
Steel Division, Department of Com- 
merce, is preparing for the use of one 
of its contacts a monthly statement 
showing the exports from the United 
States, by countries, of vises and 
clamps. The Section has announced 
that it will list all interested American 
firms for this service upon request. 
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M. S. BROOKS and SONS 


Chester, Conn. 


Manufacturers of Bright Iron and Brass 
Wire Goods 


Since 1848 


“‘Peerless’”’ Folding Coat or Garment Hanger 


Also all sorts of Special Wire Goods 
Made to Order. 











It?s THE Furnace for Melting Lead 
and Heating Soldering Irons at the 
Same Time 


Fitted with many improvements 
which are patented or have patents 
applied for. Ask for No. 40 catalog 
describing this furnace, also com- 
plete “ALWAYS RELIABLE” line 
of furnaces and torches. 


Also a full line of plumbers’ tools. 
Most jobbers steck. Others will order for 
you. 


OTTO BERNZ CO. INC. 


NO. 60—1 GALLON Newark, N. J. 


Gasoline-Kerosene. Offices in New York City, Chicago, Fort 
Worth, Denver, Helena, Mont., San Francisco, 
Los Angeles, Seattle, and St. Thomas, Ont. 
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Screw Plate Sets 


“The Line That Keeps Moving” 


It takes steam to make the engine — and it takes more than 


gon materials to keep tools movin 
e’ve built “Go” as well as Quality into the complete line of 
“Threadwell’”’ Tools. Get the Catalo 


The THREADWELL TOOL CO., Greenfield, Mass. 
New York City, 396 Broadway Cleveland, 135 St. Clair Ave. N. HL 


See eg 8609 Harrison Bidg. San Franei seo, 604 Mission Bt. 
Rochester, N. Y., 246 St. Paul St. Detroit 1323" Dime Bank Bl) 








American Steel & Wire 


Waukegan, Baker Perfect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, "TACKS, Hot Galvanized Nails. 
ZINC ‘INSULATED FEN 

National, U. S., Banner, Steel Gates. 

BANNER (fo rmerly Arrow) STEEL POSTS. 

CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE 
WIRE for every purpose. 
Quick Delivery. Write us for selling plans. 





Company 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. 8S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Elwood Glidden, Am. Glidden, Am. Special, 


CES: American, Royal, Anthony, 








A Good Seller 


Our mortise set No. 250-B is a 
good seller. Sturdily built with 
attractive lines, beautifully de- 
signed Glass Knobs, ground and 
polished, silver backed, giving 
high lustre. Our Patented Dead 
Bolt Night Latch 

is another money es, ee ’ 
maker. Me | Hard ) 

Yend for New eles ee 


Catalog No. 7 


(0d |NDEPENDENTIOCK COM 


Fitchburg, Mass., U. S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 

















Business is Better 


The beautiful Sunshine of these wonderful 
spring days should fill us with: Wim, Wigor 
and Witality. The birds mate, the flowers 
bloom, the sap rises in the trees 


IT’S 


Housecleaning Time 
and thousands of people buy, to hang up things: 


Moore Push - Pins 


(Glass Heads—Steel Points) 
also 


Moore Push-less Hangers 
(Scientifically Constructed for Strength) 
Display them prominently 


Illustrations of Counter Displays, Price List, 
Discounts and Samples on request. Advertised 
in the leading magazines for many years. 


Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 





















MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
i a large number of styles 

suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 
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Between Rains in West Palm Beach 


Third article by the editor of Hardware Age, who is making an extensive 
tour of the hardware stores in Florida and the Southeast 


By Llew S. Soule 


time of year than any other place on earth— 

easier and harder. One minute the sun will be 
shining its level best, and the next the sky will be 
dumping a million gallons of water to the acre. 

In less than an hour I had two suits of clothes 
wringing wet, and had spoiled the good looks of 
two straw hats. It happened this way. I had just 
made a visit to the Palm Beach Mercantile Company’s 
big store, and had a talk with Bob McGriff, manager 
of the Sporting Goods Department and fisherman ex- 
traordinary. I was so interested I almost forgot 
lunch, but finally I tore loose and hit for the hotel. 
The sun was shining as brightly as if it never intended 
to do anything but shine. I walked half a block and 
all at once the sky clouded up. Two minutes later it 
was raining, and oh! how it did rain. I started to 
run, and the faster I ran the harder it rained. 
Finally I gave up and slowed to a walk. The rain did 
likewise. Before I reached the hotel the sun was on 
the job again, and I was as wet as a drowned rat. 


iz rains easier in West Palm Beach, Fla., at this 


Rain and More Rain 


After lunch I called on E. H. Seesholts of the East 
Coast Hardware Co., and again I misjudged the 
Florida ability to rain. Now I’m waiting for my 
clothes to dry before I take any more chances. 

But in spite of the rain, I like West Palm Beach 
It’s a nice up-to-date town with several mighty good 
hardware stores. All of them appear to be busy, 
although undoubtedly there has been some falling 
off in the last two months. However, they are doing 
a good business, and one far above their old normal. 

Real estate is not moving very fast. There isn’t a 
chance in the world of any one buying a piece of 
property for ten thousand, selling it two hours later 
for twenty-five or fifty thousand, and then seeing 
it resold for one hundred thousand before night. The 
speculators have gone back North. There is some 
property changing hands, but it is bought for legiti- 
mate purposes and at fairly legitimate prices. 


Business Is Good 


As I said before, actual business is good. Credits 
are only fair. The banks have tightened up on the 
money, and the contractors, etc. are slow in paying 
up. Good accounts are slow. 

There is some evidence of temporary over stocks, 
due to the lifting of the freight embargo. Three 
months ago they would not be over stocks. In fact 
they are not large for the volume of business now 
going on. Nevertheless, the merchants will not be in 
position to buy, except for fill-ins, for at least sixty 
days. 

As to Palm Beach proper—this is a rich man’s play- 


ground. A city of beautiful homes and big hotels. It 
will continue to be that, regardless of real estate prices. 
or anything else. 

I had a fellow drive me over to Palm Beach the 
afternoon I arrived in town. He started out by asking 
$5 an hour, and before I had time to refuse he dropped 
to $4. A minute later we had compromised on $3. 
He was a New Englander, formerly in the real estate 
business. According to his story, he was land poor. 
and doing taxi work for his revenue, but he had an 
abiding faith in all Florida, and West Palm Beach in 
particular. Also he knew the country like a book. 
He pointed out the villa where the Countess Salm held 
fort during the winter, and likewise where the rest 
of the 400 spent the strenuous Southern season. He 
talked in millions—and rightly so—because the places. 
he did show me cost millions. I saw more high priced 
sand than I ever saw before—and yet the sand of 
Palm Beach will probably always be high priced sand, 
owned by people who can afford sand of that kind. 


Sand High Priced 


The following day I took a long ride with W. E. 
Frost of the Frost Hardware & Paint Co. and saw 
more of West Palm Beach and its developments. In- 
cidentally, the Frost Hardware & Paint Co. did $2,000 
more business in March than in any other month since 
the firm has been in business. Twenty per cent of 
their business is cash, and the balance credit. 

Since 1916 they haven’t lost more than %4 of one 
per cent in bad accounts. Despite the fact that col- 
lections are slow, and the real estate speculative boom 
is over, Frost would not discount his entire accounts 
receivable 10 per cent for cash. 


Cash and Credit 


Other merchants are in a like frame of mind. They 
all declare that the collapse of land speculations is the 
best thing that could have happened to Florida; that 
there will now be a steady, healthy, normal growth, 
and that business will likewise be healthy and normal. 

They are showing their faith by expanding rather 
than contracting in their business. 

So far no one has even tried to sell me any property. 
I don’t know whether to regard it as a knock, or 
a compliment. The sun is coming out again, and one 
suit is dry, so here goes for another try. 

Next week I’ll tell you about Miami, if I can make 
it between showers. 

Yours for a Dry Season, 


p eS 


The Man Behind the Counter. 
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Sells on Sight 


il i ' 1) ath q if Hifi -_ 
Hi aa ! HH aH HH i T 5 ie = 
Mane i fi H . . a 
ai oe i We ees ie Nh, if i - a ¥ 
if i PET 7 Teeter Tn 
Lil i HTT PHT 


Anchor Brand Stain Proof Carvers make an 
ideal gift for weddings, engagements, birth- 
days and during the holiday season. There is 
a steadily increasing demand for the 


Anchor Brand 


Stain Proof Carvers 
because they never rust or stain and retain 
FINE QUALITY AND FINISH their cutting edge longer than ordinary steel. 
MADE IN POPULAR S/ZES They have no plating to wear off and cus- 


tomers prefer them because they always look 
O y . I] 


new and attractive. We make many different 
styles. 


Send for Booklet and Trade-prices. 


ACARDED ASSORTMENT OF Oval” Qualit 
ag LAMSON & 


1837 


SHEARS. A STANDARD NUMBER 


, Wo. 7031 GOODNOW MFG. CO. 


BS Poul 
THE ACME SHEAR CO eat" wi’ Shelburne Falls, Mass., U. S. A. 











Buye'S 
; @talog New York Office—36 Warren St. 
Bridgeport, Conn. | 
x BRANCH OFFICES: 
AC thn (fl Boston: 7 Water Street. San Francisco: Wells-Fargo Bldg. 
: Wee Chicago: 1732 Republic Bldg. Seattle: 302 Pioneer Bldg. 
ny inal, “attlll aalllll . St. Louis: Victoria Bldg. Los Angeles: 1006 Washington Bldg. 
















LT 

| “VICTOR” 2° 
Permanent magnet which holds. CLIPPER 
the tack in position for driv- 
ing. Awarded the Silver Medal 


(the highest offered) at the ennannieaie Kix position. 





— Fa desi trade marks registered U. S. Pat. Off Send for Catalog 
ame a es rade r ° ° . ° : 
| ARTHUR R. ROBERTSON 94 Portland St, Boston, Mass. ROBERTS MFG. CO. Somerville Station, BOSTON, MASS. 














| STRATTO Plain - me in Fly Screen Cloth 


Attractive finish durable 


H A N D L EK S ‘quality. We can fill your 
orders promptly. 


For Smelt Fonte, Usensile, Blocwicel Goods, Etc. vo Write for prices. 
t e air ; , . 
STRATTON MFG. CO. Stratton, Maine and Copper Spargo Wire Co., Rome, N. Y. 























Weldi Nace is best by every 
test. akes welding of any steei as 
easy as Iron. Stock it and increase 
your sales. 


Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design. Soss 
invisible Hinges will give long service. 
See our Catalog in Sweets, pages 
1578-9. 


SOSS MFG. CO. 
778 Bergen St., Brooklyn, N. Y. 


Made only by 


Anti-Borax ComPpounp Co. 
Fort Wayne, Ind. 























Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 


HACK “TL NOX” saws 





i SERVICE 

a) of sere 
“The Toots in Lhe Plaid Bor” LDWELL MFG. CO. 

AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 9 Pyne Rochester, N. Y. 


HACK SAWS - BAND SAWS = SCREW ORIVERS ~- GLASS CUTTERS 
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The Difference Goes Int 
Your Cash Box 


Price should never stand between you, as com- 
munity protection adviser, and your customers’ 
complete protection. Assurance of protection is 
always worth many times the cost of an absolutely 
reliable Eagle Quality Lock. 


Every store should always have in stock at least a 
twelfth of a dozen pin tumbler padlocks to satisfy 
customers who need real protection. 


EAGLE 
PIN TUMBLER 
PADLOCK 
cep SPECIFICATIONS 
No. 04283 (Half Size) 


Can be master-keyed or set up in sets alike. 

Case, solid extruded brass with brass shackles for protec- 
tion against moisture. 

Also steel, case hardened, galvanized shackle, giving extra 
protection against filing or forced entry. 

All interior mechanism of brass or bronze—the highest 
grade padlock made. 

Made in 1, 1%, 1%, 1%, 2 and 2% inch sizes. 


The Eagle Quality Line 
Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Company 
General Sales Office 
Ate = oe env ern 26 Warren St. New York AIS = ov & Oar orn 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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S quality is always a first considera- 
tion with us we know that the 
metal used in our rivets is absolutely 
“right” to start with. This is also true 
of the fabrication of the metal into the 
finished product. As proof of these 
statements we invite a comparative 
test of the driving and setting qualities 
of our rivets with those of other make. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


i 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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ESTER Metal Mender, besides 

being a fast seller in itself, is now 
backed up with 5,000,000 sales efforts 
per month. This sort of cooperation is 
opening up more business for dealers 
everywhere. Kester Metal Mender—a 
household solder—is the small package 
of Kester Acid-Core Solder. It carries a 
clean profit, and enjoys steady repeats. 


Our tremendous advertising support is 
developing sales on Kester Metal Mender— 


and, in turn, this small package of Acid-Core 
Solder is responsible for the increase of sales 
on the 1, 5 and 10 lb. spools. 

The proof of this fact has caused wise deal- 
ers everywhere to carry a reasonable stock 
of the already fast selling Kester Products. 


Jobbers everywhere can supply you 





OMPANY 
4205 Wrightwood Avenue Chicago, U.S.A. 


—< 





_ 


Originators and World’s Largest Manufacturers 
of Self-Fluxing Solder 
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The imperfect Set Screw that goes in 
hardest, may be shaken out of a moving 
part the easiest. 


You may break a wrench in setting it 
tight, and see it loosen without any > 
wrench—if there's just a little offpitch 


threading. 


ALLEN Set Screws are double-checked for 
accuracy of threading. Not only threaded 
to standard gauges, but checked with 
pitch micrometers for the closer test. 


This makes Allen screws fit tight on every 
fraction of threaded surface. Makes them 
hold in moving parts under loosening 
strains and vibration. It makes them 
‘“stayers’ most as much as the strength of 
their cold-drawn sockets. 





This is one of the points which make it 
easy for Allen Dealers to sell Hollow 
Screws. Would you like the Allen Catalogue 
—with many more pointers ? 





They Refuse to 
Be Shaken Out! 











The Allen Mfg. Co. 











139 Sheldon St. Hartford, Conn. _ fii 
BRANCH OFFICES: | 
W. C. Stauble R. E. Gregory H 
2704 Rochester Ave. 1029 Wesley Ave. H 
roit, Mich. Evanston. Iil. i 
E. P. Crowford W. J. MacRae 
3348 No. Park Ave. 320 Market Street 





Philadelphia, Pa. San Francisco, Cal. 
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(/ Business 
h| ay 

f you can 
bank on 


The quality in Ney Haying 
Tools and Barn Equipment 
is a business asset for the 
Ney dealer. A_ business 
asset he can bank on. 


t ; 
Ry 


Ney quality means more 
(| profitable sales, because of 
fewer adjustments. 


y Ney quality builds a reserve 
i fund of confidence in Ney 
[ equipment and for the 
J dealer who handles such 
equipment. It brings satis- 
| fied customers back into 
his store and makes repeat 

sales. 


Strictly from a profit-mak- 
ing angle, isn’t this your 
idea of a winning business 
proposition ? 


Original 
Genuine 













TOOLS 
Standara Everywhere 





Stalls ens 
Hay Carriers Litter Carriers 
Hay Carrier Steel Track and Hay Knives 
ixtures Barn Door Hangers and Tracks 
Wire Stretchers 


as 
Hay Rack Cla 


mps 
Perch Swing Chains Hardware Specialties 








Jie NEY MANUFACTURING CO. 


Established 1879 
CANTON OHIO 
Minneapolis, Minn. Council Bluffs, lowa 
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"In Millions 
of Homes — 


EW furniture in millions of homes will 
carry the Faultless Label. Women who 
see how easily Faultless Casters move heavy 
furniture — never scratching floors — will 
come back for more. Besides, Faultless 
Casters are being advertised to 7,000,000 
women! Put the Faultless Demonstrator 
where they'll see it. 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


NOELTING 


FAULTLESS - CASTERS 


Makers of Quatity Casters for a Third of a Century 
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The Only All 
Copper-Bearing 
Steel Gates 
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Cyclone Double-Drive Gate—S8 to 18 ft. openings. 
Furnished with wood post hinges. Also fitting to hold 
one-half of gate while other half is used as walk gate. 


Cyclone Gates have an exclusive fea- 
ture found in no other gates on the 
market. They are the only gates in 
which fabric and tubular framework 
are made of Copper-Bearing steel 
heavily galvanized. This non-cor- 
rosive steel results in many years’ 
longer service. 


STS RL. RE ae GRRE SE PR 
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Give your customers greater satis- 
faction and longer service. Build your 
business by selling them Cyclone 
Gates, the gates of maximum endur- 
ance. Write today for our latest 
catalog. 


Per C IS d CALF f IN Cyclone Fence Company 


Hin as made for DdalI- Waukegan, III. eas sane or Ohio 


Newark, N. J. Fort Worth, Tex. 


ticular we with every seanaTtcie Coast Distributors: 


doo r th at S WI ngs in. Northwest Fence & Wire Works, — ; 
buildings large a small (yclone "ped nag” 
Fence.-°Gates 
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Cyclone Ornamental Walk 
Gate—with scroll _ top. 






é B Furnished with hinges 
yanch Offices__ “W " el The “Red Tag” iy and spring latch for 
4S WARREN ST NEW YORK |i ti The Mark of Quality wood posts. 
ie sO ‘Ai mite met 





74 W. LAKE ST CHICAGO 
28 BINFOARD ST. BOSTON 





CYCLONE COPPER-BEARING STEEL ENDURES 
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AINTED SCREE 
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NILSEN 


These six attractive display cards printed 
in black, green, and orange have been high—just right for a Crescent Tool Win- 
designed to win the attention of the car dow or as accessories in a “Spring Over- 
owner, farmer or general tool user occu- haul’’ window trim. 
pied with thoughts of spring overhauling. 
The leading sellers in the Crescent Tool all dealers handling Crescent ools. 
line are featured. Write for them. 
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Eye Catche 1 KY 
for your window 


CRESCENT TOOL CO. 


204 Harrison St., Jamestown, N. Y. 


Originators of the Crescent Wrench 


CRESCENT TOOLS 


Perfect 


TULUM RPL LARC Le LL LLL 


The Customer with a Hobby 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 
Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—A/1s home. 


He isn't so hard to please-—just a little economizing, doing 
his own repairs during the week-end, and depending on his 
home-town dealer for supplies—-and advice. 


If you pass his home some time this Summer look over his 
rescreening job. ‘Perfect’? was a good selection. You will 
he glad you recommended it. 


Vour Jobber stocks “Perfect.” 


UUFVNNASAOUGUTEUVAPAOUAUOGSHY VTA EULER AP 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 






The cards are 8 inches wide and 10 inches 


They will be supplied without charge to 
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Why a GLASS DEPARTMENT Pays! 








Turn one customer 
into four 


OW many sales do you make to twenty 

customers? Twenty sales or eighty? Do 
you sell all you can to each customer, or let 
three-fourths slip away because you don’t ask 
"em to buy? 
A glass department enables you to “pyramid” 
sales with very little effort. When you sell a 
light of glass you can naturally suggest hammer, 
tacks, putty and putty knife. On another occa- 
sion you suggest paint, brush, sand paper and 
perhaps graining tools. Ifa green house is being 
repaired you have an opportunity to sell garden 
implements or seed. 


“he BEST Glass” 


is made by the largest manufacturer of window 
glass in the world. With such a responsible 
company behind the product you are always 
assured of uniformly excellent quality. See your 
jobber about a glass department without delay. 
You will be surprised how little it takes to get 


started. 


SOLD AND DISTRIBUTED BY LEAD- 
ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 











el a WINDOW SES oO 


World's Largest Producer of Window Glass 
GENERAL OFFICES: PITTSBURGH. PA. .BRANCHES IN PRINCIPAL CITIES 






—— 


GLA SAT 














NEWEST 


GLASS DRAWER KNOBS 


PATENT APPLIED FOR 
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HESE knobs have a threaded 

brass tube cast in the glass to re- 
ceive a washerhead screw adjustable 
to any size wood, eliminating the bolt 
going through the glass also the nut 
inside the drawer. 


The knobs are guaranteed against 
the tube coming out or getting loose, 
the faces are cut and polished, the 
bottoms are studded, absolutely pre- 
venting knobs from turning, or be- 
coming loose. 


Made in four popular sizes in crystal 
and Opal glass, also drawer pulls. 


Order by number 


CRYSTAL GLASS Vv OPAL GLASS 
No. 49 size..... hh” No. 149 size.... %” 
No. 50 size..... 1%” Nor 150 size....1%" 

" No. 151 size....1%” 
No. Gi sise..... —_ No. 152 size....1%” 
No. 52 size..... 1% No. 156H Drawer 
No. 56H Drawer Pull A Pall 


Packed one dozen in a box. 


For sale by all leading Wholesale Hard- 
ware Firms in U. 8. A. and Canada. 


Write for the name of our nearest dis- 
tributor in your territory 


Manufactured exclusively by 


TECHNICAL GLASS CO. 


Incorporated 
LOS ANGELES, CALIF., U. S. A. 





Choice 
in All-Steel 

Wrenches 
for Extra 

Heavy 
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Wrenches are being bought with greater dis- 
crimination than ever before. 


Railroads, Mining Companies, Machine Shops 
and Industrial Concerns who require heavy 
wrenches for heavy work are buying and using 
only those with an established reputation for 
quality and service. 


The fact that the first choice of the majority is 
the All-Steel COES is a Dealer’s best reason for 
keeping well stocked. Seven sizes: 6” to 21”. 


All leading Jobbers carry the Coes. 


COES WRENCH COMPANY 


“In business since 1841” 


Mass. 


ccrT.T 29 Murray Street, New York 
Cie alee 113 Chambers Street, New York 
8 Rue de Rocroy, Paris, France 


Worcester 


J. C. McCarty & Co 
John H. Graham & Co 
Fenwick Freres 


Selling Agents 








YOU NEED ’EM 


LET’S TRADE 








Handle-Making 
Experience 





“Since 1855”’ 





Copyrighted Brands 


DANIEL BOONE 
AMERICAN BEAUTY 
DAISY 

SUNFLOWER 
EAGLE 

ROYAL OAK 





Over Seventy Years 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 


Our Guarantee of 
Value; a Label on 
Every Handle 
or “TD & W”’ 
Stamped 
in Head 


o 


* 


TRADE MARK 


U.S.A 
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Copyrighted Brands 
PERFECTION 
TRIUMPH 
HERCULES 
SUCCESS 
PEERLESS 


BEAUTY 


ee 


CANT HOOKS, PEAVIES AND JACKS 
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READING = WOWERS 
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LAWN 





Prices Ready for 1926 
Write for Catalog 
Our Guarantee Back of Every Mower 


READING HARDWARE COMPANY 
— READING, PENNSYLVANIA aaa 


PHILADELPHIA 











SERVICE THE LAWNMOWERS YOU 
SELL AND INCREASE YOUR SALES 


wiTH THE IDEAL GRIN DER 


A | If you want to increase youf sales on Lawnmowers install 
an Ideal Lawnmower Sharpener, a machine so simple any 
boy can operate it. Hundreds of Hardware Stores have 
installed this machine and it has not only increased their 
sales on Lawnmowers but made a big profit on the service 
charge. A mower can be sharpened in 10 to 15 minutes 
and the usual charge is from $1.50 to $2.00, which insures 
a real profit and a satisfied customer. 

On nine out of ten mrowers, after being used a short time, 
the straight blade becomes sprung or bent, caused by run- 
ning into sticks or other obstacles. When the straight 
blade is sprung or bent the reel knives will not fit the 
straight blade and the mower does not cut properly. The 
Ideal Grinder is positively the only machine that will grind 
the reel knives to fit the straight blade when the latter be- 
comes sprung or bent. This is one of the most important 
features in Lawnmower Grinding. 

It will pay you big dividends to investigate this money- 
making proposition. 


Write for Prices and Full Particulars 


THE FATE-ROOT-HEATH Co. 
PLYMOUTH, OHIO 





SHARPENS ANY 
Stryte or Hann LAWNMOWERS MADE 
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DOOR HANGERS No. 2 RELIABLE 


The round tread type of hangers and breakage, and a machine turned wheel 
track have been popular with contrac- with hardened steel axle and roller 
tors and builders since their develop- bearings provide for easy anti-friction 
ment by Allith engineers more than operation. A lower guide wheel pre- 
twenty years ago. Their great strength vents any tendency toward binding or 
and ease of operation adapt them to a derailment. 

great variety of uses, _ particularly The track is regular Allith high carbon, 


straight sliding door installations. heavy round steel tube with a slot in 
No. 2 Reliable is one of the best the back for the insertion of the brack- 
ets. Cannot get out of line or sag. 


hangers of the round track type. 
one-piece frame of “Certified Malle- No. 2 —* is very moderately 


able” insures against all possibility of priced. Let us tell you more about it. 


ALLITH-PROUTY COMPANY 


Danville, Illinois 


MANUFACTURERS OF: Deor Hangers, Garage Door Hardware, Fire 
Door Hardware, Overhead Carriers, Rolling Ladders, Spring Hinges. 
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Selling Is Satisfying 
But selling isn’t the whole job. If you want customers instead 


NONE BETTER. of one-time bargain hunters, you've got to give value for the 
0.3000 Socket Set money you get. 


The NONE BETTER line of Socket Sets, and the No. 3000 in 





Socket Sizes— ; 
7%" 3;,” 11/16’ particular, is, without question, the greatest value for the price 
5” 9/16” i” that you can hand over your counter. Every set stays sold with 

Adapters—'/.”. Hex Steel a satisfying certainty. The Sets are built for long service, priced 

for economy, and are profit producers. 


—2'4" and 7” long 
Ratchet — | THE NEW BRITAIN MACHINE CO. 


6” handle. Reversible 
Box— 198 Chestnut Street 
8” long of Pressed Steel NEW BRITAIN CONNECTICUT 


5000000000 000050 900080900090 908090 809080800090 80 80: 
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Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 

Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold se- 
curely; every part of every wringer made the best we know 
how and there’s years of “know how” back of every Anchor 
Brand Clothes Wringer. 





LOVELL MANUFACTURING Co. ERIE, Pa. 


World’s Largest Manufacturers of Clothes Wringers 



















Wood Screws 
Machine Screws 
Cap Screws 
Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Nuts 
Rivets 
Burrs 


FORSTNER 


Labor Saving 


AUGER BIT 
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Bores Any Arc 


of a Circle 


“ aagt 


Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 

a circle, and can be guided in any 
direction ‘regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


FTE Te ere Tee ame 











Every individual unit must meet Reed & Prince standards of 
quality and accuracy. Whether finished plain, blued, nickel, 
brass, copper-plated, sherardized or hot-galvanized, it may be 


selected with the utmost confidence . Send for Catalogue. 


The PROGRESSIVE MFG. CO. 











ET 
REED & PRINCE MFG.CO 8282 





WORCESTER, MASS.U:S.A. \ TORRINGTON, CONN. 
ee 
—_—, 


Osborne High Grade Punches 
































pé LADDERS 























108 











= =e STORE METHODS | : 
3 \ Wag} To provide adequate storage facilities for 
SS wr hy cy Lee . sccessttt os - Belt Punches Arch P unches 
ven orc ockK men to + ° 
absolute safety—to insure quick service for whole Spring Punches Revolving Punches 
Sale Or reta race — aul one or more , 
sets‘ ‘Asion TRE SORE LADDERS. |] || pregnant ae Sel 
_overhead track ste, fm contruction on moh —_ will please your customers, as well as our famous Round 
eliminate vibration and uce a ladder me 
| of ample strength for salety, convenience and enploy any Slog" wermen nnd” oo ‘te’ Sont “culty of ater i 
| i, atractive ee wee ines » FF OU ne stand ‘on ¢ of every too] we make. Try us. Write for Catalog 
“4 ied : s con, 
Pare benreyy re ; al Cc. 8. OSBORNE & CO., NEWARK, N. J. 
on request. | s oHIO- ESTABLISHED 1826 
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SPRING HINGES 
Resusahedll Quality 


(A Type for Every Requirement) 
The “Triplex”’ 
Recognized 
by 
Architects 
Contractors 
and 


Dealers 
as 


A Spring Hinge of 
Quality 


The character of your business is reflected by the 
quality of merchandise you sell. Chicago Spring 
Hinges are a credit to any dealer's stock. 


~(CHICHGO) - 
SPRING HINGES 


Send for Catalogue H42 





Type 2001 


Chicago Spring Hinge Company. 


CHICAGO a NEW YORK 





DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Carer ong 


Y,” Diam. with Eye 7%” Inside 
5 4? sé 66 sé Vn” «6 


8 
3,” sé +6 sé | 3" +6 
| 4? 66 6 6 ] YY” «6 


Quick Shipment 





Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 
ESTABLISHED 1863 














SWEDISH TOOLS 
Are Noted for Their Durability 


Made from Swedish tool steel—the very best 


Service and satisfaction to the user 
govern the manufacturer of Swedish 
Tools. 

Hold the good will of your cus- 
tomers by selling them tools that are 
guaranteed perfect. 


SHARK BRAND CHISELS 


Mark 





Butt Beveled Edge. 

Regular Beveled Edge. 
Socket Chisels. 

Give Complete Satisfaction. 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 
We carry a full line of Swedish Made Tools 
and Hardware. 





Order from your jobber to-day, or write. 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bidg. 
Montreal, Can. 





















72% Greater Holding 
Power Than Wire Nails. 
Won't Split the Wood. 
Heads Stay on. 


Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 
Also Mokere of RICO Hard Out Floor Vf 


Nails to drive inte hard wood 
without bending. Y 
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WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 

STOVE BOLTS 


Service 





Quality 
Samples Gladly on Request 
CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 











Combination Service 


Wrench 


A practical and convenient tool 
that increases the usefulness of a 
wrench. 


Strongly constructed for gripping 
and holding both round and square 
parts. 

Eliminates lost time and _ the 


bother of carrying two wrenches 
on one job. 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 
chanic. 


Made of a forged steel bar, case- 
hardened throughout. 


Featuring ‘Bemis and Call 
Wrenches will mean more sales 
with less sales effort. 


Let us 
prices. 


BEMIS & CALL CO. 


Springfield Mass., U.S.A. 


send you details and 
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Rubber 
Headed Nails 


are used as bumpers on pianos, closet seats, and 
to receive the thrusts of drawers, also to prevent 
noise and marring to such as they are attached. 


Stem Tips, made in thirteen sizes, especially de- 
signed for chair legs and prevent the scratching of 
floors. Absolutely noiseless. 

We make a large variety of rubber specialties. 


Send for 


prices. 


ELASTIC 
TIP CO. 


370 Atlantic Avenue 
Boston, Mass. 


catalog and 
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HELLER’S ADVICE 











On proper store arrangement, display and storage 
problems can absolutely be depended upon. 


-_ 


~ 


**Heller’s Reference Book on Hardware Store Shelving 
will help you plan for greater sales.” Send Coupon 
TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & CO., Montpelier, Ohio 
Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 
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Whenever You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect 
spray and shuts off tight. It never 
drizzles or leaks. 

The user is insured against wet feet. 
Made in 3” size only. 

The name 


SHERMAN 


on hose nozzles and hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 

Your Jobber can _ supply 
you. If not—write us. We 
also make Brass Hose Coup- 





Diamond Nozzle 





lings. 
H. B. SHERMAN MFG. CO. Sherman Hose Clamp 
Battle Creek Mich. (Patented) 











Description 
The hinged 
joint is smooth Meste the 
‘ popular 
and flush with demand for a lacing 


Kimball Straight Line Drive 


This Kimball Straight Line Elevator 
Drive eliminates the possibility of dis- 
alignment between the worm shaft and 
the motor rotor because the motor is 
bolted to the machine frame as an in- 
tegral unit. 

Write for further information. 


There is a Kimball Elevator built for every 
requirement 


KIMBALL BROS. CO. 


1117-41 South 9th Street Council Bluffs, Ia. 








=f KIMBALL 
Straight Line Elevator Drive 








Make a Drive 


for 
the 


SPORTING 
GOODS TRADE 


this 


Season 





the belt on both that is quick and easy 
to apply and that 
“stays put.” 

For small shops, 
average farms and the 
“once in a_ while’”’ 
user, Sell Alligator 
Steel Belt Lacing in 
“Handy Packages.” 
They come 10 to the 
carton and each pack- 
age contains two 6- 
inch joints. For larger 
users supply our 
Standard Boxes. 


Order it from your 
jobber. 


sides. Easily 
separable for 
lengthening or 
shortening belt 
by removing ten- 
sion and push- 
ing out section- 
al steel rocker 
hinge pin. 

By the hammer- 
clinched grip of 
steel, the belt end 
is bound firmly in 
equal straight line 
~~ The Strongest 

le Lacing on Eart 
—and the longest 
wearing. 


~ Flexible Steel Lacing 


Co. 
4616 Lexington St., Chicago, Ill. 
in England at 135 ana Pave- 
ge & 


ment. London 





There is good money in sporting goods; 
every season sees an increase in sporting 
goods sales. This country is a sports 
loving nation—the small boy is not the 
only one who wants to play. 


The manufacturers of sporting goods 
who advertise in HARDWARE AGE can 
show you how to sell sporting goods. 
Ask them for their advice and put it to 


work. 
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An All Year L 


_ As soon as the first signs of spring appear calls 
increase for sprayers, but the demand for Acme 
tools continues throughout the season—in fact all 
the year, because the complete ACME line includes 
suitable sprayers and atomizers for disinfecting 
livestock, stables, chicken houses, etc. 


BETTER PROFITS 


are possible with ACME tools because you can buy 
the complete line of hand sprayers and hand 
planters from one house, because ACME tools are 
well known and easily sold, because they are sold 
with the understanding that “If it isn’t all right, 
bring it back.” 
Order from your jobber. 
Write us for complete catalog. 


POTATO IMPLEMENT CO. 


Dept. 11, Traverse City, Mich. 





~ 






. G. F. Wright 
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Worcester, Mass. 







Every Roll 
the Same 


Superior Poultry Net- 
ting is a _ uniformly 
high grade _ product. 
You can depend upon 
every roll living up to 
every claim made for 
it—-even selvage, free- 
dom from bags, well 
formed meshes, smooth 
round wires, heavy 
bright galvanizing. 
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Your trade will ap- 
preciate this Poultry 
Netting. Remember it 
costs no more. 


TRADE MARK 


CME 


REGISTERED 


Compressed Air 
Sprayer 
No. 345 





Hand 
Sprayer, 
Atomizers, 
Dusters. 
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Garden and Flower Seeds 


Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before or cones and “04 eg — 
you on Seeds of various kinds in bulk, in litho- 

raph cartons of | Ib. V; Ib. and 4 Ib. and in FEEDERS 


at Papers. We would also like to quote you on 






Mixed Lawn Grass. Please give us the oppor- Made of good, durable ma- SS? 
tunity terial in sizes for every re- = ey 
quirement. Just the thing —~— 

for growing chicks. Sure to SS & fe. 
1926 CROP please. Attractive discounts * 
to dealers. 3 
Before buying for delivery after 1926 crop, send us a 2 
list of your wants that we may quote you if our traveler Hoeft & Company, Inc. Round Feeder 
does not call upon you at 2305 Davis St., North Chicago, 12 Holes 


the proper time. illinois 


We are the oldest Seed 
House in America, this be- 
ing our !42nd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair prices, 
we would not have existed 
so long. 


Business Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 





= F* 


Eight Hole Feeders Retail at 15c., Twelve Hole at 25c. each. 
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Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Senastunity Exchange Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


50 words or less...... 
Each additional 50 words or less. 4.00 


Positions Wanted Advertisements | 


.. -$5.00 50% off the above rates 





Address your a:ivertisements and replies te 





Set Solid, Minimum 50 words..... $3.00 
Each additional word.......... .06 
All Capitals, Minimum 50 words.. 4.00 
Each additional word..... 08 





Allow Seven Words for Keyed Address 





Discounts for Classified Advertising 
4 insertions, 10% pet 8 insertions, 15% 
o 


Remittance Must Accompany Order 


} 

Hardware Age, Classified Oppor- | 
tunities, 239 West 309th St., New 
York City 

Harpwarke Ace is published each Thursday 


Forms close Ten Days previous to date ot 
publication 

















BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 





MEN WITH SMALL CAPITAL to have own hardware business, sell- 
ing builders’ hardware to the architect, owners and contractors, in West- 
chester County, N. Y., Connecticut, Long Island and New Jersey. Backed 
by New York Hardware Corporation of high standing, with stock and 
show rooms. Must have experience in builders’ hardware lines and be 
able to read plans and make schedules. Give full particulars when 
answering. Address Box H-94, care of Harpware Ace, New York. 





FOR SALE—GENERAL HARDWARE STORE, fixtures and _ stock. 
Brick building, flat over store. Stock inventories $10,000. Tin and plumb- 
ing shop in connection. Business well established. Located in a thriving 
town on the Dixie Highway, 38 miles from Chicago. Sales $50,000. Sell- 
ing price $26,000. Reason for selling, old age. Address Box H-75, care 
of Harpware Ace, New York. 





FOR SALE—IN HEART OF growing suburban section, general mer- 
chandise of hardware, pumps, paint, glass, groceries, dry goods, notions 
and shoes. Stock invoice $12,000; fixtures $2,500; building with two sets 
of living rooms, garages, ample storerooms, gas station and three lots, 
$15.000. Sales $30,000-$40,000. Excellent opportunity for hustler. H. 
HENDRICKS & CO., Ingleside, Illinois. 








HARDWARE STORE IN ACTIVE and attractive Pennsylvania town 
within 30 miles of Philadelphia. Modern brick building. Established 
up-to-date store doing splendid business with bigger possibilities. Ab- 
solutely all clean salable stock. Good lease with option. This is indeed 
an unusual opportunity to obtain such a fine store. Address Box H-102, 
care of Harpware Ace, New York. 





SAVE ON PRINTING—5000 Special Statements $8.00, size 6% x 7, 
on 20 Ib. Bond. can be used with window envelope. 1000 Letter Heads 
8% x 11, 20 Ib. Bond, $4.00, reduction in larger quantities. Samples 
“ie request. THE YORK PRESS CORPORATION, Gouverneur, 


4 . 





GRANTED me, of exceptional merit, for 
a new and improved lawn rake. I am looking for a manufacturer who 
would be interested in marketing this invention. Patent serial number 
is 100500 Division No. 1. If interested write for specifications to S. C. 
KENYON, 703 Third St., Grand Rapids, Mich. 


A PATENT HAS BEEN 








FOR SALE—3-story brick building, 54x150: great opportunity for 
hardware business. Modern in every way. Wonderful front, best loca- 
tion on Atlantic Ave., near Penn. Station. Property can be purchased 
on easy terms. It will pay you well to investigate. Apply J. I. LEVY, 
315 Chelsea Bank Bldg., Atlantic City, N. J. 


FOR SALE—HARDWARE AND FURNITURE STORE in Columbus, 
Ohio, with stock invoicing about $30,000. Business has been making 
money consistently and is attractive proposition for right party. Reason 
for selling, owner's time taken up by other interests. For further details 
address Mr. T. R. CROCK, Box 245, Jeannette, Pa. 


ee —— $$ $5 — 


FOR SALE—STOCK OF HARDWARE and shoes. Will invoice 
around $15,000. Good northeast Louisiana town. Fine farming and mill- 
ing section. New brick building on best corner in town. Will sell or 
lease building. Adress Box H-80, care of Harpware Ace, New York. 





HARDWARE RUSINESS WANTED—Experienced hardware man 
wishes to purchase well established retail hardware business. State full 
particulars as to location, volume of business, stock, etc., in first letter. 
Address Box H-99, care of Harpware Ace, New York. 








FOR SALE—THE EXCLUSIVE RIGHTS and patent of an article 
sold to the hardware trade. A national market for same. The only tool 
of its kind and no competition. Will prove our sales and show you the 


p 
demand. Address P. J. KOHLER, 1923 Carson St., Pittsburgh, Pa. 





STORE FOR RENT—Wonderful opportunity for house furnishing 
business, Pennsylvania town, no other store like it in town. 100 per 
cent location. Address Box H-89, care of Harpware Acer, New York. 





FOR RENT—Good location for hardware store, well built to suit re- 
sponsible party: brick store with flat above, 5 years’ lease at $200 per 
month. cs 


ERNEST REICH, 7421 Madison St., Forest Park, Il, 





FOR SALE OUTRIGHT $10,000, entirely new invention on self- 
cleaning and center retaining castor cups, which will run into millions. 
Just recently put on the market and going big. WALTER DAMBEK, 
8433 Marquette Ave., South Chicago, IIliois. 





HELP WANTED 


WANTED—A MAN EXPERIENCED in handling contract trade; one 
with a sales record back of him;- not over 35 years of age; must under- 
stand all details connected with estimates from blue prints and be capable 
of making up schedules therefrom. Experience as well is required in the 
sale of wheelbarrows, shovels, and all special equipment carried for con- 
tract trade. Address—Box 647, Topeka, Kansas. 








WANTED—YOUNG MAN not over 30 years of age with builders’ 
hardware experience. Must be capable of handling contracts, taking off 
specifications from blue prints, etc. Give full particulars in first letter as 
to experience, references and salary expected to start. Address Box H-101, 
care of HArpWARE AcE, New York. 





ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 





WANTED—WINDOW TRIMMER AND ad writer for large retail 
hardware concern in Northern Illinois. Good salary to competent man. 
Address Box H-87, care of Harpware Acz, New York. 





POSITIONS WANTED 





POSITION WANTED—BUYER AND SALES MANAGER with live 
local jobber 20 years, hardware, mill, oil well, marine and builders’ sup- 
plies. Experience covering retail, wholesale, traveling six years, buyer and 
sales mgnager. Can organize buying and sales department, catalogue 
pricing and get results. A-1 references. Employed but desire to make 
new connection. Address Box H-23, care of HArpware Acgz, New York. 





YOUNG MAN, 23 years old, with 7 years’ experience in the hardware 
business would like to make a connection with a jobbing house, whole- 
sale, paint company or reliable firm engaged in the hardware business 
selling to the wholesale trade. Address Box H-82, care of Harpware 
Ace, New York. 





RETAIL HARDWARE CLERK, over 20 years’ experience in all de- 
partments of business buying, selling stock and store arrangement, window 
trimming, etc. od salesman and personality. Nine years in last posi- 
tion. High grade business references as to ability, character and responsi- 








bility. Address Box H-84, care of HArpwaAre Ace, New York. 
SALESMAN OF LONG EXPERIENCE wishes to represent reliable 


hardware manufacturers of high grade products in Dallas and Fort Worth, 
Texas, and surrounding territory; wide acquaintance with dealers in this 
vicinity. Best of references available; University education: married. Ad- 
dress Box H-98, care of HArpwAre Acze, New York. 





YOUNG MAN, 29 YEARS of age, desires pcsition as inside sales- 
man or road salesman. Have had experience in selling hardware. Will- 
ing to travel or locate in any part of the country. ddress Box H-90, 
care of Harpware Ace, New York. 





= 


special experience in tools and 
Successful record and 
New 


GOOD HARDWARE SALESMAN, 
cutlery, desires connection with reputable house. 
—— reference. Address Box H-97, care of HArpware AGE, 

ork. 








retail hardware business wishes 
Now employed. 
Address Box H-103, care of Harpware Acr, New York. 


MAN EXPERIENCED IN 
Capable of taking charge of sales. 


YOUNG 
sition in this field. 
eferences. 




















May 13, 1926 


HARDWARE AGE 


159 


Classified Opportunities 





SALES ACCOUNTS WANTED 


THIS ORGANIZATION, RESPONSIBLE in every respect, maintains 
office and stockroom space in New York City, distributing in New York, 
New Jersey, New England territory. We offer absolutely the best pos- 
sible connections with the trade, architects and builders, and are interested 
only in representing a single sizable quality manufacturer. Address 
Box H-100, care of HARDWARE AGE, New York. 








MANUFACTURERS’ REPRESENTATIVE HAVING connections 
with the hardware, mill supply and industrial trades in the North Atlantic 
and New England States, desires one or two additional lines with merit. 
Preferably small tools, etc. Address Box H-76, care of HARDWARE AGE, 
New York. 





WANTED—BY CAPABLE, RELIABLE SALESMAN, brokerage fac- 
tory lines for Southern California. Can give references. Reply Box H-77, 
care ef Harpware Acs, New York. 





SALES REPRESENTATIVES WANTED 


NEW ENGLAND’S LARGEST DIRECT factory organization repre- 
senting twenty-five manufacturers’ lines of staples and specialties have 
several openings on their sales staff for high-grade, live-wire representa- 
tives with established following among department, hardware, drug and 
general stores on strictly commission basis, weekly settlements. Must be 
willing to devote entire time to our lines, and traveling in car. Fine 
opportunity. In first communication state territory desired and give 
highest grade references. INTERNATIONAL SALES COMPANY, 93 
Federal St., Boston, Mass. 











SALES REPRESENTATIVES WANTED 








Agencies Wanted _ | 


for hardware, building products, automo- 
bile accessories and allied lines. Well or- 
ganized and financed firm of experience, 
well-known in the hardware, building 
and garage trade in Metropolitan District 
including Long Island, would like to 
hear from interested manufacturer. Ad- 
dress Box H-95, care of HARDWARE AGE, 
. New York. 


] -_—_ 














OHIO MANUFACTURER OF BUILDERS’ HARDWARE specialties 
desires representatives to handle product on a commision basis in various 
eeeteeae of country. Address Box H-79, care of Harpware Acg, New 

ork. 








Let US Help You Word Your “Want.” 











Products There? 





The Hardware Store 
Is the Hunter’s Arsenal 


Will He Find YOUR 





Guns, ammunition, hunting knives, hunters’ 
clothing and all the incidentals that appeal to 
the hunter are sold by hardware dealers 
throughout the country. These dealers keep 
in touch with the manufacturers by reading 
the advertising addressed to them in their 
business paper—HARDWARE AGE. 


Tell the hardware dealer about your product 
in the same manner and put yourself on an 


equal footing with your competitors. 

















CATALOG of TOOLS | | 


and Supplies for Stone Working 
Just off the press— 
free on request, send for it today 
Trow & Holden Co. 
Barre, 


Vermont 


American Can 





American Can Company 


LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 











j. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS=— 











ELEVATORS AXES 

DUMBWAITERS and SCYTHES 
Write for our catalog Scythes since 1812, Axes since 1800 

Eneray Elevator co. Ht | RIXFORD MFG. CO. 
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WANTED To IRON 3 Wr rT. S 7, Ow'sS 


SKATCS 255 


igs tal { eure 
oe Ae) Ve ens 
THE STEWART IRON WORKS CO. Bitte, Oe ae The Samuel Winslow Skate Mfg. Company Galeg ood of 
NCORPORATED Worcester, Mass. 
225 STEWART BLOCK CINCINNATI. OHIO 









































Sen 

me The popularity of Maydole Hammers among Carpenters, 

for Machinists and Mechanics attests the fact that we’ve 

Catalog HAMMER maintained the standard set by the founder of this 
business over 8 years ago. 


$ BARROWS *T Make the best Hammer’”’ 
4 D. Maydole, 1843 





STERLING MILWAUKEE bow — : THE DAVID MAYDOLE HAMMER CO. 
WHEELBARROW CO. WISCONSIN Norwich New York 


DROP FORGED Makers of Every Kind 
WRENCHES of Screw, Nut and Bolt 














Vesigned and proportioned to give stiff- . . 
ness and tensile strength. Made accurately Th Co rp 
and uniform in machining and finish. Send for e rbin Screw Co oration 
Catalog B-23. The Americen Hardware Corporation, Successor 
ARMSTRONG BROS. TOOL CO. 229 High Street New Britain, Conn. 
314 N. Francisco Ave., Chicago, Ill., U. S, A. Western Factory: Dayten, Ohie 























Better Machine Screws Confidence in lbampion, Brand 
7 , . : Bren ih Li aggre’ Lamps A. mage by — re- 
for the Hardware Trade : Consolidated. Electric _ 
DanVers, ° 


HARVEY HUBBELL, INC. Bridgeport, Conn. ‘‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 


, Get an ‘‘Edge’”’ on Sales! BROWN @© SHARPE 
om Dealers are doing it with the Dazey ° suOle) O 
“Sharpit.”” It puts a keen edge on any- 
thing—knives, scissors, sickles, tools. A Made Best 
* quick and ready seller—and a profit . a ee 














producer. They Give ( omplete Satisfaction 
DAZEY CHURN & : 
MFG. CO. TRADE MAAK Catalog on request 


7 oe BROWN & SHARPE MEG. CO. Providence, R.I., U.S. 























Q. Lindemann & Co. 
aie wo ih pees 2 (0) LAWN MOWERS 


35-37 Wooster Street, New York Bla 

















PRIEST’S CLIPPERS 


have been the standard ioe | Now. More Than Ever Before 
OAR 


since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. it is essential that you study your 


American Shearer Mfg-Company Market Report carefully and con- 
Nashua, N. H. sistently. Every important price 
change in the trade is recorded in 


THERE IS ONLY ONE these columns weekly. 


' Folds ng The MARKET REPORTS as found 


‘GOLD MEDAL Simicre ees eae 


FOR 33 YEARS THE RECOGNIZED STANDARD - Use them as a buying guide. 


ORDER EARLY. GOLD MEDAL CAMP FURNITURE MFG. CO., RACINE, WIS. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
Ne allowance f to. insert. 
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American Gas Machine Co............... 27 
American Radiator Co................... 64-65 
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American Shearer Mfg. Co.............. 160 
American Steel & Wire Co.............. 141 
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“Twouldn’t use 
anything else,” 


says A. JOHN ORT 


€6 HE public, in general, is much better 
acquainted with Asfaltslate Shingles 
today than it was only a few years ago, for 
there is plenty of proof of the durability and eS 
satisfaction of this type of roof,’’ says A. John Ras te ee 
Ort, Vice-President of The F. T. Jenzen Co., eaeneeeeses 


ee 
vt 


Sn ee 
Fie. Enka Wrae (3 Yis 
Bac tat Wee hl Bo 
a 2 ete 
SC, Dig Me se Pile A “Fae 
ta mae oat Spt ty y 


Yeneral Contractors, Buffalo, New York. A. John Ort, Vice-President of The F. T. Jenzen 

In fact, unless something else is absolutely Company, General Contractors, Buffalo. This 
specified by the owner, I wouldn’t use anything company is one of the best known build- 
else but BIG SIZE Asfaltslate Shingles. We ing and contracting firms in Buffalo, where 


know from experience that a big Asfaltslate they have built many beautiful homes. 


Shingle stays where itis put. It has the weight that 
is necessary for a long-life roof. We have used 
these big shingles on a large number of Buffalo homes 
and find that people are always well satisfied with 
them. I’m for the BIG SIZE—strong.”’ 


tured of special, long-fibred felt, made in Carey’s own 
mills, and of carefully refined and blended asphalts, 
these shingles give lasting satisfaction. Their beauty, 
too, is permanent. Sun, wind or rain cannot dim 
the lustrous “‘Silver-Green’’ color, exclusive with 








— * Carey, or the Red or the Blue-Black. 
Hundreds of dealers who are handling Carey Asfalt- Carey quality is insured by over half a century’s 
slate Shingles under the famous Carey dealer plan experience in the manufacture of roofing materials. 







Write for complete details 
about this better Asfaltslate 
Shingle —and the famous 
Carey dealer plan. 


THE PHILIP CAREY CO. 
Lockland, Cincinnati, Ohio 


know of the popularity of 
“The Shingle that Never 
Curls’. For Carey Shingles 
are famous for their long life 
and durability. Manufac- 






























A group of representative F. T. 
Jenzen Company homes on Ham- 
lin Road in the attractive Hamlin 
Driving Park section of Buffalo. 
Each of these houses is covered 
with a Carey BIG SIZE Asfalt- 
slate Shingle roof, 





























ASFALTSLATE 
SHINGLES Hey Ay ra 


and with a full 5-inch exposure 
triakes a three-thickness roof. 






THE SHINGLE THAT NEVER CURLS 
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It’s Time 
For Tie Out Chains 


Did You Get Yours? Farmers and dairymen don’t have to 
be told the value of tie out chains. 
They know the economy of making 
use of small pasture plots and saving 
fence money. Is your stock ready 
for this spring demand? If it isn’t, 
another year will go by before an in- 
tensive demand comes again. Don’t 
overlook the biggest TIE OUT sea- 
son of the year; get ready for it early, 
it will mean more sales. 

Hodell Tie Out Chains are the best 
sellers for they suit your customers. 
They are made of the best materials 
and have a serviceable swivel every 
10 feet. Furnished in 20 and 30 foot 
lengths. Order from your jobber 
today. 





If you haven't one of our 
new “Chain Racks” you 
are missing sales every 
day. This entirely new 
method of selling chain 
is building up the chain 
sales of our customers. 
It makes chain easier 
and cleaner to sell. 


CHAIN RACK 





Comes complete with 
hook for hanging. Dis- 
plays and sells chain. 
Takes only 18" x 12” of 
wall space. Ask your 
jobber for one of these 
racks or write us. It 
will be sent free post- 
paid. 


‘SS SPAN PROVES £9 


Established 1886 


Cleveland, Ohio 


Whi 
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Tie Out Chains 
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. A HODELL CHAIN 
} FOR EVERY PURPOSE 
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PORCH SWING CHAINS 
Y and straight Chain Types 
in 7'o and 8 ft. lengths 
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DOG CHAINS 
Nos. 10, 11, and 12 assort- 
ments with 12 chains on 
lithographed display card. 
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SASH CHAIN 
Proper sizes in correct 
grades for all weights of 
double hung sash. 
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HALTER CHAINS 
Hodell, Bulldog, and Sam- 
son patterns in 4'4 and 6ft. 
lengths. 
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CHAIN RACK 
Can be hung from post or 
wall, or by simple adjust- 
ment used in easel fashion 
on counter. 
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When the shop foreman is asked to recommend hack saw blades 
his invariable answer Is Star. 


The mechanics who have tried the Star Special Flexible Blade 
are ever afterward Star salesmen. 


Years of experience have taught the skilled mechanics through- 
out the country of Star cutting qualities and these cutting 
qualities combined in this perfected flexible blade place the 


Star Special Flexible Blade as supreme. 


Makers Since 1883 











